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COVER: Power tool show pulls a big 
crowd at the Merner Lumber Co., Palo 
Alto, Calif. Crowd is watching power- 
drill demonstration. Read “How to Stage 
a Power Tool Show.” It starts on Page 46 
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) An important message 
DOOR DEALERS! 


: Ly 
FLUSH DOORS 


BUILD SALES Because They 
Are An Outstanding Value 


When fine quality and construction combine with low price, 
you can be certain that sales result. A graphic example of this 
is the increased business Shoreline doors have brought to their 
dealers. Customers have been immediately attracted by the 
moderate Shoreline prices — and these Shoreline features are 
your assurance of converting customer interest to cash regis- 
ter sales: 


All-wood, 7-ply construction: attractive 
3-ply Birch faces reinforced with a strong 


core of 


wood rails and stiles. The entire 
unit is bonded with a proved, waterproof 


glue to resist warpage. 


Built-in air passages and vents allow free 
air circulation. Eight way hanging, pro- 
vided by two lock blocks, makes instal- 
lation simple and quick. 


Exterior and interior models adapt them- 
selves to any room motif, any style of 
architecture. Shoreline versatility, qual- 
ity and economy make it an outstanding 
value wherever it is hung. 


DISTRIBUTORS: Send for prices, styles, etc. 
Fe the outlet in your area for profitable Shore- 
line Flush Doors. 


DEALERS: Name of your distributor sent upon request. 
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FLUSHWOOD DOOR COMPANY 


SUTTONS BAY, MICHIGAN . lO), | 





more than 


gone 
service 


since 1946. 


and each year the ever increasing demana 
of the building industry places additional 
millions of KWIKSET LOCKSETS 

in unconditionally guaranteed service. 
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GARAGE 


THE BEST QUALITY—LOWEST PRICED— 
FASTEST SELLING DOOR IN ANY YARD 


Because it provides .. . 
LOCAL CONSULTING SERVICE—to help you seil the big jobs. 
LOCAL INSTALLATION SERVICE—which you must have on 
big jobs. 
LOCAL SERVICE ORGANIZATION—to keep your jobs running 
right. 
ALL THE DEMAND SIZES—8’ x 7’ through 12’ x 12’, 
ELECTRIC CONTROLS—all types, including radio. 
COMPETITIVE PRICES—you can meet ANY competition. 
QUICK DELIVERY—from your distributor's warehouse or ship- 
ment direct from factory. 
LOCAL ADVERTISING MATERIAL—newspaper mats, folders, 
counter cards, and the biggest, finest garage building sheets ever 
published. 

9. THE FINEST QUALITY and engineering ever offered in a really 


low-priced door. 


Fleetwood is a hit everywhere and sales have oe over and over. 


You sell it “over the counter” with complete confidence that it'll stay 
sold; bigger jobs, where the big profits are, are sold installed, guaran- 
teed, serviced. YOU have NO headaches—and, there isn’t another deal 
like this in the country. Write, wire or phone. 


Cuno Door Compenn 


141-20263 Hoover Road «¢ Detroit 5, Michigan 
KESIDENTIAL—INDUSTRIAL—COMMERCIAL DOORS AND OPERATORS 


RESIDENTIAL INDUSTRIAL FARM 





10 Fabricating Plants throughout the Nation 
Distributing Warehouses in 80 Major Cities 











Fleetwood DCUBLE-width doors avail- 
able in three combinations and SINGLE- 
width doors in four combinations of width 
and height; fit practically ANY opening 
in old or new garage. 


Neat installation. No projecting arms or 
brackets. Door completely inside garage 
when open—cannot collect snow, rain, ice, 
or be damaged by wind. 


NEW MAGI- 
COTE PRESERV- 
ATIVE TREAT- 
MENT optional 
at extra cost— 
seals out mois- 
ture, termites, 
fungus, dry-rot. 


NEW, EXCLUSIVE: 
ZIN-COTE PLAT- 
ING on all small 
hardware including 
rollers and bearings; 
no rust, no corrosion. 
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Insulation can be 


a White Elephant 4 Zo 
Gy 


It can clutter up a building site. 4 
And if it rains before 


the building’s up... ! 


Storage Space Available 


GS ronace SPACE at building sites, even outdoors, is so 
scanty, that bulky ordinary insulations are often left 
exposed to the weather, even to rain, before and during 


installation. Soon they are sopping wet. 


Pilferage and where to put other materials become 
pressing problems, Ordinary insulation, packaged, 
occupies 13] times as much cubic space as equivalent 
multiple aluminum. Two under-the-arm cartons of mul- 
tiple accordion aluminum insulate the average dwelling 
(providing 2000 sq. ft.); can be toted to the job on a 
bus; offer no storage problem. They are easily stowed 
in a tool bin or in a car; 10,000 sq. ft. on the back seat; 


5000 sq. ft. in the luggage compartment. 


Moisture destroys insulation values. Water in the 
interstices of a material is an excellent heat conductor. 
Standard thermal factors for ordinary insulations refer 
only to a BONE-DRY condition. Excessive moisture 


causes peeling paint, crumbling plaster, rotting wood. 


INFRA THERMAL FACTORS. TYPE 6 
Up-Heat €.089, R 11.23, 43/5" dry rockwool 
Wall-Heat (.073, R 13.69 =< 55/8" dry rockwool 
Down-Heat (€.044, R 22.72 = 9” dry rockwool 


This advertisement has appeared in Masonry Building, Progressive 
Architecture, Architectural Record, Roofing, Siding & Insulation 


and American Builder. 
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Needs 131 Times 
Greater Space 


Excessive condensation is sometimes produced inside 
building wall and roof spaces if metallic vapor barriers 
are not used to prevent excessive passage of water vapor 
from the warm side of the ceiling or wall space to the 


colder surface, where it condenses. 


With sufficient pressure differential, water vapor, a 
gas, will flow through any part of the surface of asphalt 
“vapor barriers.” The surfaces of multiple accordion 
aluminum are impervious to water vapor. The insula- 
tion is practically non-condensation-forming, and will 


not absorb moisture. 


The commercial form of multiple accordion alumi- 
num is Infra Insulation, Types 6, 4 and 4 Jr. Thermal 
factors are given below. For a more detailed, but easily 
followed study of the problems of heat and vapor flow, 
refer to Schwartz's “Simplified Physics of Vapor and 


Thermal Insulation.” Free copy on request. 


r INFRA INSULATION, INC. “7 
$25 Broadway, N.Y., N.Y. Dept. U-5 l 


Please send FREE “Simplified Physics of | 
Vapor and Thermal Insulation.” | 





Firm 





Address. 





( 
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{ 
, | 
i 


OSend Prices of Infra InsulationsO GTS 
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WASHINGTON REPORT 





Administrator Cole Eliminates Remaining Credit Controls on Housing 


Housing Administrator Cole has 
announced the lifting of the last 
remaining credit controls under the 
Defense Production Act, as applied 
to housing built with government 
assistance. This means, among 
other things, that the 20-year re- 
payment rule for mortgages in- 
sured by the FHA is no longer op- 
erative and that these mortgages 
now may be arranged to run for 
25 or 30 years, depending on the 
size of the mortgage loan. Also 
the earlier down-payment rules on 
VA housing have been removed. 
Down payments will now be set by 
commercial requirements; that is, 
by private agreement. VA mort- 
gages may run to the 30-year limit 
allowed by the Servicemen’s Read- 
justment Act. These changes 
should make it easier for many 
families to buy houses; provided 
they can get the necessary financ- 
ing. 


Fannie’s woes 


In this connection a new Treas- 
ury policy, having to do with Uncle 
Sam’s large load of liabilities, 
seems to be backing Fannie Mae 
up against a hot stove. 

The Treasury, as you know, has 
been shifting from short-term cer- 
tificates with low interest rates to 
long-term bonds. The idea has 
been to get these obligations into 
the hands of people who buy for 
investment; and so it’s been neces- 
sary to up the interest rates. The 
Treasury has made what seems to 
have been a successful offering of 
a billion-dollar issue of 30-year 
bonds bearing 31, °, interest. 

A reason given for this change 
is that banks bought most of the 
short-termers. Incidentally these 
certificates yielded something like 
174°. The banks used them as a 
legal basis for greatly expanded 
commercial loans. Treasury people 
have been uneasy over the steady 
increase of consumer indebtedness; 
and in fact these debts amount to 
some $24,000,000,000, of which 
$16,700,000,000 represents install- 
ment-purchase obligations. 

True enough, a good many expe- 
rienced financiers think this sum is 
well below the danger point. While 
the Treasury doesn’t want to stop 
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A. M. COLE 


the debt parade, it would like to 
slow the affair down. 


Higher interest 


Here’s where Fannie approaches 
the hot stove. The increase in 
Treasury interest rates is certain 
to increase ALL interest rates. For 
some time our industry has asked 
increases of maybe half of one 
percent on the 4% for veterans’ 
mortgages and on the 414% for 
mortgages insured by the FHA; 
this, of course, to attract more 
money into the housing field. 

The Federal Housing Act, as you 
doubtless know, authorizes a rate 
as high as 5%. Not many people 
think it necessary, at this time, to 
go that high. 

Fannie Mae has been buying 
these mortgages and then selling 
them as rapidly as possible on a 
sort of revolving-fund basis, for the 
purpose of keeping a flow of money 
into the building field. But at pres- 
ent the young lady owns $2,300.- 
000,000 worth of the things; of 
which $1,950,000,000 bear 4% in- 
terest and $35,000,000 bear 414%. 

If each classification goes up half 
a per cent in future deals, how's 
Fannie going to sell the lower-in- 
come mortgages she holds now? 
She’d do well to bat .005 in that 
series. 

If interest rates in other fields 
begin going up, on the tail of the 
Treasury kite, the little lady will 
have a tough selling job even if the 
mortgages she buys in the future 


remain at the old interest rate. 
Who's likely to take them? Investor 
Joe Doaks, with a 5% light shining 
in his eyes, is likely to look across 
his nose, like a piccolo player, at 
Fannie’s offerings. 


Loss possible 


Of course she could sell these 
low-return holdings at a discount; 
thus nicking Uncle with a loss of 
assorted millions. But such a per- 
formance, in this economy-minded 
Administration, would cause the 
old gentleman to sound off like a 
soup hound with his tail under a 
rocker. Or Fannie could sit tight, 
hold the mortgages until they come 
due, and thus put a sad crimp in 
the idea of that revolving fund for 
the benefit of new construction. 

It’ll doubtless get worked out; 
for FNMA has been too useful to 
the industry and to the public to be 
allowed to get hurt. Also, there 
still is something like a billion in 
the till, with which to continue op- 
erations. But our Fannie isn’t ex- 
actly gay and carefree at the mo- 
ment. She stands in her shoes and 
she wonders. 


Howrey brings skill to 
Trade Commission 


Edward F. Howrey, Iowa-born 
chairman of the Federal Trade 
Commission, holds an A.B. degree 
from George Washington Univer- 
sity. In the late twenties he was, 
for two years, with the Federal 
Department of Justice, making an 
anti-trust investigation of the mo- 
tion picture industry. He was long 
a member of the Washington, D. C. 
law firm of Sanders, Granville, 
Whitlock and Howrey. 

In the Senate committee hearing, 
Mr. Howrey explained that he’s in 
agreement with the decision of the 
Supreme Court in the Standard Oil 
of Indiana case; the decision in 
which the court announced the 
principle that a seller may justify 
price differences, if these differ- 
ences are made “in good faith” to 
meet the prices of a competitor. 

The Federal Trade Commission 
and the methods of its operation 
are always important to business. 
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wel KNOW-HOW 
RESULTS IN FINE SAWMILLING.... 


A 


Logs are dumped in the mill pond both to keep them from The sawyer, at left, grades his next cut right on the log, then 
staining and for ease of handling. On the log-haul into the hand-signals the setter, right, how thick it is to be or if the 
mill, jets of water wash off dirt.and pebbles. cant should be turned to a new face. 


. os Giggs aS 
Experience counts with both the sawyer and the edgerman, The trim saw operator controls these nine saws from a cage 


above. He must grade each board to see how his edger saws over the lumber chain, looking each piece over to see if trim- 
must set to produce best grade and footage combination. back is needed because of rough ends or split. 


The TW&J member mills produce the best in Ponderosa Pine, Sugar 
Pine, Incense Cedar, White Fir and Douglas Fir. Experience tells the 
story. TW&J know-how results in fine sawmilling. 


TarTer.WEBSTER & JOHNSON. INC. 


1 Montgomery Street 2, P.O. Box 173] 
SAN FRANCISCO 4, CALIF. |: -|} STOCKTON, CALIF. 
DOuglas 2-2060 + Teletype SF 531 Y Stockton 4-836] + Teletype SK 2 
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NEWS BRIEFS 





March housing starts down . . . and it’s estimated by the Bureau of 
Labor Statistics at 7% below starts in March 1952. The total for March 
1953 was 97,000 as compared with 103,900 last year. 


The Chicago area paced the nation . 
homes were the largest in 13 years. March’s permits topped March of 
last year by 7%. The average value of home units also was higher .. . 
$12,235 as compared with $11,131 in March 1952. 


. . because permits granted for 


Watch April start figures . . . they will be the first reflection of cut- 
backs because of the Korean situation, if this does occur. Few experts 
in the industry believe the March-April total of home starts will reach 
the 210,000 level in the same period of 1952. 


Retail building material sales trailed . . . and that’s in February when 
almost all other types of dealers reported increased business. Total retail 
sales nationally showed a 6% rise but our industry reported a 4% drop 
in February 1953 over February 1952. Department of Commerce figures 
revealed that automobiles led all retailers with a whopping 27% rise in 
sales .. . more than $500 million more in actual sales dollars. In our 
grouping sales dropped from $953 million dollars in February 1952 to 
$902 million in February 1953. 


Farmers want machine sheds... and a recent survey tells why. Docu- 
mented facts that a machine shed cuts repair bills 20%, that exposure to 
the elements shortens a machine’s life by 30° and that a new shed 
amounts to only 2° of the equipment cost. Declining farm prices will 
restrict the sale of certain types of buildings but a planned campaign on 
machine sheds has a good chance of success. On some farms today the 
value of the machinery matches the entire cost of the farm itself. 


There will be more aluminum this year . . . because new facilities will 
soon go into production. In 1951 output was 1.6 billion pounds but 1953 
should increase this to 2.5 billion pounds. By 1953 U.S. capacity should 
hit a staggering 4 billion pounds yearly. Raising production is already 
checking price increases made after federal controls were lifted. 


They laughed at plastic pipe . . . but now this light, flexible, rustproof 
product is being widely used in city gas lines, hot water radiant heating 
and home water systems. Production is up materially and one steel com- 
pany is considering fabricating the new pipe. 


Ending FNMA would hit South, West . . . because builders in these 
regions rely most heavily on Fannie Mae. Lawmakers from the West and 
South are expected to lead the fight in the Senate to overturn the recent 
House committee action—if it wins approval of the House. 


Salvaging 10 billion feet of lumber .. . is the tough assignment of 
the Northwest Forest Pest Action Committee. The group estimates that 
this amount of Deuglas fir was either blown down or killed by fir beetles 
in 1951-52. The committee has recommended an aerial reconnaissance 
of western Oregon and western Washington this spring to estimate last 
winter's blowdown and tc detect any significant spread of the Douglas fir 
beetle. Chairman W. D. Hagenstein says, “because there is no magic 
spraving method we believe salvage logging is the only way to reduce 
the beetle threat to living trees.” 


Sell hardware as a “impulse” item . . . and it’s going to be easy with 
the colorful, attention getting displays soon to be available from leading 
manufacturers of lock, door closures and other popular hardware prod- 
ucts. The home handyman is the target of the industry’s broad, new 
campaign. Yale & Towne and Sargent & Co., are among the leaders in 
designing the new self-merchandising displays. 
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National Home Week 
September 20-27 


The greatest display of new ex- 
hibit houses in the world is in the 
making for next September, the 
National Association of Home 
Builders announced. 

The event will be National Home 
Week, scheduled this year for Sep- 
tember 20-27. In many cities, the 
celebration will take the new form 
of a “Parade of Homes’’—an entire 
street of exhibit houses. In others, 
anywhere from 10 to 150 new 
homes will be on display in differ- 
ent neighborhoods. 

All types of homes will be shown 
this year. However, a preponder- 
ance will be one-story houses with 
the accent on “open planning,” big 
window areas, well-planned yards 
for outdoor living, with the house 
oriented to take advantage of max- 
imum sunlight. Many of them will 
be completely turned around, with 
the kitchen on the front of the 
house and the main living sections 
facing the rear of the lot. This, 
say the builders, helps achieve pri- 
vacy, and makes it easier to en- 
joy the out-of-doors in patio or 
back gardens. 

A new feature will be more air- 
conditioned homes in the high-tem- 
perature zones. Better lighting, 
with correct light equipment built 
in, will be another. All the houses 
will be replete with the latest ap- 
pliances in the form of new types 
of heating equipment, water heat- 
ers, ranges, refrigeration and deep 
freezers, automatic washers, dryers 
and ironers. 

Prominent among the display 
houses will be the new “Trade Se- 
crets” house developed by a com- 
mittee of leading NAHB builders 
and featured in Life magazine. All 
will represent the last word in de- 
sign, construction and living con- 
venience. 


NMLA Awards Four 
Student Scholarships 


The National Lumber Manufac- 
turers Association has announced 
the award of four $500 scholar- 
ships to outstanding forestry school 
students in Washington, Minne- 
sota, Connecticut and Michigan. 

The winners, chosen from stu- 
dents nominated by 15 of the na- 
tion’s leading forestry schools, are: 
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Douglas McClary, 
Wash., Donald Butler, St. Paul, 
Minn.; William Francis, Seattle, 
and Bruce Jones, Springfield, N.J. 


of Anacortes, 


The four scholarship winners will 
receive ten weeks of summer train- 
ing at the Washington, D. C., re- 
search laboratory of the Timber 
Engineering Co., an affiliate of the 
National Lumber Manufacturers 
Association. To defray their ex- 
penses, each scholarship winner 
will receive $500, plus travel ex- 
penses. 


VA Halts All It’s 
Proposed Building 


The Veterans Administration has 
stopped all proposed construction 
projects, including those out for 
bids, pending a review by the Bu- 
reau of the Budget. 

Only type of VA construction not 
included in this order, said a VA 
spokesman, is emergency repairs, 
and jobs where the contract has 
been let. 

First evidence of this order came 


OUT-LOAD IN LESS THAN 15 MINUTES 


with LWETIRUIK 


Transforms the slow, wasteful line-up of 


customers’ trucks and their drivers 
regular system of “FILL 'EM UP AND GET 
‘''-M MOVING” that will bring customer 


commendation . 


climination of waste in yard layout 


eee 


and man-hour inefficiency 


annoying waiting time! 


s 
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.. and at a better profit to 
you! Yes, a Yard planned around LIFTRUK 


Efficiency means money in your till, positive 


~ 


35 


YEAR 


Let our Sales-Engineering 
Department answer your 
proble ms. Get the facts 
on how many yards, 
through LIFTRUK 

Palletized or Pre pack 
aged Loads — have re- 
duced MATERIALS 
HANDLING COSTS as 
high as 75% — while 
getting 200% efficiency 
from existing yard layout! 


WRITE FOR 
BULLETIN 77 
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SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 


860 63rd STREET, BROOKLYN 20, N. Y. 


when the VA recalled seven proj- 
ects in various parts of the country 
that were out for bids. The projects 
were mostly alteration jobs, and 
included installation of a nurses 
call system at a VA hospital in 
Washington, D. C., air conditioning 
of an operating suite in a VA 
building at Waco, Texas, new ele- 
vators in an administration build- 
ing at Biloxi, Miss., cafeteria build- 
ing alterations in a VA hospital at 
Lyons, N. J., installation of auto- 
matic sprinkler system in a hospi- 
tal at Ft. Meade, S. Dak., and a 
utility shop at a VA hospital in 
Fargo, N. D. 


House Group Votes 
Halt to Public Housing 


The House Committee on Appro- 
priations has voted to bring most 
of the Government’s housing activ- 
ities to a grinding stop on June 30. 

The result if Congress goes 
along would be an end at mid- 
year to the Government’s public 
housing program, a tighter home 
mortgage market later this year 
and a resulting brake on private 
home building. 

Here’s what the House group 
did: 

It forbade any new public hous- 
ing starts after June 30, end of the 
current fiscal year. The Adminis- 
tration had requested that 35,000 
starts be authorized for the com- 
ing year. 

It directed the Federal National 
Mortgage Association to raise $1 
billion of cash for the Treasury 
during fiscal year 1954 by selling 
to private investors a big chunk of 
the $2.6 billion of home mortgages 
it now holds. It also ordered FNMA 
not to commit itself to buy any new 
mortgages after June 30. This 
would have the effect of closing 
down the Government’s “second- 
ary market” for home mortgages. 
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AN INITIAL GROUP of 200 expand- 
able, low-priced homes in Park For- 
est is scheduled for completion by 
July 15. This artist’s drawing is of 
one of six different styles of the 
$10,995 home to be constructed by 
American Community Builders, Inc 
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Nationally Advertised 
Consumer Accepted 
Builder Endorsed 


| Yunis. Fd l 444] 


“hes Lops 


* Reg. U.S.T.M. 


Get in now on Dua-Laps big campaign. . . be ready 
with these free sales helps: Interior Shingle Displays, 
Sample Color Fans, House Beautiful Counter Cards, 
Newspaper Mats, Radio Spots, Full Color 6-Page 
Folders, Self-Mailers and Envelope Stuffers, ALL 
FREE! This material gives you a selling 

advantage which wins customers. Sell 

America’s quality shingle . . . sell Dua- 

Laps. 


Pre-stained Dua-Laps (available in 9 colors) are ready “| SELL THE SHINGLE THAT SELLS 
for application. Double coursing gives double insula- FOR ME’ . . . HOW ABOUT YOU? 
tion, double beauty. Lower grade undercourse offers 
extra economy. Perfect for remodeling. Can be ap- 
plied over old siding, blends with any type archi- Call your distributor now or mail coupon 
tecture. to cash in on big national promotion! 





- Deal me in on Dua-Lays National Promotion, 
Send roe more information about Dept. 12 
FREE TIE-IN MATERIAL FOR MY STORE. 


ens 
| 
THE —_ STAINED SHINGLE co, ' Sm | 





Store Name. 
Spruce & Dennison, Columbus 8, Ohio Title 


Addre | 
City. State 
The American Stained Shingle Co., Spruce & Dennison, Columbus 8, Ohio | 
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lumber buying 
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Ferguson facilities and the 
“know-how” gained by 60 
years’ experience are your 
assurance of quality prod- 
ucts . . . accurate grades 
.. . honest value. 


Our 17 mills give you 
prompt, efficient service- 
and the diversified prod- 
ucts of these mills mean 
your special needs are in 
stock now. 


QUALITY LUMage 
60 Years 


/ ters — 198 , 

W. T. FERGUSON 

LUMBER COMPANY 
Phone Chestnut 8646 


St. Louis, Missouri 





March Starts 7% 
Under Last Year 


The number of new non-farm 
homes started in March rose at 
less-than-usual 26% from Febru- 
ary to 97,000, the Bureau of Labor 
Statistics reported. 

March starts were estimated at 
7% below starts in March 1952. 

On a seasonally-adjusted basis, 
starts in March ran at an annual 
rate of 1,114,000. Final estimates 
for March, 1952, starts put the to- 
tal at 1,127,000, the BLS said. 

“Although a countrywide rise in 
building permit issuance occurred 
in March,” the agency added, “ex- 
cessive rains may have prompted 
builders to delay in obtaining per- 
mits and starting construction in 
some places.” The rise in permits 
issued was most pronounced in the 
New England and North Central 
states. 

For the first 1953 quarter, starts 
came to 245,000, just slightly be- 
low the 246,500 of the January- 
March quarter of 1952. 


Says Wood Houses 
Best In Atomic Age 


Wood houses should withstand 
the shock waves from an atomic 
blast better than most other types 
of home construction in the same 
area, according to Leo Bodine, ex- 
ecutive vice-president, National 
Lumber Manufacturers Associa- 
tion. 

Mr. Bodine said that properly 
built wood houses could be counted 
on to resist atomic explosions cer- 
tain distances away because of 
wood’s “resiliency and capacity to 
absorb shock with little or minor 
damage.” 

He told an annual meeting of the 
West Coast Lumbermen’s Associa- 
tion that one of the two wood 
houses exposed to an experimental 
atomic blast near Las Vegas, Nev., 
“was deliberately placed close 
enough to ‘ground zero’ to insure 
collapse.” 

“Actually,” Mr. Bodine asserted, 
“houses built of wood probably 
would have a better chance of sur- 
viving the shock wave from atomic 
blasts than do most other types of 
dwelling construction if, as is gen- 
erally conceded, residential areas 
will for the most part be away from 
the industrial areas at which an 
enemy will aim his bombs and be- 
yond the perimeter of shock waves 
of a magnitude causing total de- 
struction.” 


W. B. F. HALL 


Predicts 10° Rise 
In Pre-Fab Sales 


The prefabricated housing indus- 
try has in prospect its biggest year 
in history, according to William B. 
F. Hall, newly elected president of 
Prefabricated Home Manufactur- 
ers’ Institute, Washington, D. C. 

Mr. Hall, who also is president of 
General Industries, Inc., Ft. Wayne, 
Ind., expects that the production of 
factory-made houses this year will 
exceed the 1952 record output by 
10%. 

Mr. Hall was elected president of 
PHMI, trade association of the pre- 
fabricated homes industry, at the 
tenth annual meeting on March 17 
in Chicago. The other new officers 
are: Gen. John J. O’Brien, presi- 
dent, Gunnison Homes, Inc., New 
Albany, Ind., vice-president and P. 
S. Knox, Jr., president, Knox Corp., 
Thomson, Ga., secretary-treasurer. 

W. G. Best, president, Best Fac- 
tory-Built Homes, Inc., Peoria, Ill. 
and J. C. Taylor, Jr., president, 
American Houses, Inc., New York, 
N.Y. were elected members of the 
board of directors. Two directors 
were reelected for  three--year 
terms. They were Hart Anderson, 
vice-president, Page & Hill Homes, 
Inc., Shakopee, Minn., and Walter 
Aherns, president, Southern Mill 
& Mfg. Co., Tulsa, Okla. 


Gl Mortgages 
At New Low In ‘52 


The proportion of GI loans to 
total home mortgage lending sunk 
to a new postwar low during 1952, 
it was reported by the United 
States Savings and Loan League. 

Statistics released by Norman 
Strunk, League executive  vice- 
president, showed that GI loans 
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A TRUE PORTLAND. 


THE WHITEST WHITE CEMENT 


““CERTAINLY...we always keep 


a good supply on hand’’ 





Your trade knows the good results obtained with Trinity white 
cement. The raw materials are carefully selected—then 
manufactured with painstaking care. More than 200 tests for 
quality are made during each working day. 

Trinity white cement gives a brilliant white. When pigments are 
added it gives purer colors and tints. It is a true portland cement 
that meets all Federal and ASTM specifications. It is continuously 
advertised to all architects, builders and contractors. 

Keep an adequate stock on hand! 
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plain or waterproofed Meets all Federal and A.S.T.M., specifications 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago - Dallas - Chattanooga - Tampa ~- Los Angeles 
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‘ ; constituted only 10.1% of the over- 
Quicker, easier sales ele all volume of loans made on homes 
= under $20,000 last year. 
more satisfied customers... This reprsented a steep decline 
from 1951, when 15.5% of all home 
f | | b k loans were made under the GI Bill, 

ewer ca OCKS... and from 1950, when the ratio was 
16.4% of the mortgage volume. 
The peak postwar year for GI 
mee that’s the beauty of lending was 1947, when 542,000 
—_ loans made under the program ac- 
counted for 21.1% of all home 
loans issued. 


Strunk commented that the 
sharp downward trend in GI lend- 
ing began in May, 1951, when the 
Federal Reserve Board withdrew 
its support of the government bond 
market. 

“This action, which was a move 
against inflation, has resulted in a 
general stiffening of interest rates 
since that time, and in increases 
ranging up to 1% on the yields on 
home mortgage loans,” he declared. 

“It was inevitable that in a peri- 
od of rising interest rates, that the 
GI program would suffer because of 
its fixed interest rate ceiling, and 
that veterans would find GI loans 
increasingly difficult to secure.” 


Trailer Sales 
Pass $300 Million 


Trailer coach mobile homes have 
turned into a booming business. 
Sales last year passed the $300 
million mark, according to the, 
; a Trailer Coach Manufacturers Asso- 
There’s one important feature of Higgins Block that doesn’t show in, spec ciation in its annual reports of 
7 7” : F a Pi," sales and production. 
sheets... and that’s the rich, lustrous, sales-producing look of quality! Soe : 
E. H. Gubser, association presi- 
dent, commenting on the phenome- 
2k SPECIFICATIONS: mm. ee eee 
Toxic impregnated — rot-proof, and nal growth of the industry, dis- 
9’ x 9” net face hardwood blocks — termite-proof closed these retail sales figures: 


easy to install Grooved back anchors into adhesive 1930, a little over $1 million; 1945, 


3-ply cross-grain construction —-when — quiet and comfortable $39 million, and 1950, $216 mil- 


properly installed will not warp, 


Can be laid without special prepara- lion. Retail sales during 1952 of 
buckle, cup or crack 


tion on concrete slab — ideal for $319,917,000 increased more than 
Selected oak face — ready finished radiant heat 28° over the 1951 levels of $248,- 


Pressure bonded with marine-type Blocks fit flush—without large, visible 281,684. 


glue — water-proof, climate-proof V-grooves Mr. Gubser said the high rate of 
sales and production reflects a sus- 
tained demand by military families 


Higgins BONDED HARDWOOD BLOCK FLOORING and defense and construction work- 
y INC. Se 


ers, the two principal groups of 
THE WORLD-FAMOUS BOAT BUILDERS. a, F P oy © 
—— mobile home owners, and an in- 


creasing demand from retired per- 
Use this coupon for free sample block and literature sons. 
Higgins, Inc., Dept. AL-5, New Orleans, La. There — about 1,850,000 
Gentlemen: Please send sample block and literature to: perscns living in more than 650,000 
trailer coaches, Mr. Gubser said. By 
late summer of this year it is ex- 
Add | pected 2 million persons will live 
sain | in approximately 700,000 of these 
homes on wheels. 





Firm Name 


City 
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FE GEE. modern wood windows 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Windows. Proportioned to fit with 
modern architectural trends, 
famous Bee Gee 
Windows provide an 
authentic styling touch 
for any type of construc- 
tion...any kind of interior. 179 
styles and sizes of all-wood casement, 


ed, 


picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home. And 
you can “Clean the Outside from the Inside”, 


“ribbon -styled”...long—low— beautiful! 


New type construction 
‘5 “~~ 


~ = v3 > 
... designed to emphas tr — - = sag 
ize the modern lines of \f4}, . a i? 
} \ 
f 


ranch-type and con- 
\ 
i 
, 


’ 


5 ' 
f . 


light and airy for health and comfort temporary homes, with 
all the warmth, charac- 
ter and practical advan- , 


re 
Bee Gee Windows open your home chy 
STALE ve’s 3 ! : 
AIR to nature’s air and sunlight! And = 


. # ; tages that only wood 
Bee Gee's “Pressure Vacuum Venti- 


windows provide. i ¥ ———— “afe= oa } 


lation” is scientifically engineered to — = 4} T 4 


Md 


— —Th_A 
tions of wind and exhaust stale air every window available in 2 styles ng ' t 
at the same time...the only window Style “A"—a brilliant expanse of unob- 
on the market to give this truly structed glass. Style “B"—the glass di- 
complete room ventilation. = vided to give you long horizontal lines. 


Choose the style that best fits your home. 


pull in fresh air from any of 3 direc- 



































ease of installation spells economy 
= STYLE A STYLE B 


BROWN-GRAVES <O. 
Dept. AL-107, Akron 1, Ohio 


Please send my FREE Bee Gee Window Catalog 
GET with complete dota and specifications. 


YOUR toma [] builder [(_] architect [_] dealer 
4.433 


A Complete Window. . Ready to Set in the Wall. . Nailed in Place.. Ready to Use! BEEGHE 


NAME 


ADDRESS 


BROWN-GRAVES CO.*o;3' BO" Ee 
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Canada 


Differentials in shipping rates be- 
tween Canadian and American lines 
must be removed by May 31, ac- 
cording to a ruling by the Cana- 
dian Board of Transport Commis- 
sioners. Under an existing differen- 
tial, mills in Washington and Ore- 
gon can ship cheaper to points be- 
tween Regina and Winnipeg than to 
mills on the B.C. coast. The Board 
has also ordered a special railway 
ruling demanding a differential on 
timbers, poles and pilings over 48 
feet, six inches be “made more reas- 
onable.”’ 


The present rate on long poles 
from Vancouver to Winnipeg is 
$1.50. Lumbermen hope that they 
can have this differential removed 
so as to enable them to ship long 
poles, piles and timbers to prairie 
points at the lumber rate of $1.32 
per hundred pounds. 

B. C. Lumber Manufacturers’ As- 
sociation has another application 
before the Board of Transport Com- 
missioners complaining that lum- 
ber rates in Canada are unreason- 
able. 

Henry Brandt, lumberman and 
banker of London, England, during 
a recent visit to Vancouver, B.C., 








TWX 46) 








TIME : 


Shipments of 
Top Quality a 
Southern PINE 


and HARDWOOD 
Lumber 


- - : a — 
+ . 


Serving you from three modern mills at 
Springhill, La.—Calion, Ark.—Urbana, Ark. 


Cutting more than 40,000,000 feet annually. 


PHONE 
L.D. 16 











said he did not believe that the cur- 
rent recession in exporting lumber 
from B. C. to Britain would be last- 
ing or fatal. He said there were 
certain qualities and specifications 
that could only be supplied from 
British Columbia. 


Cook To Plan NAHB 


Slum Clearance Drive 

G. Yates Cook, nationally known 
as the promoter of the famous 
“Baltimore Plan” of slum clearance 
and a leader in the fight against big 
city blight, has joined the National 
Association of Home Builders as 
head of a new Department of Ur- 
ban Redevelopment. 

In his new role, Cook will direct 
the biggest housing program ever 
undertaken a nation-wide cam- 
paign by private builders to wipe 
out the rock-bottom slums and re- 
build the run-down areas that in- 
fest practically every city in the 
United States. 

Cook, who shocked Baltimore and 
the nation 12 years ago into aware- 
ness of the shameful conditions un- 
der which millions of Americans 
live, will tour the country advising 
local authorities on slum problems 
and helping them map out their 
own plans of action. 





ADVERTISING 

— how to get maxi- 

mum results at mini- 

mum expense — is every dealer's 
problem. One valuable help is 
American Lumberman’s ADservice 
mat feature. See how dealers are 
actually using this service to in- 
crease their sales. You'll find some 
profit-making ideas in this feature 
on pages 50-51. 
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To handle payloads profitably BUY 


CUSTOM-BUILT 
AUTOCARS 


R. C. Millikan, Asheboro, N.C., operates Your Autocar goes through the production 
two of these versatile Autocar-Diesel tractors. 


line with your ticket on it calling for a 

} He hauls cut lumber in the stake-body semi- i 1] 
trailer and changes over to a livestock semi- certain motor, transmission, rear enc a 

trailer to haul hogs to the slaughterhouse. the components required for efficient han- 


dling of your particuiar payloads under 
your particular operating conditions. You 
can’t beat that system. It is bound to re- 
sult in lower cost per ton-mile hauling. Find 
out how we can custom build an Autocar 
for you. Clip the coupon. 











, Pa 


I want to hear more about hauling more profitably 
U 0 Car ruc S by using Autocars bui/t for the job. 


The Autocar Company, Ardmore, Pa. 
Established 1897 


The Autocar Company, Ardmore 


Name _ 
Firm Name 
Address 


Factery Branches and Distributors 
from Coast to Coast 





No. of trucks in fleet__ 
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| STANLEY ] Announces 


Reg. U.S. Pat. Off. 





= Ranch Croft Rivcn crsrr 


CABINET HARDWARE 


New... 
dramatic... 
different... 


Inspired by the Ranch-type house 








It’s here... now... for you—the first 
really new idea in Cabinet Hardware in 
years. Previewed recently by editors of 
leading women’s and home service magazines, 
Stanley Ranch Craft Hardware already has 
obtained recognition for its unique 

design and styling. 





Ranch Craft Hardware Salesmaker No. DB 530 Its strap and horseshoe motifs and 
Size: 21” x 12”. Includes pocket for descriptive folders. 


¥ functional construction are ideally suited 
ou pay for hardware only. = 
to contemporary or traditional homes. 
Its mellow antique brass finish complements 
either natural wood or paint... 
harmonizes perfectly with any color scheme. 


4 Four-Color Ask your Wholesaler for information 


Brochure on the complete Ranch Craft line. 
Pictures Ranch Craft in typical, It will sell! 


sales-making settings. Every 
item illustrated. Ask for folder 


F35. THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


L STANLEY |] 


® Reg. U.S. Pat. Off. 

: ’ HARDWARE * TOOLS * ELECTRIC TOOLS * STEEL STRAPPING * STEEL 
Handy Pocket-Size Folder ' ae 
Shows the full line in color. Space 4 








provided for dealer's imprint. 
Ask for folder F37. 


*Pat. Pending 
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5 MAJOR CUSTOMER ADVANTAGES 


TIMESAVING 
Both the Clear and Blonding Sealers can be 
recoated after 2 to 4 hours. 

EASY TO APPLY 


Can be rolled, brushed, sprayed or wiped onto 
paneled walls, woodwork, furniture, floors. 


LASTING BEAUTY 


All-alkyd, non-yellowing finishes seal and 
protect wood surfaces for years. 


COLORFUL 


Tints easily with oil colors to harmonize 
with any color scheme. 


NATURAL FINISHES 


New, lasting, blonde or natural finishes for 
all woods. 














palms ey 















nee HOW-TO-DO-IT 
7 BOOKLETS 
FOR YOUR CUSTOMERS 


Covers, step-by-step, 16 recom- 
mended finishing methods, plus 
bleaching and staining of many 
woods. Easy to understand... 
less explaining for you to do. 
























They’re here. The new, natural finishes 
you and your customers have long de- 
manded . . . especially formulated for 
plywoods, fine interior paneling and trim, 
furniture and floors. 





Tent fw tee 0 










we of 









Gives finishes so natural that the eye can 
hardly distinguish between them and 
bare wood, or can be tinted with oil 
colors to harmonize with any color. Dur- 
able. Moisture-proof. Sell it for exteriors 
or interiors .. . and make a 35% profit. 

















Spee-D-Dry is of top-quality, fully-tested 
and backed to the hilt by Acme. Soon to 
be heavily backed by aggressive national 
advertising, too. Stock, sell and profit 
from Spee-D-Dry—it’s a natural! Write 
for details, or see your Acme jobber. 

























ONLY 4 ITEMS TO STOCK ia 





(1) Clear Sealer and Primer—clear as water Pree SAMPLE PAPIEL WITH INITIAL STOCK ORDER 
(2) Blonding Wood Sealer—needs no wiping 





A convincing counter display 20” high, with 







(3) High Gloss Finish—tough, indoors or out two 12”-wide wings, and showing 24 sample 

(4) Dull Finish—gives hand-rubbed, satin effect Spee-D-Dry finishes. 

Either sealer can be used with either finish for AC ME Q U A LIT Y PA | N T § tj i N C . 
any one or more of 16 marvelous new finishes. DETROIT 11, MICHIGAN 
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Advertisement 


R-O-W BITS 
ABOUT BUILDING 


Some builders and dealers have 
expressed concern about the resi- 
dential slow-down during March 
and April. Those who have really 
studied the problem regard this as 
a period of adjustment in the 
changeover from a sellers’ market 
to a buyers’ market. It doesn’t 
mean that. the slack won’t be taken 
up by volume building during the 
rest of the year. Instead, it is 
simply an indication that buyers 
are demanding more for their 
money and builders have had to 
adjust their sights. 

Buyers aren’t insisting on lower 
price homes. They are just holding 
out for better value and better plan- 
ning in the homes that they do buy. 
Money isn’t tight, but the splurge 
of feature-home publicity has made 
buyers hungry for things which they 
hadn’t thought they could afford be- 
fore. Now that they’ve been exposed, 
most of them will hold out for more 
house per dollar. 


Andrew Kindem, president of 
A. A. Kindem and Sons, recently 
announced the opening of his new 
plant in Minneapolis, Minnesota. 
The building shown below will 
be devoted to manufacturing 
R-O-Ws for the Minnesota area. 








AA RinotM © Sons 


ot ad 


Walton Onslow, public relations 
director of NAHB, recently an- 
nounced that the 1953 National 
Home Week will he held during the 
period September 20-27 inclusive. 
Builders will be encouraged to fol- 
low the very successful 1952 promo- 
tion, “Parade of Homes.” During the 

One man can handle installation of an celebration last — 12,000 model 

R-O-W window. Sash lift out entirely to — hgh = eee ci ee. 

lighten the unit and prevent glass break- eg Ge - arade of Homes” in- 

age. More important, from the standpoint velves acquisition of property se 

of builders, homes equipped with R-O-W that many builders can erect model 

windows sell faster—build customer sat- homes along the selected pate ty 

isivatian eel. eke local participants should be organiz- 

ing now. Community organizational 

suggestions are available through 

National Association of Home Build- 

ers, Suite 1116, Connecticut Avenue 

ReO-W SALES COMPANY 1330+ +68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN N.W., Washington 6, D.C. 
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What will the builders have to do 
to get sales? Cut prices? No, even 
at reduced prices the house without 
sales-appeal will be a slow mover. 
The really progressive builders are 
doing all right. They are putting the 
emphasis on individuality, quality 
and features. They are building and 

merchandising better homes. They 
are stopping the shoppers. 

These builders are examining 
their own construction costs. They 
are selecting some higher priced 
items because they cost less to 
install and add quality to the fin- 
ished home. They are picking 
products which have definite con- 
sumer appeal. Most of all, they are 
adopting the consumer approach 
of looking for features and value. 


Glenn Ogden, President of Acme 
Millwork in Kirkland, Washington 
reports that his sales of ReO*W 
Windows to dealers in both Alaska 
and Hawaii have increased rapidly 
during the past few months. He at- 
tributes this to the fact that the pres- 
sure adjustment feature of R*O* Ws 
makes them the most flexible win- 
dow for all climatic conditions. The 
home pictured below shows an 
R+*O*W installation in Anchorage, 
Alaska. 

















Builders of the home below also 
purchased their windows through 
one of Glenn Ogden’s dealers. The 
residence is in Honolulu. 





Gordon Love, sales manager of 
R-O-W Sales Company, Ferndale, 
Michigan, has recently completed 
a survey of the farm residential 
building market. His attention was 











first drawn to this field by reports Now that buyers have an opportunity to 
7 e ’” ° 

that the large majority of farm select”” homes, again, they demand the 

homes are more than 30 years old. real conveniences—the functional advan- 


tages of well planned dwellings. That’s 
why they select homes with the REMOV- 
ABLE WINDOW that is built to look 


“From a building products mer- 
chandising standpoint,” Love re- 
ports, “this sales area is fresh and 


fertile. Farmers have the cash—the better—fit better—last longer. . 
need for home modernization prod- 
ucts—and the buying habit of insist- 
ing on quality merchandise at a 
fair price.” R*O-W SALES COMPANY 1330++68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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‘FOR THE MONEV— 


TOGETHER THEVLE MAKE 
a eI 


Dealers have long urged us to develop a really 
good awning window. You have told us that the 
market was “right” for a quality unit designed 
to harmonize with the long, low lines of modern 
building. You wanted at peoel hardware in a 
unit easy to install and fully weatherproof. For 
dealers, this is the one for the money. 


Now it is ready—the brand new R-O-W SURE- 
LOK. If you are an aggressive merchandiser, we 
need you and you need SURE-LOKS. Send in the 
coupon at the bottom of the right hand page to get 
the free booklet on this 1953 cash-register ringer. 
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FOR THE SHOW-— 


vouR winvow SALES Grow & 





We admit that we were slow about following the 
trend toward gliding windows. We recognized the 
need for high-wall placement of windows in baths, 
bedrooms and kitchens, but refused to produce a 
unit until we were sure it was weather-right. Add 
these to SURE-LOKS and have two for the show. 


R-O-W REMOVABLE HIGH-LITES EXCEL 

. R*O-W SALES COMPANY 
fenestration. They are the product of 1368 Academy, Ferndale 20, Michigen | 
five years of design and field testing. Please send me without obligation your colorful brochure describing ! 
Your customers will soon be asking 


for—-R-O-W HIGH-LITES. SURE-LOK WINDOWS [] _ HIGH-LITE WINDOWS [(] 


Company 


| 
| 
| Name 
| 


City Zone State 


On ee ca ee ce a a ce a a a OD OD Om DD ED CD 


> 
| 
| 
Address | 
| 
onall 
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Buyers’ Preference for Appalachian Hardwoods 





is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods, Consult them on your next hardwood requirements. 


*Bemis Hardwood Lbr. Co., Robbinsville, N.C. *Mowbray & Robinson Lbr. Co., Cincinnati, O. 


Mills at Combs, Ky. and West Irvine, Ky. 
Hemlock, Hardwoods, Flooring. Dimension Complete Line of Appalachian Hardwoods. Maple and Oak 


Flocring. 


D. D. Brown Elkins, W. Va. ‘ 
ial Siete eerie Yee 
“a . ac: ° janufacturers 
sa 23 Estab Sed 1880. - Appalachian Hardwood Lumber 


*Christian Lumber Co Monticello, Ky. *The Mower Lbr. Co.....Charleston, W. Va. 


’ West Virginia Hardwoods, Flooring & Glued-up Dimension. 
A lachian Hardwoods Exclusively ; 
sh pping Point: Burnside, Kentucky Dry Kiln and ig — A J, yd jag A sg Nallen, Dailey. 


The M. B. Farrin Lbr. Co... .Cincinnati, Ohio *Meadow River Lbr. Co.....Rainelle, W. Va. 
Kiln-Dried and at - + a “Century’ 


ik and ring. Manufacturers of West Virginia Hardwood Products. 


*M. E. Crisp Lbr. Co Welch, W. Va. 


a + ope aan athe eh hatagincerad pti *Wood-Mosaic Co., Inc Louisville, Ky. 
Ww rginia an entucky Appalachian Hardwoods, ” “ 

d Parkay” Ready-Finished Hardwood Flooring. Lumber 
Poplar. Beech, Rate, Ae aresy,_ Gaectaut and other ber Veneers. Dimension. 


*Cherry River Boom&Lbr.Co., Richwood, W.Va. *McCracken & McCall, Inc...Lexington, Ky. 


lachian Hardwoods. Flooring, Planing Mill Products. Appelachian Hardwoods POPLAR BEVEL SIDING 
eee Band Saw and Planing Mill at Flat Lick, Ky. 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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“Yes, and for speed and safety, too. In fact, the 
De Walt® is easily the finest all-around power 
saw I’ve ever used. 
“We own five De Walts, and each of these is De Walt Inc. 
used at all times for one specialized cutting pur- 
pose. Three are used for cross-cutting, one for 
mitering, one for dadoing. 
“De Walt performs these cuts as well as a 
man could ask. Besides De Walt can be used to POWER SAWS 
rip, bevel, shape, plough, rout—and make many Sebelélory of AMERICAN MACHINE & FOUNDRY COMPANY, Now Yor 
other cuts. So it’s ideal—whether used for one 
cutting purpose or many. Mail this Coupon TODAY! 
“Our five De Walts have been run 45 hours — ee ne ee ee ee 
a week, continuously, for 4 years. We use them r 
for production runs, lumber and mill work. You ! 
just couldn’t ask for better performance than ! 
they’ve given—-perfect in every way.” 
De Walt’s unmatched speed, versatility, pre- i 
cision and safety can bring new efficiency to your i — a ce 
i 
l 
I 


Lancaster, Pa. 


De Walt Inc. Dept. AL-5, Lancaster, Pa. 


Please send full details or the De Walt Radial 
Power Saw line. 


operations, too. Find out how today. See your 


; ADDRESS 
De Walt dealer or mail coupon at right. 
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WedgeWood's Features 
Offer Sales Advantages 


New homes pack the punch of extra sales 
appeal when builders put in WedgeWood 
paneled rooms. The rich texture, the dra- 
matic color effects, the natural beauiy of 
genuine wood... all put “buy in the eye” 
of prospective home-owners. 


WedgeWood’s Low Price 
Offers Cost Advantages 


Compare the low cost of WedgeWood 
with other materials. Show your builder 
customers how every panel they use can 
cut their costs. It's a wall, in itself. . . 
nails right to the studs. 


WedgeWood’s Low-Cost 
installation and Finishing 
Offers Operating Advantages 


Easy as ABC. A—Just nail up the panels. 
B—Apply first coat with brush or spray. 
C—Apply second coat and wipe. Wedge- 
Wood saves labor... saves time. . . 


Nese ae 


et 


OFFICES OR WAEHOUSES IN: Augusta, Baltimore, Birm- 
ingham, Boston, Chicago, Cleveland, Columbia, Detroit, 


ty . ’ P ’ - . Fort nag agg Los ge oe — 
Nashville, N . N Castle, N H Park, N 
TEE ORGLA — LACTETC Sir cirri once, Priseiita Fbargh, Pov 


idence, Raleigh, Richmond, Salinas, Savannah, Seattle, 
PLYWOO0D COMPANY ~ . 2 


Spokane, Toledo, Vineland, Waltham. 


EVERY BUILDING CONTRACTOR IN YOUR AREA IS A 
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GEORGIA-PACIFIC’S 
new, textured plywood offers you 


profitable NEW SALES OPPORTUNITIES 


Here's striking new beauty that sells on sight. Wedge- Every customer, home-owner or businessman, is a 
Wood paneling offers exciting new styling possibilities prospect for WedgeWood. WedgeWood's low price 

. a rich sculptured texture that fits with any fabric or brings the luxury of genuine wood paneling within the 
furnishing . . . makes a strong sales feature of natural reach of any one in your community. Right in your own 
growth characteristics . . . provides a tight swirling backyard, there's a big sales and profit opportunity 
grain that lends itself to dramatic new color treatments. waiting for you and WedgeWood. 











hes 
WedgeWood comes factory-sealed—no prime coat needed—in 4 x 8 ft. panels, 5/16” thick, 
packed for protection in 10-panel cartons. Call your G-P representative for full details or write 
Georgia-Pacific Plywood Company, Dept. E, 611 North Capitol Way, Olympia, Washington 


PRIME PROSPECT FOR THIS PROFITABLE NEW PLYWOOD 
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MERIDEN, CONN. 


OREK PICKS L-0-F 








IN "BLINDFOLD TEST" 


Edward M. Borek of the 105-year-old 
Lyon & Billard Company (lumber and build- 
ing materials) says: 


“The cutter sounded good on Brand D. 
The glass parted easier, no ragged 
edge. Easier to cut by hand or machine” 
(he tried both methods). 


Mr. Borek tried cutting four unidentified brands of good, 
single strength window glass. He instantly singled out 
Brand ‘*D” (which was L’O:F) as easiest to cut! 

It’s easier to cut L-O-F window glass into big pieces, 
little pieces; angled and curved pieces. You can even cut 
off thin strips close to the edge with a light stroke. 

L‘O:F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. 
Chere’s less risk of loss from breakage in cutting. 


TRY THE “BLINDFOLD TEST’’ YOURSELF 


I 
| 
Practically every man who’s taken this test has 
picked L‘O-F no matter whether he cut it first, | 
last, or in between the other brands. Try it and | 
you'll see why you have fewer bad cuts, less waste | 
and more profit, with L:O-F. | 
Call your nearest L-O-F Distributor. These local | 
businessmen are listed under ‘‘Glass” in the yellow | 
pages of phone books in principal cities through- | 
out the country. And send for your free booklet | 
“For Greater Profits On Window Glass’’. | 
Write Libbey-Owens’Ford Glass Company, 6553 | 
Nicholas Building, Toledo 3, Ohio. | 
J 
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Creating a new standard of quality in the 
low-price field, all parts are made of solid 
brass or steel no substitute metals are 
used. Lockwood’s new ‘C’ Series is de- 
signed on the sound, basic engineering 
principles originally developed for heavier, 
more costly cylindrical locksets. 


FIELD-TESTED: All functions in the 
‘C’ Series have been field-tested and 
proved under the most severe conditions. 
Cylinder locks have full-size, solid brass 
5-pin cylinders, assuring full protection, 
continuous performance and secure mas- 
ter-keying. 


LOCKWOOD'S New ‘C’ Seniss... 
Finest Quality Locksets in the Low-Price Field 


REVOLUTIONARY NEW TOOL 
CUTS INSTALLATION COSTS 


e Reduces boring time as much as 75% 
below previous hand methods. 


e Guarantees smooth holes in_ perfect 
alignment. 


e Ensures rapid assembly of lock to door 
without rasping or whittling. 


e All Lockwood ‘C’ Series sets are ready 
for installation on right or left hand 
doors without any mechanical change. 


Distributed through leading jobbers 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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Sweer's Fue 
aecartiitues 





There is no Substitute for 


CERTAINTY 














As unerringly as the compass needle points north, the Royal 
Oak Flooring trade-mark points Quality. 


Turn the compass dial any way you will . . . the needle 
holds constant. 


Turn to Royal Oak Flooring for any grade you need . . . 
the quality holds constant. 


There’s nothing like certainty for permanent satisfaction. 


QUARTERED 


NTS OF SUMOLE IN EB. j pons | 
Pri KURO Whos ARKANSAS 


x 1K=—?2 





Buy Brands You Know! 


FORDYCE LUMBER COMPANY 


FORDYCE ARKANSAS Pine 
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BALDWIN-HILL 


" 
iF 
: 


— | 


Made with longer, finer fibers, this new lightweight 
blanket is much cleaner and easier to handle — quicker 
to install... Look to B-H SPUN BLANKETS for 
quicker turnover and a bigger sales volume. Send the 


about the sales advan- 
tages of B-H SPUN 
BLANKETS and details 
about your sales aids. 


SEE YOUR BUILDING PRODUCTS WHOLESALER 


COMPANY 
ADDRESS 
CITY 


BALDWIN-HILL COMPANY 


BALDWIN-HILL COMPANY 
200 G AVENUE e TRENTON 2, N. J. 
ieeneaae rae ‘ 2005 BREUNIG AVE. © TRENTON, N. J. 
Kalamazoo, Mich...Huntington, Ind...Housatonic, Mass...Temple, Texas 


r 
l 
1 
1 
coupon for complete information or NAME 
! 
I 
I 
1 
! 
! 
! 
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Spruce uf SALES 


WITH THIS 


Braud 
Yew WO00 


NORTH IDAHO 


Why is North tdaho Engelmann Spruce 
a NEW WOOD? Because it's different from 
other and commoner Spruce Species. 


The cabinet above is made North Idaho Engelmann Spruce Trees are 
of North Idaho Engelmann 


Spruce. Detailed drawings big, sturdy forest giants growing at high 
on how to build and finish it 


available on writing us. elevations. They often cre 3 feet in 
diameter and more than 100 feet high. 
Why is North idaho Engelmann Spruce 

o BETTER WOOD? Because our mills and 
men have perfected methods of good 
manufacturing and scientifically controlled 
kiln drying to insure uniformly high 


quality, dependable lumber. 


Lumber that is especially good for 





Furniture and Interior Finishes. 


D Available only from... 








ACK RIVER SALES CO. 


SPOKANE, WASH P.O. BOX 64 ad TELETYPE SP. 105 ° TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont. 
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MOW! comptetey new 


FORD TRUCKS for 53 


Scores of brand-new, TIME-SAVING features in 
the completely new Ford Trucks for ’53 add a new 
dimension to truck economy. And you can choose 
from over 190 models in a greatly expanded line. 

Ford Trucks are leaders in low first cost and low 
running costs. They last longer for low ownership 
costs. Now for ’53, new TIME-SAVING features 
cut trucking costs still further. 













NEW “DRIVERIZED” CABS cut driver fatigue! NEW SYNCHRO-SILENT transmissions for NEW LOW-FRICTION POWER in 3 overhead- 
One-piece curved windshield 557, bigger. easier shifting —no ‘“‘double clutching” valve engines—Cost Clipper Six, Cargo 
I-REST tinted glass (extra cost). Wider standard all models. New Fordomatic King V-8's. Five engines in all with 
seat with counter-shock seat snubber. or Overdrive on F-100 at extra cost. famous Truck V-8 and Big Six. 










Delure cab shown in all illustrations 















Parallel frame rails 
for better service 
accessibility 


New banjo-type 
hypoid rear axle 






New steering geometry 


New wider tread, set-back front axle 


NEW TIME-SAVING FEATURES THROUGHOUT! 







NEW SHORT TURNING for better maneuver- 





NEW SPRINGS! NEW BRAKES! Longer front 





































: ability. New wider tread gives 37° steer- and rear springs for easier ride, longer All new ... all the way! New fast con- 
ing angle. New set-back axles shorten life! New self-energizing brakes for trols and new power save truck time on 
wheelbase, improve weight distribution better control . . . double-cylinder the road . . . New service accessibility 
without reducing capacity. type, rear, on Series 500 and 600. saves truck time in the shop. 
i s hauli ds! 
j( a . Designed for todays hauling needs! 
| ay “ NPP, SAVE TIME! «© SAVE MONEY! e LAST LONGER! 
7 ’ 
i] 
Good Drivers Drive Safe Trucks 
----= FREE! MAIL THIS COUPON NOW! ----> 
| ; Forp Division of Forp Motor Company : 
i ' P.O. Box 658, Dearborn, Michigan ' 
H ; Please send me without charge or obligation, com , 
| ' plete details on new Ford Economy Trucks for °53! : 
| FULL LINE [] HEAVY-DUTY MODELS (1) i 
{ LIGHT MODELS [J BIG JoB MODELS [] - 


PARCEL DELIVERY [() CAB FORWARD MODELS (1) 





Name 
PLEASE PRINT PLAINLY) 





Address 


City a State 


BIGGEST SELLER IN ITS CLASS—the new Ford Series F-500 P-24 Check here if student Oo 


has G.V.W. rating of 14,000 Ibs. 
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Why is this 
ee) the mark of a 
won ., [/ BETTER BRUSH? 


developed feather-tip Neoceta bristle 





—showing molded-in grooves for 
superior paint carrying capacity. 


Mister, that RED STRIPE on your brush is your assurance 
of quality! It means that the feel of the handle, the flex of 
the bristles make any painting job easier for you. It means 
that whether you choose Red Stripe’s all - Neoceta brush or 
Red Stripe’s combination of hogs’ bristle and Neoceta, you’re 
getting a brush that paints smoother, faster, better. Why? 
Because Neoceta, Pittsburgh’s feather-tip wonder-bristle is 
designed especially for painting. And, in hogs’ bristle- 
Neoceta combinations, both bristles wear at the same rate 
—for better performance and longer life. Next time you 
need a brush, ask your supplier to show you Red Stripe! 


There's a yn brush for every home and industrial use 


Maintenance 


Wall and 
i. Floor Brushes 
Vornish Brushes 
Ba o 


And here’s your newest sales booster—the all new 
HOME PAINTING KIT featuring the 


It’s easy to sell Pittsburgh’s new Home 
Painting Kit, containing all the tools ING 
the homeowner needs for room paint- 
ing! It includes the 7-inch wide Fleet- 


Wing WALL COATER; a 1-inch WALL New metal 


Neoceta brush for trim; a KLIP-ON ferrule 
pan for attaching to ladder; and a book- COATER in 
let describing the care and use of the bristles securely 
FleetWing and Neoceta. 


Suggested retail price: $3-59 for complete kit! 


For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH PLATE GLASS 


PITTSBURGH COMPANY, Brush Division, Dept. C-5, 3221 Frederick Ave., Baltimore 29, Maryland. 


Kad Stipe seusus 


BRUSHES ° PAINTS ° GLASS ° CHEMICALS ° PLASTICS e FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LTD. 
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TO BUILD MORE 
LOCK VOLUME 


WESLOCKS are the Best Locks 


You get more help in more ways when you 

handle WESLOCKS. These volume- 

building aids are available: Eye-catching 

point-of-purchase material, ultra-modern 

display mounts, powerful national 

advertising, beautifully designed mailing 

pieces and catalogs plus 

| expert field sales assistance. 

In addition, WESLOCKS 

have the quality features most 

demanded, an unconditional guarantee, 
modest pricing and wide builder acceptance 


D> » 
—millions in use today. Stocking WESLOCKS my 


means more volume for you. Contact your ns) 
44 


jobber or write for complete information. 
MFG. CO. iN 


P.0. BOX 2261. TERM. ANNEX WESLOCKS 
LOS ANGELES 54, CALIFORNIA A 


MANUFACTURERS OF RESIDENTIAL DOOR LOCKS 
BATH ACCESSORIES * CABINET HARDWARE 

















, B dma ‘3 
The No. 77 rigid-type, for doors 8’ wide x The No. 400, for luxury sectional-type con- 
6'8" high. A popular budget-wise beauty. 


The No. 19, a “‘self-starter’’ garage door with 
“Powermatic’’ Action, for 9 x 7’ openings. venience at minimum cost; a new winner! 


EASIER OPERATION 
MORE SELLING FEATURES 
FAST INSTALLATION 
MODERN DESIGN 
LOW HEADROOM 
Sectional and Rigid Type WIDE RANGE OF SIZES 


OVERHEAD GARAGE DOORS YEARS OF TROUBLE FREE SERVICE 


AND HARDWARE 
or 


FEATURING 


pe OMATIC 


ACTION 


for sectional-type doors 


ONE OF FRANTZ’ FAMOUS 14 FEATURES 
The new Frantz No. 500, shown at right, has 
more features than you ever saw in an over- 
head garage door! Smart in appearance, mod- 
ern with ranch-style panels, this sensational 
new Frantz model requires only 6” head- 
room (for single-width sizes.) Wonderful 
“Glide-O-Matic” Action provides for a mere 
turn of the chrome plated handle—and the 
door glides open as if by unseen hands! 








it it AT a OO AI A DN RP | 


AMERICA’S BEST ENGINEERED 
OVERHEAD GARAGE DOORS 


When you see these modern overhead garage doors in action—when you 

experience their easy-opening and compare their beauty and their many 
FRANTZ OVERHEAD HARDWARE SETS other features—you will understand why so many dealers and contractors 
available in a complete line, for prefer FRANTZ. 
openings up to 18’ wide x 12° high, 


for doors weighing up to 720 Ibs. Here are more than 25 sizes and styles of single and double-width, rigid and 
ae = ——— Sets ove sectional type overhead doors. Here, also, for your special convenience, is 
eS eee, See a selection of Overhead Hardware Sets second to none. Whichever you 
scope in designing garage doors : 
to harmonize with any architectural prefer—com plete doors or hardware only—Frantz has the answer. Write 
plan, Write for Catalog No. 107. for Frantz’ New Catalog No. 302. 


FRANTZ MANUFACTURING COMPANY + STERLING, ILLINOIS 
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EDITORIAL 


Compensatory Pricing Will Reverse 
the Trend to Lower Net Profits 


No. 2 of a series 

Average net profits in the retail lumber and 
building products business have been slipping 
for the past three years. A more profitable ap- 
proach to pricing is essential for adequate profits. 
This is the second of a new series of editorials 
covering an improved philosophy of pricing and 
the methods to apply it. 


Here is the law of compensation in profitable 
pricing: after an average markup has been estab- 
lished which should provide an adequate net 
profit, whenever a sale is made at a concession 
from the proper price, the discount comes right 
out of the net profit. 

Compensatory pricing means that other sales 
must be made at a sufficiently higher-than-aver- 
age markup to offset the profit loss on saies where 
there has been a slippage or leakage of net profit. 

A very quick way to determine the extent of 
the leakage or net profit percentage loss in a given 
period is to cost all tickets, deduct the total cost 
of all tickets from the total billings, find the per- 
centage of gross profit realized, and to compare 
this with the gross profit percentage planned for. 
The full difference represents the loss in net 
profit percentage. 

For example—a dealer budgets a markup of 
41% to secure 8% net profit before taxes (cost 
of goods 71%). At the end of the quarter he finds 
the cost of goods is 75% instead of 71% of the 
selling prices. His concessions from his proper 
prices have cost him 4 points or exactly one-half 
of his net profit. To regain this net profit loss of 
4 points he must add 9 points to his average 
markup (see Mathematics of Pricing, American 
Lumberman, Feb. 9, 1953). 

The application of compensatory pricing means 
that for adequate profits there must be two vari- 
ables in dealer markup: 


1. Variable markups on commodities — hard 
materials do not carry the same markup as manu- 
factured goods, etc. 


2. Variable prices on the same item depending 
on the service rendered with the sale. 
The second variable is as important, if not more 


important, than the first in achieving an adequate 
net profit. 


Eight Price Levels 

Variable No. 1 is widely applied in building 
products retailing. Variable No. 2 requires ex- 
ceptional judgment in its application. To simplify 
its application here is an eight price category 
chart for use in applying Variable No. 2. These 
eight price levels (on 2x4-8’s) each carry a higher 
markup than the next lower category. 
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(This same principle applies to every other 
item in the dealer’s inventory) 


Below Normal Range 

1. Carloads shipped from producer to customer. 

2. Carloads delivered from siding. 
It is suggested that above sales be accounted 
for separately as ‘special volume” sales and the 
profits thereon included in “other income.” 
Unusually large quantities for heavy construc- 
tion projects. 


Normal Range 

4. House and barn bills. 
material lists. 
Nearly all of the concessions from price, and 
other profit leakages, will be in the above four 
categories. 
“Jag lets.” Sales of less than truck loads. 
Piece prices. Very small sales. (Cutting and 
cartage charges should be added when such 
service is rendered.) 


Above Normal Range 


7. End-use package sales to consumers, materials 
only. 


Typical competitive 


8. End-use package sales to consumers — specialty 
basis— materials and labor. 
There are 100 consumer packages that sell for 
$100 or more. 


All employes should be empowered to quote 
scheduled prices in categories 4, 5 and 6—-but the 
responsible executive should name the prices in 
the above normal as well as below normal ranges. 

In a previous editorial we listed the 40 services 
rendered to contractors and consumers by iumber 
dealers. 

It will be noted that the below normal range 
(price categories 1, 2 and 3) involve from one to 
a dozen of the 40 services; the normal range (cate- 
gories 4, 5 and 6) utilize from 10 to 30 services: 
and the above normal range from 30 to 40 serv- 
ices. The higher prices are thus justified by 
service. 

It will also be noted that price concessions are 
customarily made in categories 1 to 4. Therefore 
compensatory pricing involves equivalent sales in 
categories 5 to 8. And categories 5 to 8 are largely 
consumer sales, 

This brings us to two equations: 

1. The more high gross eonsumer business the 
dealer does, the better he can protect his sales vol- 
ume at contractor and heavy eonstruction levels. 


2. The more a dealer sells at a discount to 
contractors, the higher must be his end-use pack- 
age sales to consurners—if he is to actain satisfac- 
tory net profit. 
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PRESS ! 
SNAP! 
COVERS OFF! 


oe senauaee No 


CUSTOMER SEES 
ADVANTAGE AT ¢ 
t+ -| + 


; 
i 


's the new... 


i 
RUBBERSET DELUXE Mowlic ROLLER 
sO | CEE 


Yes, and from top to bottom the De Luxe Rubberset Flo-matic is loaded 
with revolutionary features: exclusive “Snap On—Snap Off” cover lock; 
exclusive slant rod; exclusive grip-fit handle; lint free cover (dynel or mohair); 
smooth-running nylon bearings; seamless dip tray. So cut down on selling 
time—build up sales. Order De Luxe Flo-matic . . . the roller designed to 
sell—on sight! 





RUBBERSET DELUXE FREE SALES AID! 


Each De Luxe Flo-matic combination 
packed in sales-exciting display and carry- 
home box. Colorful... simple to set up... 
compact. Profit builder. 





FROM THE WORLD'S LARGEST PAINT BRUSH AND ROLLER FACTORY 
The Rubberset Company, Haynes Ave. & Lincoln Highway, Newark 5, N. J. 
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TOOLS HELP SELL 


ALL BUILDING PRODUCTS 


Every Member of the Family Uses Tools 


Father has his home workshop, mother uses simple household 


tools and Junior builds his own toys. 


The market for tools is booming as 


high labor costs continue to stimulatethe ‘Do-It-Yourself’ trend. 


It wasn’t so many years ago 
that the handyman interested in 
working with tools was viewed with 
amused tolerance by the rest of the 
family. The primitive coffee tables 
and odd-looking lamps produced by 
father in his gloomy basement 
hardly inspired confidence. Tools 
for the home seemed almost un- 
necessary in an America filled with 
professionals ready to go to work 
at reasonable prices. 

The new family acceptance of 
tools in the family budget since 
World War II is easily explained. 
Acquiring tools and learning to use 
them skillfully saves the typical 
family hundreds of dollars in main- 
taining their home and making ne- 
cessary improvements. They still 
use their tools to make furniture 
and other items but more and more 
the concentration is on basic jobs 
that make a better home. 

The tremendous growth of tools 


BuILpING Propucts MERCHANDISER 


in the home is illustrated by a re- 
cent survey of Sales Managemen? 
magazine reporting that there are 
now more than eleven million home 
workshops in this country. They 
further explained that $80 million 
worth of power tools alone were 
sold in 1952 and that this year 
would probably top this figure. 
Bedeviled by inflation and the 
high cost of paying professional 





Tooi Rental Article Coming 


Still another important tool article 
is scheduled for a forthcoming issue 
of American Lumberman. It is titled 
“New Profits in Tool Rentals.” It will 
tell you how to select tools to rent; 
how to set rental fees; how to keep 
tool rental vecords; how to make 
money with accessories; how to ad- 
vertise tools; when to sell used tools 

This article is another American 
Lumberman exclusive. It was written 
by the No. 1 authority in the tool 
rental field. Watch for this article 


labor consumers will obviously con- 
tinue to buy more and more hand 
and power tools. And it isn’t en- 
tirely a matter of expense; there's 
a labor shortage. Readers Digest 
pointed out late last year that the 
apprentice training program in the 
building trades is producing just 
90,000 men a year and that 210.- 
000 are lost annually through re- 
tirements and other causes. 
Building material dealers can be 
squarely in the driver’s seat in the 
growing tool market. As a “one- 
stop” merchandiser of all the prod- 
ucts required for home improve- 
ments and repair they have the im- 
portant, first opportunity to sell 
the necessary tools required to do 
a job in the home. The aggressive 
dealer writing up an order for 
building materials should always 
ask the question, “have you all the 
tools you need,” both as a legiti- 
mate service to his customer and 
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TOOLS HELP SELL 


ALL BUILDING PRODUCTS 


Hand Tools Require Planned Promotion 


Successfully selling hand tools 
today needs an integrated sales 
program founded on well planned 
displays, qualified sales personnel 
and consistent advertising. 

Properly displayed hand tools 
sparkle and become terrific “im- 
pulse” sales items. Displays need 
not be elaborate but the tool lay- 
out should never be crowded. Sim- 
ilar tools in various sizes and 
grades are best grouped together 
for easy customer selection. 


tools. All hammers, for example, 
may look alike but a good sales- 
man can sell a quality hammer by 
pointing out the difference in 
“feel,” wood for the handle and 
the head design itself. Training is 
especially important today because 
s0 many dealers have found it ne- 
cessary to sell a more complete 
hand tool line. 

Advertising hand tools regularly 
is always profitable. For the best 


prospects will become customers 
when you become specific. 

For the benefit of the customer 
who isn’t aware of the tools he 
should have on his premises at all 
times, the following list has been 
compiled: 


Folding rule Hack saw 

Cut off saw Hand drill 

Rip saw Level 

Nail hammer Rachet brace 
Screwdriver Comb. oil stone 


It takes well trained sales peo- 
ple to effectively merchandise hand 


cribe it 


Try These Hand Tool Display Ideas 


~ a 
WALL DISPLAYS of hand tools are now frequently sup- 
ported by metal clips in perforated hardboard. Tools 
are easily re-arranged and the overall effect is modern 
and attractive. Fluorescent lighting in the above display 
softly illuminates the entire unit. Reserve stock is 
stored in lower shelves. 


et. 
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TOOL BARS are now popular with many dealers be- 
cause they require minimum floor space. Selling effi- 
clency is not impaired, however. Just below the larger 
tools a counter hns been provided with a partitioned 
area for small tools 
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results illustrate each item, de- 
mention 
names and state a price. 


fully, 


Comb. square Nail set 

Jack plane Set wood chisels 

Set auger bits 1 Pr. comb. pliers 
Several C clamps 


brand 
Your 


METAL BRACKETS hold hand tools in this extremely 
complete tool department. Hardwood plywood was used 
for the background and the display was lighted by two 
overhead flush units. Power tools are merchandised 
just in front of the hand tools. 





4 


WINDOW DISPLAYS of hand tools are easily arranged 
when perforated hardboard is used for a background. 
The above panels are available in several sizes com- 
pletely framed, painted and equipped with tubular metal 
supports. 


May 4, 1953, AMERICAN LUMBERMAN & 











Alwoys a big selection of fine tools ... at VON TOBELS! 
If you can 


i - 
drive a nail ee KA 


.+. you can also \% 
drive a bargain ne 14" All Porpose sxe orn 522% 


in WORKSHOP TOOLS 


6% 3 ~ 
Amazing what a handy man can do around the |v 7 : (3S . 
home when he’s outfitted with a good set of tools - i } yi os P \ 
like making repairs, building useful gadgets. oe ‘i 4 = ‘ re - S') 


L—_ - } 
even construcung an extra basement of att room. = \ . n - 


SPECIAL’ 
26" Disston Hond Sov$ 625 

them at attractive prices. Anderson's is just the ond © Ginen tee 84" Skit Sow $77.50 | A 

place. For example aay. ‘ : 

@ Claw Hammers cewese me 

@ Stanley Planes . $1.69 . 

@ Disston Sows $5.25 r ‘ < Cresen ve 


@ Bit Braces $4.20 “N ~ ‘ VICTOR PLANES 
@ Pliers . 60 ; 


— © Seem ‘ 
@ Screw Drivers ° 20¢ te bee $ PLawe| PL PLANE PLane 
@ Chisels - Tape Rules - Squares » we pe. S298 wa | $5.19 nll 
@ Bits, Levels and dozens of other items : : 


But you want good tools and you want tw buy 




















SEE US FOR YOUR TOOL NEEDS - - aa 


ANDERSON LUMBER COMPANY 
Sth South end 20d West Ph. 733 VON TOBEL'’S, Las Vegas, Nev., featured both hand and power tools 
in this ad which is just a part of a full page advertisement. Every 
ANDERSON LUMBER Co., Pro- tool is illustrated, accurately described with good selling copy and 
vo, Utah, ran this ad appealing priced. Wherever possible well-known brand names are mentioned 
to the handyman trade. Em- for greater customer appeal. 
phasis is on quality tools at 
reasonable prices. 











BUILDERS’ =) 
-\ SET OF 4 
FINE WOOD me al a Saving; 


HAMMERS ....... Se we ny 
mee rd ober ‘ HAND SAWS ......... 3.99 up 4p} 


L } iw - UARES veveee 1.49 up 
WITH LEATHERETTE ROLL! . : Avery, Upton, WHC aw DRIVERS , 2% up 


Car 4° 5 Ee ames 
SAVE $1.00 Oo? § emmets, 


a : : ACTION TINES! 




















LIEBER LUMBER and Mill- 
“ee | ’ go 4 work Co., Neenah, Wis., fre 
aa\, nr UA quently pushes hand tools as 

| Me ee ee, PROPS ve part of a larger ad on building 

50-FOOT Utility Knife SAW HORSE ~ ste ces take te materials. Lieber’s are now 
STEEL TAPE = with S Blades! «= BRACKETS Odes die Seon 


nan Gate ond mates the be using American Lumberman’s 
c ¢ aw arvice : 
Py le 89 ms 98 new ADservice mats prepared 














AND TRUCK Empties & Fills for dealers and in their words, 
New! Combination HAN 4 “late ‘now our troubles are over.” 


NGSAW, | fess Ssoc a 
SANDER : : 
AND FILER! 


“Dremel” ELECTRIC : 
- SANDER AND ™ Owe COMPACT UNIT! 

, Sturdy Stee! wre 

Y POLISMER-BUFFER! | nurs S975 l 

Bese | coe se sien *14 j sents CENTRAL HARDWARE, St. Louis, Mo., ac 
iT purr rae 4 , tually sells a complete line of building ma- 
a ee terials, including lumber. In this ad tools and 
hardware specialties are merchandised in a 


Sema Sere Fe ——— | “wit suitt.im wasweoano cag single advertisement. The ad is well illus- 
8.IN. “DEFIANCE” SMOOTH PLANE 24° ~S) 


4 trated, copy is brief but adequate and prices 
Built by “Stenley”, So You Know It's o Good One! 


1s ; s are included 
Ascerately ground sides 98 . STEEL STAND ~ = es 
eed bottom, | |%4-ineh i MIXING FAUCETS : 
fompered stest cutter, 
This sale only! — se cobded Germ seaeded 4 
Reg. $3.19 _ Se Sr SS ADservice Features Tools in this Issue 
neseemonsat event Turn now to page 52 for the latest ideas on 
{ ENTRAL HARDWARE AND WELLSTON STORE successful tool advertising. You'll find copy 
SIIN.6"ST. 1616 S.KINGSHIGHWAY 4200N.UNION 6250 EASTON AVE OPEN SAT. NITES suggestions, ad layouts and illustrations on tools 
: . available from American Lumberman. 
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NOW - the most complete 


FITS-ALL 


NO. 1 
1G 34, lero): 


— —Mia-WAY PUSH GRILLE 


Use alone or with No. 1 Grille. Will not rust or 
fornish, Made for both 32” and 36” doors, 











a tO Ce 


fe / on7n= FITS-ALL 
AY : NO. 3 

Yo -144. mm olele):, 

GRILLE 















3 e 
SVic-WAY “pevuxe” 
PUSH GRILLE we’ en a 







FITS-ALL Na WAY 


aes a 3 “SUPER” 
SCREEN DOOR PUSH GRILLE 


GRILLE Just what you need for 
aluminum doors! Sturdy 
and ornamental. 16 
high—made for 32”, 
and 36” doors, 






FITS-ALL 


NO. 4 


SCREEN DOOR 
Colorful decorations for ' GRILLE 


screen door grilles, 
Please order separately 
‘—ornaments not packed 
with grilles, 











-= ORDER NOW! BUILDERS— 
var oe will be shipped SOLD AT ALL HARDWARE, aren 
same day received! AND BUILDING SUPPLY DEALERS 




















 gelection of M-D grilles ever offered! 
/ Fits-au Mu ART |i 









| NO. FS GRILLE 
Yol133\ fe lele) ae ORNAMENTS 


G RILLE ; Cast aluminum with 

colorful shadow lines, 

ond . Not packed with 

grilles — please order 
separately, 






Mr ART - FITS-ALL 
GRILLE Be $4 
ORNAMENTS a SCREEN DOOR 
oe Eas GRILLE 

| G4 | 

















 FITS-ALL [| 
NO. 2 ws is 
SCREEN hele): & 
GRILLE 


he 
CA 








Mia WAY 
SCREEN DOOR 
~ GRILLE 


~AMERICAN | } rian 
HOME» ~" 


and Carden: 








































ee r " * Rew eves , 
i> Advertised Nationally 


| ' 
. f ‘ey 4 
-, 
. FT ; ‘ y 
H ‘ % ” 
” . ~ - az : ‘\ 
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OKLAHOMA CITY 1, OKLAHOMA | 








7 tokes 


"hi: minimum 
— 
minimum 
finishing 


Ask the man who does the work what 
he prefers in flooring. You can bet that 
Ozark Oak Flooring meets his every 
specification! 


Favorite of carpenters and contractors 
for many years, Ozark Oak Flooring Is 
produced from fine quality, Missouri 
altitude-grown oak stock. It's extremely 
durable, yet takes minimum finished In- 
stallation time because It requires Mittle 
sanding and finishing for lifetime beauty. 


Properly seasoned in Moore Cross-Circu- 
lation Kilns, Ozark Flooring is accurately 
milled on modern machines and expertly 
graded in accordance with NOFMA 
grading rules. You'll find your custom- 
ers will like and reorder this fine floor- 
ing. Make your next car Ozark Brand! 





“FINE FLOORING 
SINCE 1927” 


Ozark Oak Flooring is carefully bun- 
died for safe arrival, easy handling. 
Prompt Shipment of Most Sizes and 
Grades. Send us your inquiries. 





The 
oy 4 N44 
or. Gia telel ii, iceeel i) 7.1, bi 


BISMARCK, 
MISSOURI 





GLASS-TOPPED DISPLAY FIXTURES for hardware items encourage cus- 
tomers to ask about the products they see, keeping display neat and orderly 


at the same time. 


Glass-Topped Fixture 
Prevents Pilferage 


One of the neatest hardware 
displays anywhere in the country 
is found at the Whelan Lumber 
Co., Topeka, Kans., which has 
stepped up its hardware inventory 
25% within the last year. 

The principal fixture in the 
2,500-foot hardware department is 
30 inches high, three feet wide and 
eight feet long. Advantages of the 
glass top are: 


1. Tools are kept neat and or- 
derly at all times. 


2. Prevents pilferage. 


3. Encourages personal contact 
between customer and salesman. 

Inventory of the items displayed 
is kept in drawers in the rear of 
the case. Each tool is tagged and 
coded to show cost, selling price 
and exact drawer in which dupli- 
cate is located. Stock cards kept 
here indicate not only the time 
when it is necessary to reorder, 
but tools requested which are not 
stocked. The question of stocking 
additional tools is discussed at the 
fortnightly sales meetings. 

Wayne Whelan, president of the 
company, says there are two rea- 
sons behind the upswing in hard- 
ware sales: 

“First, rising labor costs have 
prompted more householders to do 
their own repair work. The home- 


ADOLPH EICHKORN, hardware sales 
manager, shows how each tool is 
tagged with its appropriate drawer 
number. 


owner handyman is the major 
source of our small tool business. 

“Secondly, manufacturers are 
producing” more  eye- appealing 
products, an important point in 
selling feminine customers. Plastic 
garden hose in various colors is 
an example of what I mean. Color 
does a lot to overcome any sug- 
gestion of drudgery associated 
with a product.” 
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| WHOLESALE WAREHOUSES 


The Edward Hines Lumber 
Co.—serving lumber dealers in 
Illinois, Indiana, Michigan and 
Wisconsin for 60 years — pre- 
sents a new addition to its line 
of quality home-building 
products. 








The in-swinging Etling Win- 
dow is now available through 
Hines wholesale warehouses in 
Skokie, Ill., and Park Falls, Wisc. 











SLIDES UP 

i The Etling Window takes the work out 

of window washing. Just press a tab and both 

sash swing in for easy cleaning. It's packed with 
features for home builders and buyers alike. 


% A SIZE AND STYLE FOR EVERY HOME 
% A COMPLETE PACKAGED UNIT 


% EASY TO INSTALL 

For complete details, contact the Edward Hines 
Lumber Co., 3415 Howard Street, Skokie, Illinois, 
or write: The Etling Window, Depart- 

ment H1, Barberton, Ohio. 











BARBERTON 
OHIO 
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TOOLS HELP SELL 


+ re . & eB 
“gh s SR aaee 
nad - we sine 


BRIGHTLY LIGHTED SHOWROOM of the Merner Lumber Co. welcomes 


guests arriving for power-tool demonstration. Salesman 


out card for the door-prize drawing 
tool open house demonstration, 


in white cap gives 


About 1,300 persons attended the power 


How to Stage a Power Tool Show 


California dealer pulls 1,300 people to two-day demonstra- 


tion by 


e Running newspaper display ads 
e Featuring four continuous tool demonstrations 


e Offering door prizes 


ADVERTISING MANAGER Earl Pen- 
nington, in white cap, is shown dem- 
onstrating an 8-inch tilting arbor 
saw 
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The hobbyist and the ‘‘do-it-your- 
self’ handyman can make up a 
very important part of the business 
volume for almost every lumber 
and building material dealer. And 
the secret for getting that business 
doesn’t lie in the selling of fancy 
woods and model airplanes. It’s 
found in power tools — the most 
modern kind of equipment neces- 
sary to carve, cut and finish lum- 
ber items. 

One man who fully realizes that 
fact and decided to do something 
about it is Earl Pennington, ad- 
vertising manager of the Merner 
Lumber Co., Palo Alto, Calif. 
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ALL BUILDING PRODUCTS 


Last fall, Pennington promotea 
and launched a two-day open house 
program that featured the demon- 
stration of a variety of different 
kinds of power tools represented by 
four of the leading manufacturers 
in the power-tool field. It was such 
a success that it now has become 
a semi-annual feature at Merner 
Lumber. 


The last open house power-tool 
demonstration brought in about 
1,300 persons. It was a larger and 
longer event than previously and 
the program was staged with a real 
flair of showmanship. 

Visitors to the demonstration 
were greeted by Merner salesmen 
dressed colorfully in white caps 





THERE'S A 


RIGHT WAY 





POWER TOOLS 


Let Foctory-Trained 
Experts Show You How! 


“Mernie” says 
See Tools in 


{CTION! 


POWER TOOL 
DEMONSTRATION 


THURSDAY FRIDAY 


November 13 November 14 


1PM. He PM 1PM. "tO PM 




















& FREE refreshments for the whole family 

& FREE Gifts for Mom, Pop, and the Kiddies 
& FREE prizes . . . $5.00 Merchandise Orders 
% You need not be present te win. 

% Continuous showing ef colored movies 


MERNER 


LUMBER * HARDWARE 
T9SEL CAMINO REAL © PHONE DA 3.5131 
PALO ALTO 





ADVERTISING LIKE THIS in 
three newspapers as well as car 
ecards and radio and personal let- 
ters paved the way to uncovering 
a long list of power-tool prospects. 
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with red tassels and green ties with 
the familiar nickname ‘Mernie”’ 
printed across them. ‘“Mernie’’ is 
a comic little carpenter who serves 
as a trade mark for the firm. 

The open house demonstration 
program lasted from 1-9 p.m. in 
order to catch customers in their 
after-work hours. The event was 


MANUFACTURERS’ REPRESENTA. 
TIVE John McCrossen, demonstrates 
a power drill to an enthusiastic gath- 
ering 
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FOUR DEMONSTRATIONS of four 


different 
going on at the same time in Merner Lumber showroom. 


makes of power tools were 
Merner salesman 


and manufacturers’ representative were on hand to demonstrate, This picture 
was taken during the active evening demonstration 


advertised in three local newspa- 
pers. Placards announcing the fact 
were carried in 25 buses and about 
5,000 invitations were mailed. A 
large lighted sign fronting the 
highway also publicized the coming 
event. 

Four demonstrations, featuring 
four different makes of power tools, 





YOU KEEP THIS 
STUB 


MERNER 


POWER TOOL 
DEMONSTRATION 





were held continually. At the rear 
of the store an automatic projector 
showed a continuous series of mo- 
tion pictures in color dealing with 
forestry and lumbering. In another 
corner hostesses offered coffee, cid- 
er and doughnuts to the visitors. 
Each woman was given a small 
plant and each man a corn-cob pipe. 





1AM A CONTRACTOR C) 
BUILDER [_] Ne 
HOME CRAFTSMAN K 
nme PA U | 
aoortss BO ScHoe / ST. 
PAlo 
| AM INTERESTED IN THE TOOLS LISTED HERE 


Tel ting ARBOR SAW 


780 


Weer... _ 


Al£Lo puone { ¥.3 J 


“DEPOSIT THIS STUS IN BOX AT OUR STORE 





CARDS WERE GIVEN guests as they arrived at Merner showroom for power 


tool demonstration. 


Space was provided for noting name and address and 


special tools in which they were interested 








Children received 
with the image of ‘“Mernie” the 
carpenter. Prize drawings were 
held and the winners were awarded 
merchandise orders. 

Advertising manager Pennington 
said that he estimated the cost of 
the open house power-tool demon- 
stration at about $600, exclusive of 
advertising, which is carried as a 
steady expense. Although little ac- 
tual selling is done during the open 


comic balloons 


THE DEMONSTRATORS, Merner Lumber’s own sales staff as well as power 
tool representatives, line up for picture before start of open-house program. 


house, people who are attracted to setup and demonstration events, 


INTERESTING 


n 
ir 
a 


FACTORY NOV. 3-14 


DEMONSTRATION boa. 


FEATURE of 
eon-lighted sign was the revolv- 
ig saw (below) cutting through 
papier maché redwood log. 


the demonstration very often re- 
turn as customers. Pennington 
said he has found that the results 
in creating good will and continu- 
ing interest with customers far ex- 
ceed the cash investment. 

Merner caters to the ‘“do-it- 
yourself” trade, according to Pen- 
nington. The store tries to appeal 
to the small buyer as well as to the 
professional carpenter and contrac- 
tor and thus snecializes in power 
tools. Paul M. P. Merner is presi- 
dent of the company and Dick Le- 
vitt is manager of the hardware 
and power-tool department. 

In addition to the power-tool 


Merner Lumber offers many other 
merchandising features —some of 
them quite unique in themselves. 

Catering as it does to the small- 
er buyer, much of its merchandise 
is prepared for such a customer. 
Plywood and hardboard are sold in 
six different sizes smaller than the 
usual 4x8 sheets. 

Merner Lumber Co. operates a 
large yard—-six acres stocked with 
both soft and hardwoods, special- 
izing in California redwood. It is 
a drive-in lumber company located 
on a through highway set back off 
the road to permit a large parking 
area. 








and 


DOORS 








Two track and three track windows, case- 
ments and doors. All extruded aluminum— 
styled right and priced right. 











We have distributor franchises available for 
both K.D. and Finished NASH Windows and 


~~ DOOR 
SWEEPS 


© Extruded Aluminum | 





GRILLES 


* Extruded Aluminum 

* Superior Construction 

. ho for ovr catelegue con- 
tain complete details con- 

* Low Price—Immediote corning ovr wide ne of 
Delivery styles ond sizes 


INITIALS — TECtO Sek, cet cleminem 


and bolts for easy 


Manufacturing Co. 
17 So. 7th Ave. 
long Branch, N. J. 
Phone: Long Branch 6-6200 


* White Rubber Sweep 
* Elongated holes for easy 
L =!) and dj 





with 
installation 


; NASH MANUFACTURING COMPANY 
: 17 So. 7th Ave. Long Branch, N. J 
: Windows, Doors and Accessories 

NAME 

ADDRESS 

ciTyY 
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Please send me full details about NASH ; 


UNIFORM «4 
HIGH QUALITY 4 


«++ assures day-in, day-out dependability 
of “Greenlee 22" Solid-Center Auger Bits 


You can always depend on a “Greener 22". 

For each of these fine Solid-Center Auger 

Bits is given special care by craftsmen 

through every step of manufacture. 

Each is Induction Heat-Treated so it 

takes and 4o/ds uniformly sharp cut- 

ting edges. And each is Plastsc- 

Sealed with a heavy protective coat- 

ing to make sure it reaches you 

and the user “factory perfect By! / 

Stocked by leading wholesalers. y 
tH) 


GREENLEE °* 


ry 7 
PREE HAND TOOL QUICK REFERENCE FILE ; F 
Facts on the complete line of GREENLEE hand tools: 
Auger Bits, Chisels. Gouges, Spire! Screw Drivers and many more. 
Write Greenlee Tool Co., 2265 Twelfth $t., Rockford, HI 
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is the word for 
R-W Silver Streak vanishing door hardware 


Quiet it is. Noiseless, smooth and 
so easy to operate with a minimum 
of effort. That’s R-W Silver Streak 
Vanishing Door Hangers and Track. 
It’s the sliding door hardware 

built for extra comfort, extra 
convenience and space economy 


demanded by modern living. 


Silver Streak Vanishing Door 
Hardware is designed for installation 
in standard 2x4 studded walls. It 
brings more living space, more 
efficiency to every home. Its easy, 
noiseless operation makes it first 
choice with builders and home 
owners everywhere. For complete 
information on all the exclusive 
features of SILVER STREAK 
Hangers and Hardware, write for 
illustrated leaflet showing 
complete architectural sketches 

eatin tow didn Gee pent ta die of installation methods. 


tion of every inch of space in this limited 
hall area. There's no conflict between doors. 


RICHARDS 
WILCOX 


Reg. U.S. Pat. Off. 
SUDING DOOR HANGERS & TRACK e@ FIRE 
DOORS & FIXTURES @ GARAGE DOORS & EQu'!P- 
MENT @ INDUSTRIAL CONVEYORS & CRANES 
@ SCHOOL WARDROBES & PARTITIONS @ 


ELEVATOR DOOR OPERATING EQUIPMENT 226 THIRD STREET, AURORA, ILLINOIS 
Buitpinc Propucts MERCHANDISER 


Te eA EGER FOR ANY CODOGRIZRAT: $LIO€R S* 





ADservice Scores With Dealers 


New American Lumberman mat service gives 
hundreds of retailers practical help in preparing their 
newspaper ads. Dealers on these pages recommend the 
service because it makes good ads easy to prepare at 


low cost. 


F. L. Crane Lumber Co, 





ATTIC SPACE 


at 
LOW COST! 


2 


LIEBER LUMBER & 
MILLWORK, Neenah, 
Wis., says, “‘the AD- 
service mat service ties 
in very closely with 
our type of advertising 
in which we like to dis- 
play as many of our 
products and the com- 
pleted jobs as possible. 
Before this mat service 
was available some of 
the products and many 
completed jobs were 
hard to find but now 
our troubles are over. 
We heartily recom- 
mend this mat serv- 
ice 








PAINTING IS EASY with 


SUPER 
KOVERWALL 


29 READY-MIXED 
COLORS 

Eliminates Your 

Mixing Problems 
See the Newest Shades 


Including: 
Flame © Willow 
Light Sky Blue 


Pebble ®@ Citron 


HOUSE PAINT 
Gal. $5.89 


Kovertloor Porch and Deck 


ENAMEL at. $1. -60 


FRANKLIN GLUE 
Tube 1Sc 








SEMIGLOSS $5.30 


| SCREEN PAINT 


Qt. 89 up 


Kwickdry Fi oor Spar 
VARNISH qt. $1.45 
Dries in 
PLASTIC wooD 

Can 2S Up 


LIEBER’S 


133 Lake Street 
ards A 


NECNAH 
New Lon 


Phone 72-2834 


r. Kaukauna 








ook ee THE 


extta room 
YOU NEED! 


NO DOWN PAYMENT 
36 MONTHS TO PAY 


YOU CAN AFFORD TO HAVE 6 
THIS EXTRA ROOM ON 
SMALL MONTHLY PAYMENTS 





GOLD BOND GYPSUM 
WALLBOARD 
$59 60 per | ’ 


RENIER'’S CO., Lincoln 
Park, Mich., finds the 
new ADservice mats 
ideal for advertising 
various “package” jobs 
to home owners. The 
above ad features at- 
tic expansion and sells 
building materials re- 





No matter what your taste in room finishes 


“KNOTTY 1 


quired for this type of 


BALSAM WOOL BRUCE OAK FLOORING $16 50 per 100 
BLANKET INSULATION FOR AS LITTLE a8 KNOTTY Copan 
fr $11 00 per fr $1700 p 


DO IT... 
YOURSELF 


OUPONTS 
RUPBER BASE PAINT 


STOP IN GAL. $4.95 


25 LBS. $7.98 TODAY! one 


__ecniee 
F. I. CRANE ss 


COMPANY 
312 EAST BRIDGE ST DIAL 8894 


modernization. 


|. CRANE LUMBER 
co., Austin, Minn., 
comments, ‘“‘we like 
the idea of this service 
as our local paper does 
not have up to date 
mats. The service is 
also a gentle reminder 
to us to get our 
advertising ready on 
time.”’ 
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your needs. 


may be, we can help you out and supply 





NUWOOD 
Wall Panels 


teble interior 
8-10-12-16 inch wide 


For @ soft, quiet, comfor- 
Panels ore) 


Cover wall ppt $980); 
Sxl? feet 


NUWOOD 
Ceiling Tile 


® Decorotes 
@Deadens Sound 


Cover a ig gs 
xl? feet 





Ne Meaey Down 
Repairing 


Coll RENIER’S 


— Easy Monthly Payment Plan for Your 
and Remodeling Needs, Under Titie 1. FBLA 


FOR YOUR BUILDING NEEDS 








MONDAY to FRIDAY—8 am. to 530 p.m 
SATURDAY—# am. to 1 p.m. 


RENIER'S 


(THE RENIER CO at ’ 
Established 192 
LUMBER . SUPPLIES . F 
BARDWARE 
1600 Southfield 
Corner of Howard 


ae - 8 
PLUMBING SUPPLEES 
Lincola Park 

BU. 2-1300 
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* Broscious Lumber Co, 
enousrous,cumen oo tema, Pam NEED MORE ROOM? 


attractive ad on basement recreation rooms. The 
entire ad was built around ADservice illustrations. 

We'll help you transform 
your basement or porch 


Endorsing the new service they said, “like every- 
thing else sponsored by American Lumberman, AD- 
service is of highest, top-notch quality. If you 
should decide to continue this service indefinitely, 
you can count on us as one of your subscribers.” into a family RECREATION 





De the  beiitag seasons find you 
re room te graciously 
our guests” 


ave lo crowd family work, 


study and play inte > ane same room, 
all at the same thm 





vert unused 
e perch tate 8 


how ree » room — where 
loads of fun, © 
teria fine . 
elax in co ¢ 
a 
rr 


tegestions en hew eo bulld i 





This room can be yours, with 
no money down, for as little as 


$799 3" 


GOLD BOND 
CEILING TILE 


ASPHALT 
FLOOR TILE 





BEFORE 

... and you can 
build it in waste 
attic space 

al LOW COST! 


Te use our Budget Plon for 
Remodeling, Repairing and 
New Additions, Ne Down 
Payment required . . . 36 
Months to Pay at o discount 
rate of only 5% per year. 


LUMBER. 
SPECIALS 


in Job Lots Quantities 


oft ivery 


a in The beautiful colors and 
Hane reflection 
speed 


patterns will delight you 
Ease of cleaning will amare 
you. Permanent—ne expen- 
a 12, sive refinishing means sav- 
ings to future upkeep costs. 
Resilient, easy on the fe 

No shill needrd te lay ant 








Let us show you how you can convert 
unused attic space into a charming bed- 
room, a cozy study, or even a complete 
apartment 





LOW COST 
WALL BOARDS 
er 


KNOTTY PINE 
PANELING 


We'll help you design it to suit your 
taste —- and your budget. Choose from 
richly grained wood panelings, economical 
wallboards, and other modern, easy-to-ap- 
ply materials 


‘2 x 4 Bev. Siding Ad 
V4 x 6 Bev. Siding. ... ]2e 
4 x 8 Bev. Siding. .. . 1G 
\%4 x 10 Bev. Siding. .. 23 
1x 3¥. P. Flooring. 4c 


Whether you want materials only or 
materials and construction, we'll arrange 
for easy monthly payments. Come in to- 
day for estimate — no obligation 


wood and othe 

materials will he 
eny room mn t 
prices within Big # wide boards that cow 
er big areas fast have 
Wallboards for every pur 


Nothing can surpass beav¥ 


pocketbook ful real Knotty Pine Panel 








Finien domowopy Ba 
sote in full 

wall site oe sheets 

wp tof a 14 

‘” Sheetrock 


83° 


& good base om 
for decoration 53 i 


As Low As $15.75 per mo. vee ting In character venture 


Geld Bond Ivory a “« 
f enence. Comes in 5. 6". # 


tnviting warmth and perm 


& 10° widths. Tongur-and 
Sroove hides osile, insures 
snug joints. makes instaile- 
ten easy. And the V-joint 
edges bring out the beauty 


1x 4Y.P. Roofers... 1Q¢ 
1 x 6 & 8 Sheothing. . 1 3c 
1 x 12 Shelving ..... 18 
Fir Framing *1 Com. 14 


Ms" Gheower’ of architectural tines in 


“ith wood 10° sq. oom lot quantities at 26° 
Grain finishes nm only per sq. 


PARKING IS FREE AND PLENTY AT 


a: me & STORE | mane & PAINT STORE 
330 NW. SECOND ST. 423 MARKET ST. 


Phone 100 **SUNBURY,’PA.~ Phone 66 





Oak Flooring from. ..23¢ 








Balsam woo! sealed tneule- 
tion is “guaranteed.” Use tt 
for one year. If you are oot 


USO Biendtex insulating 
wal plank insulates as 
beautifies Helps deaden 
tured appalachian oak, south- sound, too Do it rourself for 
ern yellow pine. or fir at $200 per month (vse 
prices within reach of any room ) 
pocketbook 


our time saving floor nailing 
machines Beautiful soft tez- 
entirely satisfied, your money 
wil be refunded, including 
cost of installation. 4.75 per 
month will insulate the aver 
age attic area We rent staple 
guns and hammers 

















, ; 2 N. Y., operating in 
- Complete Line Of Rental Tools - 


CREED BROTHERS 


largest Selection of Lamber 


CREED BROTHERS, Peekskill, 

4 New York’s exclusive Westchester county, prepared 
this quality ad with ADservice materials. Because 
the new American Lumberman plan offers the fin- 
est of artwork and premium plastic mats, the re- 
production is sharp and clean. 





Order ADservice Now! 

Full details of this remarkable new advertising 
service are given on page 52. ADservice should be 
a basic part of your advertising planning. 


and Building Materials in UN Westchester 


1221 - 1245 Park Street Peekskill, N. Y. 
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No. 6 of a Series 


The “Market Place” 
Goes to the Buyer 


This “age of advertising’ has brought about revol- 
utjonary changes in consumer buying habits. 

Before advertising became the selling force it now 
is, people went to the market place to compare val- 
ues, to select, to buy. Today, the retail market place 
goes to the buyer through advertising media— prin- 
cipally direct mail and newspapers. 

Persuasive copy and illustrations are your best 
salesmen. Many buying decisions are made from an 
easy chair. Mr. and Mrs. Homemaker often know be- 
fore they leave the house just what they’re going to 
buy—-and just where they're going to buy it. And 
the telephone has become an important point of sale. 

Department stores, clothing, grocery, furniture, ap- 
pliance stores—just about every business depending 
on customers coming in uses newspaper advertising to 
“pre-sell” them. And this advertising isn’t designed 
just to influence a prospect to buy this brand of radio 
instead of that brand, or this particular refrigerator 
instead of a competitor’s make. It is also designed to 
influence the choice of a refrigerator instead of a 
remodeling job, or the choice of a new radio instead of 
insulation, paint, a garage door. 

The alert building materials merchant knows he 
must meet this competition in the “market place’’ 
must advertise to get this share of consumers’ spend- 
able dollars. 

The high cost of original art and cuts, compared to 
space cost, have prevented many dealers from getting 
sufficient “picture appeal’ in their direct mail and 
newspaper ads. The American Lumberman ADservice 
plan answers this problem by offering, in each issue, 
an entire page of timely, high-grade mats at a very 
low price. 


SUGGESTED LAYOUTS 
using mats on _ opposite 
page. See suggested copy 
for “A” at bottom of page. ; 


. ‘ PiYwoos 
Refer to manufacturers ' “7S SPECIALS 


literature for descriptive ; J == w 
copy for individual tools. ; — os 
-| ae 
ee oom OO 


YOUR NAME 





Above—small 2 col. 
layout using circle 


ite Easy to Make it Yourself | from Mat. No. 66. 


Same layout could 
WHEN YOU WORK WiTH | show plywood Mat. 


Quality Tools | No. 70 instead. 


WE SELL THESE FAMOUS Ramos | «29 3-cOlumn layout 


1-col. layout 


a | 
| WS FASY v0 
Make jr yourself 
| 
Quality Tools | 
trom 


(YOUR NAME) | 


7 pA 
ee 


(8 


“<0 & 
mor en 


se 


RAND) HAND TOOLS 





WORK BENCH 


1g” 





“10" 


ee 9” # “Oo” 


PLYWOOD 
HANDY PANELS 


NW 
Ny 


aa ppnent YO U R NAM E 


W ony wert 


FIR PLYWOOD 


YOUR NAME 








(Please print or type your order) 
AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Send me entire ADservice mat page No. 6. 
Check or money order for $3.95 is enclosed. 


Send me first 12 ADservice mat pages as they 
are issued. | am enclosing $47.40. 


COMPANY 


ADDRESS 


CITY STATE 
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cory A” 
SAVE BIG MONEY by making your own 
furniture .. . doing your own home repair 
and remodeling. 

Come in today and let us demonstrate the 
precision and easy, safe operation of our mod- 
ern home workshop power tools. Easy to buy, 
too—on our budget payment pians! 

ALSO - WORKING PLANS AND IN- 
STRUCTIONS for everything you want to 
make furniture, built-ins, toys, outdoor 
furniture, work bench, garages—and dozens 
of others! 


ALL 12 MATS ON OPPOSITE 
PAGE — $3.95. Mats shown actual 
size. The first six ADservice Mat 


Pages contain 77 _ illustrations. 
Write for proofs. 
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Electric Drill MAT NO. 68 

















The circular section of . 
Mat No. 66 can be_ used ADservice Mat Page No. 6 
alone to illustrate a variety 
of ad subjects——‘‘do-it-your- 
self,’ “built-ins,” “plywood,” 
“home workshop.” To use PLY i’ "fele}.) 
in this way, do not cut mat. 

Your newspaper will cast HANDY PANELS 
page mat and then remove 
rectangular section 


























Plywood MAT NO. 67 


PLYWOOD 


HANDY “PANELS 

















~~ MAT NO. 69 






































MAT NO. 75 
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Belt Sander MAT NO. 72 MAT NO. 73 








IN NEXT ISSUE AD- 
service Mat Page No. 7 
will offer a group of illus- 
trations specially produced 
for your GARAGE adver- 
tising. 

















MAT NO. 77 








Protect em! 


Sena 








IT ae | eS 





Reppy Richkraft says, “ ‘Protect 
‘em’ with patented Richbead the metal 
corner glued to joint tape.” Give your 
job a new quality note and save 
money doing it. Richbead is a sales 
asset and at the same time it cuts the 
cost of cutting and fitting, eliminates 
factory corners and assures true edges 
at doorways, on arches, soffits and 
reveals—in most cases it makes casings 
unnecessary permitting further reduc- 
tion in costs. 

Richbead brings the protection of 
metal to exterior and interior corners. 
It means no more corners gouged by 
toys and cleaning equipment. Use it 
in both new work an in redecorating. 

Anyone can install it. No special 
tools are required — two sizes, 4% and 
% in., 8 ft. lengths, 25 pieces to the 
carton. Get full details — our dealers 
will be glad to tell you all about it. 
Return the coupon and we will tell you 
the name of the dealer nearest you. 


pega 
eA fy 


The Right Angle for 
Dry Wall Construction 








THE RICHKRAFT CO. 

510 N. Dearborn Street 

Chicago 10, Illinois 

Gentlemen: 

Please send me complete details on: 
Richbead { 

Richflex Reflective Insulation [ 

Richkraft Reinforced apd Breather Papers [™ 


Name 


Addresa__. 


Town 


Zone State 
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What Doesn’t 
Humphrey Sell? 


The P. D. Humphrey Co., Tiver- 
ton, R.I., believes in letting the 
public know what it carries, makes 
a big point in its advertising of 
the 7,024 items it has in stock. Re- 
lying on known brand names to 
carry its message, Humphrey’s 


“ Pat 
a eas ae 


gives an alphabetized listing of 
items in full two-column newspaper 
ads and in direct-mail pieces. This 
simple cataleg tells people just 
how big Humphrey’s operation 
really is. 


Going. . .Going. . .Gone! 


Want to know how to get rid of 
old stock? Hold an auction. That’s 
what Holden & Martin Lum- 
ber Co., Brattleboro, Vt., did—and 
came out without losing anything! 

Some items went at almost re- 
tail price; some at better than 
marked-down sale price. Paint, 
moldings, old window frames, old 
hand tools, a broken ladder, wall- 
board—and an old truck—were 
among the items offered. 


The auction brought the com- 
pany $2,300 in cash, which was 
really “gravy” because the stuff 
already had been written off the 
books. 


President Ernest V. Barre is 
thinking of holding at least one 
auction every year. “Next year 
our material will be a lot more 
modern and should result in even 
better sales,” he said. 


Memory on File 


A short time ago, Rolling Prairie 
(Ind.) Builders sent an attractive 
gift and a card to a couple on their 
27th wedding anniversary. They so 
appreciated this gesture that the 
wife baked a three-layer cake for 
the company with the inscription, 
“Best Wishes to Builders.” 

Remembering customers’ and em- 
ployes’ birthdays and anniversaries 
is all part of the extensive public 
relations program that Builders en- 
gages in. The vital information is 
transferred to 3x5 index cards filed 
chronologically. Birthdays of wives 
and children of customers, also em- 
ployes, are shown on these cards 
which are checked each week for 
up-coming anniversaries. 

The customers’ file is similar to 
the employes’ file. However, it 
takes a shore subtle approach to 
secure the customers’ anniversary 
dates. These are usually mentioned 
in casual conversation. For ex- 
ample, a man may say that his 
wife’s birthday is next week and 
he doesn’t know what to give her; 
or he may mention that they are 
celebrating their wedding anniver- 
sary with a trip. In this way, 
Builders gather the facts needed 
for the customers’ file. 
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Is Fenestra bringing 
builders to dealers? 
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PROJECTEO windows FOR THE WHOLE HOUSE 
Steel Windows give your 


window with MORE PICTURE 


ea because of a Projected 


ern look. Rain won't come 


prcTURE 
Fenestra WindoWallt has more gloss or These new Fenestr 
home © streamined mod 
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ventilation. Any ventilator arrangement opened windows and direct dr 
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PRESTINUE 


DE LUXE TILEBOARD 


SURE OF PROFITS! 


Prestile provides you with a 
complete line. And Prestile is 
priced right, too right for 
your customers right for you! 


SURE OF QUALITY! 


’Prestile’s beauty is baked in. 
Its tough, durable, non-chip 
ping—lasting beauty that cre 


ates satisfied customers 


SURE OF SERVICE! ' 


Complete stocks and prompt 


delivery enable you to fill 
Prestile orders in every size, 


pattern and color 


From every standpoint, 


it pays to push Prestile! 


i. Zee 7 | 
PRES TiNe 


7 


Clip this handy memo to your 
letterhead and mail today! 


Prestile Mig. Co. © $850 Ogden Ave. © Chicago 50 
We are interested in: 


© Prestile De Luxe Tileboard L 
C) Prestile Aluminum Mouldings 


Please send literature and samples 


Your Name 
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Why I Believe In Profit Sharing 


A New Mexico dealer explains the thinking behind 


his successful plan. 


By JOE M. BONFIELD 


Owner, Bonfield Lumber and Supply Co., 
Hobhks, N.M. 


The profit-sharing plan, in my 
opinion, is the most nearly per- 
fect plan yet devised to bring 
about a desire on the part of each 
participating employe to do his 
respective part in working for the 
all-around success of a business. 

Basically, I take this position 
that the key to successful volume 
operation is personnel, augment- 
ed, of course, by proper organiza- 
tion and management. Competent, 
above-average employes will stay 
only by maintaining a compara- 
tively high wage scale. 

It follows logically that effi- 
ciency is best attained and main- 
tained if this salary schedule em- 
braces a profit motive for each 
employe. The basis on which our 
profit-sharing pavments are made 
is a monthly profit-and-loss state- 
ment. My five employes receive 
a monthly share of the net profits 
ranging from 1% to 10%, de- 
pending upon the degree of re- 
sponsibility of each person’s job. 

Employes are paid one-half of 
their regular salary on the 15th 
and last day of each month. They 
receive their respective percent- 
age of the net profit on about the 
20th of the month when the book- 
keeper has completed the profit 
and loss statement for the previ- 
ous month. 

In the first six months of 1952, 
I paid out $4,797.51 through our 
profit-sharing plan. This was 
over and above the regular sala- 


ries of employes. 


My plan has been operating 
since I opened my own lumber 
yard in May, 1950. Of course, there 
are some problems to be worked 
out. For instance, I own a small 
piece of commercial property which 
I have leased to Sears and Roe- 
buck as a mail order store. This 
is a profitable venture for me and 
I had to spend considerable time 
initially negotiating the lease, 
erecting the building, etc. I cut 
all my employes in on a share of 
the rent; in other words, it is in- 
cluded in the month’s business 
profit. 


Likewise, once in a while there 
is an opportunity to speculate in 
what appears to be a profitable 
small investment in a small oil 
lease, Hobbs being an oil town. If 
and when some money is made 
along this line, it likewise goes 
into the profits of the business and 
the employes receive their share. 
Otherwise, I would consider that 
the emploves would get the im- 
pression that they are not wholly 
in the picture. 

Some might say that this is just 
giving money away and it is not 
being earned. Here some philos- 
ophy comes into the picture. As 
stated in the preface to my book- 
let, “Policies of Operation.” ‘“In- 
asmuch as we practice the profit- 
sharing plan, we are partners.” T 
consider that we are a team of 
partners and that as such each 
partner or member of this team 
has a basic right to share in the 
prosperity of a business to which 
he has contributed by his efforts 
and intelligence. 

In mv oninion. it is a very hu- 
man outlook, and basically we are 
all at least human, so I do not 
think I am being venerous or even 
particularly considerate—iust hu- 
man. Recognition of emploves as 
nersons of dignity and a realiza- 
tion by emplovers that his em- 
ploves are peovle like himself— 
and the elimination in our think- 
ing of labor as such. and managers 
as such, must be brought about 
if we are to rid ourselves of the 
current idea of owners trving to 
exploit labor or labor trying to 

(continued on page 134) 
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BOYD C. MAX, Nassau-Suffolk salesman, prepares to 
award door prize of a can of paint to lucky student at 


typical attic-remodeling class. 


HOW TO APPLY AND FINISH WALLBOARD was the 
demonstration subject covered by two manufacturers’ 


representatives, Eric Heppa, left, and Ed Preim. 


Teach The Homeowner - - 
And Sell Him, Too! 


Six hundred homeowner students apply for admis- 
sion to free attic-remodeling classes sponsored by New York 


State dealer. 


yourself promtion. 


Many homeowners are interested 
in doing their own remodeling - 
some for lack of money to pay high 
contracting costs, others for the 
pure joy of “do-it-yourself” work. 
These would-be builders are a 
growing potential market for the 
building products dealer. 

Knowing the best way to reach 
these prospects is the principal 
problem of most dealers. For one 
answer, take a look behind the 
scenes of the new educational proj- 
ect sponsored by the Nassau-Suf- 
folk Lumber and Supply Corp., op- 
erators of seven retail yards on 
Long Island, N. Y. 

This past winter Nassau-Suffolk 
ran a school for homeowners that 
paid off in increased sales to the 
“do-it-yourself” market and at the 
same time drummed up business 
during the siack cold-weather seas- 
on, 

The idea for the project was 
hatched last fall by Boyd C. Max, 
salesman for the company’s West- 
bury branch, who got himself in- 
vited to speak on building products 
at an adult education course on 


58 


Sales continue to grow from unusual do-it- 


attic finishing. Mr. Max was struck 
with the enthusiasm of his audi- 
ence and proposed to Nassau-Suf- 
folk management that the company 
run an attic finishing course of its 
own to tap the local home owner's 
market. 

William <A. Pettit, Westbury 
branch manager, and Richard Di- 
Napoli, advertising director of Nas- 
sau-Suffolk, went to work on the 
proposal. They hired a meeting hall 
and a course instructor, Al Brand. 
a local carpenter and teacher of 
the public school course Mr. Max 
had attended. 

Next came the promotion. Mr. 
DiNapoli ran a well-written “pull- 
er” ad in Newsday, biggest of the 
Nassau County newspapers. “Want 
to Learn How to Finish Off Your 
Attic?” asked the ad’s headline 
“Tt’s a lot easier than you think, 
and you'll be able to save a labor 
expense of up to $250 by attending 
our FREE classes.” 

The ad advised readers to phone 
or mail an attached coupon to get 
details on how to register for the 
attic finishing course. On the cou- 


“SAMPLE CORNER” includes a wide 
variety of literature pieces and ma- 
terials samples. 


pon which readers filled out were 
the words: “It is expressly under- 
stood that this places me under no 
obligation whatsoever.” 

Nassau-Suffolk also hired a dis- 
tribution agency to pass out 7,000 
handbills bearing an identical mes- 
sage. These were tucked under 
windhield wipers of commuters’ 
cars at the Westbury railway sta- 
tion and stuffed in the doors of 
local houses with expansion attics. 
(Westbury included a fringe of the 
giant Levittown housing develop- 
ment, a concentration of some 
17.500 homes, all originally built 
with unfinished attics.) 

“We expected some 50 or 60 an- 
nlications back,”’ Mr. DiNapoli says, 
in telling the project’s story, “hut 
we were snowed under by some 600. 
We had to hire a bigger hall and 
organize two classes instead of one. 
But still we couldn’t take care of 
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WANT 

TO LEARN 

HOW TO FINISH 
OFF YOUR 


ATTIC....? 


It's a lot easier than you think, 
and you can learn ABSOLUTELY FREE 








CLASSES IN ATTIC FINISHING 
START WED. NITE, JAN. 21, AND 
EVERY WED. NITE AT FELICE'S 
AUDITORIUM IN WESTBURY FROM 
8:00 P.M. - 10:00 P.M. 

HUSBANDS AND WIVES both regis- 


tered in some cases. Full course ran 
one evening a week for seven weeks. 


@ TRAINED INSTRUCTORS 

@ PERSONALIZED INSTRUCTION 
@ STEP BY STEP PLANNING, 
oa 
oe 


INQUIRE TODAY 
NO COST OR 
OBLIGATION! 


ABSOLUTELY NO FEES 


SURE TO SAVE YOU MANY DOLLARS BY 
“DOING IT YOURSELF." 





You can learn how to convert that unused attic space into 

omfortable living space in just a matter of a few sessions in 

class Imagine, you ll be able to save « labor expense of 

up to $750.00 by attending our BREE classes, Call WEstbury 

7-0535 right away for full details on how you can register 

or mail the coupon to NASSAU SUFFOLK LUMGER & 
SUPPLY CORP.. UNION AVE., WESTBURY, N.Y. 


Please send me information on how !' can register for 


your FREE attic-finishing classes 


vame ROBERE &. St FARNS 
‘aooress YY ME//aw LANE 
perpen stagger 6232W: 


pr d that 19h pieces me und 


LUMBER & 1 Suffolk 


UNION AVE. WESTBURY 7-0535 WESTBURY. N.Y. 





RICHARD DINAPOLI, 
manager for Nassau-Suffolk, points 
out model framing members to Boyd 


advertising 








C. Max, salesman and William Pet- 
tit, Westbury branch manager. 


them all. So we took the first 300 
who signed up, and sent a letter to 
the others, explaining our fix, 
thanking them for their interest, 
and stating that the company 
would consider holding more 
classes later on.” 

Here’s how Nassau-Suffolk oper- 
ates its school: 

Students attend one evening a 
week for seven weeks. Class ses- 











Sample Ad With Coupon 


This ad, with 7,000 handbills bearing the same message, brought 600 
applications for attic-remodeling course. It was necessary to limit the 
class to 300 homeowners, promise the rest additional classes later. 


sions last from 8 to 10 p.m. The 
course takes the home owner, step- 
by-step on an attic remodeling jo’ 
from start to finish. Lectures cov- 
er planning the room, laying sub- 
floor and finish flooring, putting up 
framing, ceilings, walls, paint and 
trim. Mention was made of heat- 
ing and electrical installation. 
Teacher Al Brand used the 
“chalk talk” method, with a black- 
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board provided by the company. 
The company also furnished a 
mock-up model of an attic corn- 
er to show proper methods of in- 
sulating, flooring and framing. 
“Framing seems to scare the be- 
ginners,” Al says. “They’re always 
surprised to find that it’s not so 
hard to do, once it’s explained.” 
National suppliers of building 
materials cooperated wholehearted- 
ly. Half a dozen companies sent 


representatives to make brief dem- 
onstrations of their products, in- 
cluding insulation and wallboards. 
Some representatives staged mov- 
ies for the home owners. All pro- 
vided materials for the nightly 
sample counter, where students 
browsed before and after class ses- 
sions. A represenative from a lo- 
cal bank was invited to speak on 
how to finance a loan for attic- 
finishing. 


(continued on next page) 
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To lend spice to each session, 
Boyd Max raffled off a few door 
prizes—chalk lines, miter boxes, 
saws, wallboard knives, cans of 
paint, etc. “But these were just 
gratuities,’ Mr. Max says. “The 
home owners came out in droves. 
Teacher Al Brand was a big reason 
for the turn-out — he held them 
spellbound — and their questions 
never stumped him.” 

B x 7 & 9 x 7 “The attic remodelers are eager 

to learn,” Al continued. “Every 

SIZES night the students hang around 

peppering us with questions for 
- , nearly an hour after class.” 

ie. a The school is run with a mini- 

SHIPPED LIKE THIS+ we é mum of sales pitch. “Our big signs 

ba me, let the home owners know who 

sponsored the course,” says Mr. 

WINDOWS IF DESIRED DiNapoli. ‘Our speakers tell them 

where our stores are and invite 

them to see us. We quote prices 

ss _ = when we are asked. But we stress 

5" X 28" X 96 facts and omit high-pressure sell- 

ing.” 


“This approach is sound,” de- 

ASSEMBLED clares Mr. Max. “After attending 

¢ EASILY WITH several sessions, one student asked 
me, ‘What’s the gimmick? You 

NUTS & BOLTS haven’t tried to sell us anything. I 

was going to quit if you did, but 
you didn’t steam-roller us at all. 
You just taught us how to finish 
an attic. Thanks for the education, 
and I'll be seeing you at your store 
when I begin work on my own at- 
tic next month.” 





A 

Cost of running the school was 
about $700, according to Mr. Di- 
Napoli. Will the project pay off in 
stepped-up buying from Westbury 
home owners? 














“Tt’s still early for an estimate,”’ 
says the advertising manager, “‘es- 
pecially with such a long-term pro- 
position as finishing off your own 


INSTALLED WITH attic. But there’s no question in 
TRACK-TYPE HARDWARE our minds that we’ll profit in the 


long run. Already, we can see a 


spurt of business in attic-finishing 
products in our Westbury store. 


“And we can see the thing 


WITH EACH DOOR ORDERED, 10 SETS OF | | eine Nttic, he gains confidence. 
“HOW TO BUILD YOUR OWN GARAGE” PLANS 


Next thing you know, he has start- 
ed on a garage or a game room for 
19830. FITZPATRICK his basement, or a dormer. The 

K-D_ GARAGE DOOR SALES DETROIT 28. MICHIGAN chances are he’ll keep seeing us for 
materials—he knows our salesmen, 
he knows our products and he re- 

K=D GARAGE DOOR SALES ? AL-5 members the opportunity we gave 


- y A < 
Please send me complete information on how to become a K-D Dealer. 7 = to learn how to ‘do it him- 
sell. 


Nassau-Suffolk plans to open its 
attic-finishing school again at 


city STATE Westbury and also in its seven 
Baa BSB BB BeBe eee eee eee branch stores. 
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Do it with WALLACE Sseconedi WALLBOARD 
SALESMAKER DISPLAY UNIT 


Customer’s interest in remodeling results in more 
profitable sales when the right materials are shown 
in the right way. Wallace’s Salesmaker Display Unit 
displays and demonstrates one or all three lines of 


Wallace’s Baked Finish Decorative Wallboard. 








The large size panels (16” x 20”) show combinations 


of colors and patterns. 





Completely loaded the unit holds 20 large size panels 


(20” x 16”) which may be moved into the front slide 








position to any color or pattern combination. It works 
for you — sells for you. 


New colorful literature and mat service also available 


with this unit. Ask your jobber or write direct to 
our factory. 











| Member 


K = i Prefinished Wall Panel Mic 
Ya Council 
a Cl Wace MANUFACTURING CO. 
10th and Fayette North Kansas City, Mo. 
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the most spectacular 


PROFIT- MAKING COMBINATION: 


Super Kem-Tone 


The deluxe, latex-base wall paint 
. u v 
a >) | at’ ¢ 
Mei tag Per Durabl that’s super washable and super 
Silda, Pay durable. It’s ready to use and easy 
to apply. $5.19 a gallon retail, fair- 


traded to insure your profit. 


order nOW— FROM ANY OF THESE SEVEN 
LEADING PAINT COMPANIES OR YOUR KEM-PRODUCTS JOBBER: 


Acme Quality Paints, Inc. W. W. Lawrence & Co. The Lowe Brothers Co. John Lucas & Co., Inc. 
Detroit Pittsburgh Dayton Philadelphia 


The Martin-Senour Co. Rogers Paint Products, Inc. The Sherwin-Williams Co. 
Chicago Detroit Cleveland 
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IN PAINT RETAILING ! 


KEM-GLO The miracle alkyd 


enamel that gives walls and woodwork 
a finish that looks and washes like 
baked enamel. $2.49 a quart retail, 


fair-traded to insure your profit. 


w 
Kem-Tone The resin emulsion 
wall paint. It’s America’s top value 
in thrifty home beauty ... con- 
sumer’s cost $2.73 a gallon when 
mixed, ready to apply. $4.10 a gal- 


lon retail, paste furm. Fair-traded. 
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AMERICA’S FASTEST 
SELLING NEW 
BUILDING MATERIAL 


original 


Hist 


TRANSLUCENT FIBER GLASS PANELS 


alsynite js a national sensation 
Everybody is buying it —architects, 
builders and home owners. Alsynite 
is easy to use —feather-light, can be 
sawed and nailed, installs like cor- 
rugated metal, Seven colors, corru- 
gated and flat panels 


homes ... for skylights, patio roofs, 
window walls, shower stalls, awn- 
ings, etc. Ideal indoors and out 


commercial... for store fronts, office 
partitions, luminous ceilings, deco- 
rative effects, signs. 

4 


industriel ...for unlimited daylight- 
ing ... skylights, side walls, etc. No 
framing needed. 


ALSYNITE COMPANY OF AMERICA 
Dept. AL-3, 4670 DeSoto, San Diego 9, Cal. 


Send me complete Alsynite information 
Iam interested in Alsynite Dealership 


Name 

Company 

Address - 

City - " State 7 
Plants in Calitorma and Ohio. Distributors im Principal Cities 








BOB EBENREITER received his Master Merchant certificate at an annual 


home show staged by the Ebenreiter Lumber Co. 


Left to right, C. E 


Broughton, owner of a local radio station: Mrs. Ebenreiter, mother of Bob; 
R. H. Ebenreiter; Gordon J. Lawler, managing editor, American Lumberman; 


Cc. E 


McDermott, secretary, Wisconsin Retail Lumbermens Assn., and Ben 


Locke, president, Sheboygan Chamber of Commerce. 


Bob Ebenreiter, president, Eben- 
reiter Lumber Co., Sheboygan, 
Wis., recently joined the distin- 


| guished group of dealers honored 


with American Lumberman’s Mas- 
ter Merchant certificate. The pre- 
sentation was made at a preview 
of Ebenreiter’s annual home show 
held for 600 contractors, carpen- 
ters, purchasing agents, architects 
and civic leaders. 

Ebenreiter was cited as a Master 
Merchant in the November 17, 1952 
issue of American Lumberman for 
his progressive materials handling 
techniques that reduced his operat- 
ing costs. 

But Bob Ebenreiter’s skilled re- 


. “¢ ‘ - 
a. 
% 

iit % 


ya 


we: 
, 


_American Lumberman Makes Award 


tail merchandising in the Sheboy- 
gan area is more than just mate- 
rials handling. 

Ebenreiter’s annual home show 
offers an excellent example of his 
progressive planning. Attended by 
more than 13,000 people, it was 
packed with exhibits entirely re- 
lated to the building materials in- 
dustry. When the show ended ev- 
eryone in Sheboygan had a new 
awareness of the name of Eben- 
rieter. Results: Bob says, “our 
store has been deluged with traf- 
fic since the show. At least 40% 
of the people coming in during the 
past week are new customers, peo- 
we have never seen before.” 


EBENREITER’S HOME SHOW was visited by more than 13,000 during a two 
day period. A preview the evening before the show was opened to the public 
drew 600 contractors, purchasing agents, carpenters and architects. 
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TRADEMARKED 
as well as grademarked 
...your double guarantee 


of plywood quality 








The combination of APMI trademark 
and DFPA grademark is your assurance that 


regardless of where you buy Associated ply- BRANCH SALES WAREHOUSES: 
4268 Utah St., St. Louis, Mo 


4814 Bengal St., Dallas, Texas 
pioneer mill in the industry. 4003 Coyle St 


wood, you get the guaranteed products of a 


, Houston, Texas 
. i 1026 Jay St., Charlotte, N. C 

There is a type, size and grade of APMI 

111 Welborn St., Greenville, S. C 

plywood (exterior and interior) for every 925 Toland St., San Francisco, Cal 


og pe Eugene, Oregon 
building need: 


Willamina, Oregon 
SALES OFFICES: 
plywood; Philippine mahogany faced ply- 31 Stote Street, Boston, Mass 
595 E. Colorado St., Pasadena, Cal 


Douglas fir plywood; Sea Swirl decorative 


* 


wood; birch faced plywood; vertical grain 








. 


fir plywood. a 


APMI products are sold from centrally ASSOCIATED 


located sales warehouses, sold by experienced r 

ocated sales ware oe ‘a beets PLYWOOD MILLS, Inc. 

plywood men. Your inquiries are invited. General Offices: Eugene, Oregon 
PLYWOOD MILLS AT EUGENE AND WILLAMINA, OREGON | 
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YOUNG HOUSEWIFE enters wide corridor of the Valencia Ballroom—the 
largest exhibit hall in York, Penna., where the Fourth Annual Wolf’s Home 
Building Show is in progress. Crowd is lined up at counter to register for door 


prizes. Note large pictures of different species of trees with actual samples 


of their wood mounted for display. 


HARDWOOD FLOORING, both of the 
block and strip variety, is spotlighted 
attractively in this display exhibit. 
Floor finishing products are shown 
at left. 


Home Show With Hollywood Trimmings 


Contractors and homeowners receive special attention at the fourth annual 
home building show sponsored by The Wolf Supply Co., York, Penna. Resulting good will 
and sales leads make this promotion well worth the $5,000 it cost. 


If you could spare an extra 
$5,000 for advertising, promotion 
and good will building, just how 
would you use it? Would you use 
it for newspaper advertising, di- 
rect mail, radio or TV? 

Earl L. Wolf, president-owner 
and his son, Bill Wolf, treasurer of 
the Wolf Supply Co., York, Penna., 
in February of this year sponsored 


WILLIAM T. WOLF, treasurer, and 
his father, Earle L. Wolf, president 
and owner of firm, pose for picture 
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and managed their fourth annual 
big home show, the most elaborate 
of any they have staged. 

The point of interest to other 
dealers is that Wolf Supply Co. 
alone controls the show and ex- 
hibits. It doesn’t have the problem 
of dickering with other dealers to 
decide what product each may 
want to spotlight as an exhibit. 


WOLF SUPPLY CO. headquarters in York, Penna. 
windows in store allow space for numerous fine displays 


Bill Wolf summed it up this way: 

“The general type of home build- 
ing show is staged by a group of 
supply dealers or an association. 
It poses this problem: who is go- 
ing to show what? Maybe there 
are three or more dealers who 
want to show their kitchen display, 
promote bathroom remodeling or 
flooring sales. Consequently, the 


The number of separate 
Windows are flood 


lighted from both the inside and outside. 
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YORK ARCHITECTS were invited to display their sketches in this dramatic 


ally lighted exhibit 
ngs from some of York’s architects 


public sees a duplication of ex- 
hibits by different dealers. It is 
short-changed on the variety of 
exhibits and product information 
that the average dealer has to of- 
fer. 

“And another important fact,” 
3ill continued, ‘is that the public 
mind is not focused on any particu- 
lar dealer the dealer’s name is 
lost in the confusion. When one 
dealer puts on the show, every ex- 
hibit and all information on home 
building is associated with one 
particular dealer Wolf Supply 
Co.” 

Newspaper display advertising 
not only announced the home show 
with its door prizes, free movies 
and live entertainment, but listed 


Builders 


Show _ 


f= 


, Nome [0 AL Le Se 
khtmee $2 | AP F 


A New Home 

Remodeling 

Painting 

A New Kitchen 
Household Appliances 
Insulating My Home 
Roofing Materials 
Overhead Door Installauon 


Home Planning / 


{ 


SEE 
Wolf Supply Company 
For Your Building Needs 
REGISTRATION CARD also 
served as a check list for 
home improvements 
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Youthful homemaker is stopped and ‘held’ by render 


the manufacturers by name and 
the booth numbers they would oc- 
cupy. 

Wolf's three-day home show this 
vear was held in the Valencia ball- 
room, York’s largest exhibit hall. 
It looked almost like a “‘first-night- 
er’ on Broadway. Forty exhibits 
lined both sides of the wall and oc- 
cupied the center of the long ball- 
room floor. Each exhibit booth 
was carefully planned and color- 
fully designed. 

A special ladies’ program and 
clinic featured kitchen planning 
and home decoration. Hundreds of 
pounds of free literature on a vari- 
ty of building products was given 
away. Movies were shown on home 
building and remodeling subjects. 

Homeowners and _ contractors 
had a chance to get factual infor- 
mation on construction and build- 
ing products from both Wolf sales- 
men and manufacturers’ represen- 
tatives. 

A scaled-to-size model of the 
Wolf Supply Co. yards in two coun- 
ties occupied a dramatic table 
panorama marking Wolf's 110th 
birthday. 

Registration cards for the show 
served two purposes: one, they 
provided the basis for awarding the 
50 door prizes; secondly, they pro- 
vided leads for follow-up calls since 
each card offered a check list of 
home improvements in which the 
customer might be interested. 

Preceding the public opening, a 
banquet and entertainment was 
held for 400 builders, painters, car- 


CORNER KITCHEN unit with built- 
in sink and refrigerator had special 
appeal to housewives. Valances and 
corner window unit complete with 
curtains helped create “home-like” 
atmosphere, 


WITH ARMFUL of free product lit- 
erature, young housewife leaves 
scene of Wolf’s Home Building Show. 
She has been exposed to a vast as- 
sortment of home building improve- 
ments——and when it comes time for 
she and her husband to make home 
improvements, you can bet they will 
remember the Wolf name 


penters, also purchasing agents for 
industrial customers. 

“We create a lot of good will by 
holding a banquet and dinner in 
their honor,” declared Wolf. 

“And we are certainly convinced 
that it is worth the time, money 
and labor to keep our name in the 
public eye—and to hear our cus- 
tomers say, as they have many 
times, ‘I saw it at your home build- 
ing show last spring.’ ”’ 
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Excerpt from recent letter from Carl M 
Edwards to Arthur A. Hood, 
American Lumberman 


editor of 


One morning in Chicago while 
attending a merchandising clini 
you autographed a book for me 
entitled “Think and Grow Rich.’ 
You said the secret of success 
was in that book It might have 
been 

Zut I'll never forget your 
tinually telling us at that sales 
school that in order to make a net 
profit of 10% we had to have a 
markup of 50% It took me al- 
most four years to find out what 
you meant because my competi- 
tion worried me Finally I de- 
cided that I would forget what 
my competitors did and concen- 
trate on myself and my customers 

We haven't sold all the jobs 
but we have made a net profit of 
over 10% for the last five 


con- 


years 


CARL M. EDWARDS, manager of 
the Deal Lumber Co., McPherson, 
Kan. An architect before he joined 
Deal Lumber, Edwards was per 
mitted full say in design and con- 
struction of new store. Flowers on 
desk are just part of the 45 bouquets 
sent from wholesalers and personal 
friends at grand opening 


© 0 6 @ |i 


we 


SHOWROOM INTERIOR of new store for Deal Lumber provides ample room 


for arrangement 


of wall covering 
Modern spotlights 
indirect 


used inside 
fixed to 


are 
are 


of attractive displays. 
salesroom. 
supporting 
light over display fixtures and 


Fifteen different 
F:oor and 
beams and cast 
walls. 


types and kinds 
eeiling are of tile. 
either direct or 


Architect Designs and Manages 


After selling in cramped quarters for 10 years, Carl 
Edwards, a McPherson, Kan. dealer, shows customers that he 


practices what he preaches. 


When an architect becomes man- 
ager of a lumber yard at less pay 
than he was receiving as an archi- 
tect—and when he has worked al- 
most 10 years in small quarters, 
trying to sell customers on how to 
make their homes more livable and 


8 
0 . wey; 


ae 
: ew = 3 3 


May f, 195 3, 


beautiful—just what do you think 
was uppermost in his mind during 
that period? 

You guessed it. A new store built 
to his specifications—his design- 
incorporating his ideas. That’s 
what Carl M. Edwards, manager 


NOTE PLAN of Deal Lumber Co. 
(opposite page). It gives the story of 
expansion as Edwards himself de 
tailed it. Light grey areas indicate 
old room, sheds, ete., while 
new areas are indicated in white 


sales 


NEW ADDITION to the Deal Lum- 
ber Company is located on Highway 
50 just outside McPherson, Kan. 
Older building, left, underwent com- 
plete face lifting to tie in with new 
store of modern architecture and 
design. Note generous portion of 
front devoted to show window and 
the clean lines aecomplished by 
novel overhead aluminum canopy. 
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BUILDERS HARDWARE and tools form a wrap-around display on wall in 


this portion of showroom 


while cabinet 


hardware, architectural products 


and an assortment of metal chairs and home decorative items occupy center 


area, Note the four-deck display 


island to the right in 


picture and its 


graduated size from bottom to top, allowing plenty of viewing space 


Dream Lumber Yard 


of the Deal Lumber Company has 
done in McPherson, Kan. And it 
didn’t happen overnight, Edwards 
will be the first to tell you. 

“It took me about four years to 
stop worrying about competition 
and settle myself down to concen- 
trate solely on my customers and 
at the same time smooth out my 
own selling habits,’ Edwards said 
recently. 

“We have progressed from an 
annual volume of $24,000 in 1941 
to an approximate gross of $270,- 


000 in 1952. Part of this, I know, 
was inflation and more building,”’ 
Edwards confided, “but the profit 
end was a trial and error process 
of learning the ‘formula for prof- 
it’.”” (See box.) 

Thus, the possibility for a new 
building supply store for Deal 
Lumber became a reality. 

“Owner J. W. Deal granted me 
full authority to go ahead and de- 
sign and build exactly the kind of 
store and sales room I wanted. Now 
complete, I feel that this store and 
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yard is of the most beautiful ar- 
chitectural design I have 
done,” Edwards said with 
pride. 

The new 40x60-foot salesroom 
and office attached to the old 
building spreads its 225-foot front- 
age along a busy six-lane highway. 
The face of the old building was 
remodeled to tie in with the new 
structure. 


ever 
just 


Here is some factual data on the 
new Deal store. Building exterior 
is 2x6 wood frame faced with 8” 
and 10” joint redwood, finished with 
redwood rez. Green fiberglass pan- 
els decorate the entrance bounded 
by aluminum and plate glass show 
windows. 

Canopy is made up of a rounded 
nose of .024 gauge embossed cor- 
rugated aluminum. Floor is con- 
crete with asphalt tile in sales 
room, cork tile in office and vinyl 
tile in toilets. 

Walls inside are of ;°;" plywood, 
featuring 15 types of specialty 
woods. Ceiling is made up of 16/32” 
tile. 

A home planning center with 
chairs and coffee table is located 
at one side of the sales room. With 
this added space, Deal Lumber has 
increased its hardware stock and 
added power tools, small appliances 
and everything for the _ kitchen. 
Electrical fixtures and a gift island 
is found near the front entrance. 

A new double-deck lumber shed 


GIFT iSLAND near entrance of store 
holds an assortment of chinaware, 
salad bowls and decorative 
for the living room as 
kitchen 


pleces 
well as 














Now also available— Andersen Casements in sash width 4\A4” wider than illustrated, 


To brighten the hours 
spent in the kitchen... - 














FRESH AIR and a view have their place 
in the truly efficient kitchen. They make 
the hours spent there pleasant. To wel- 
come fresh air and sunshine to this kitch- 
en, architect Magnus Jemne placed a wide 


Andersen Casement Picture Window Unit 
over the most important work area. This 
WINDOWALL opens easily, at arm’s 
length. Yet when closed, it keeps out 
unpleasant weather like a wall. 


* EN CORPORA 


Gundersen Corporation *BAYPORT+ MINNESOTA 


WINDOW SPECIALISTS FOR 50 YEARS 


> 
* 
+ 
+ 
- 
. 
. 
. 
+ 
© 


For information see your WINDOWALL distributor or write Andersen Corporation. 


Sell Andersen WINDOWALLS 
a or Remodeling Prefits 
= WINDOWALLS for Porch 
, OSures. For extra rooms 
OF attic dormers, For mod- 
ernizing kitchens 





MODERN DESIGN is carried over from outside structure of store into every 


phase 
coffee 
with a 


of its interior departments 
table provided customers 
place to peruse literature 


and a 20x40-foot carpenter shop 
were also constructed at the time 
of the new store. 


‘“‘Now, when we tell our custom- 


\ 


with a 


KITCHEN APPLIANCES make up 
this neat display set in wall. Elec- 
tric logs for fireplace shine with a 
bright red glow that helps attract 
customer attention to this display. 


Here the 


place 


chairs and 
home planners 


designed 
and 


latest 
to wait 


ers how to make their homes and 
buildings better we can point to our 
own place with pride,’’ Edwards 
said, adding, “and the best part 


of this expansion program is that 
we still have room for another 40x 
80-foot building sometime in the 
future.” 


WEST COAST 
a 


, e 
DOUGLAS FIR 


READY TO SHIP — WHEREVER YOU ARE 


One of the 14 cars of Oregon American quality lumber shipped daily 
from this loading dock is headed near you. That's because OA's old- 
growth Douglas Fir and West Coast Upland Hemlock are recognized by 
buyers in all parts of the country for their fine quality and manufacture. 

buyers know O-A‘s complete. modern facilities and choice timber 
make for consistently high grade lumber products. 


Let Oregon-American route one of these cars to you. You'll find O-A lum- 
ber fills all your requiremen‘s. Straight or mixed cars to suit your needs. 


- 


KILN DRIED 


Ss 


© r high quality 
OLD-GROWTH DOUGLAS FIR 


Flooring, Dimension, Boards, etc 





300,000 feet daily. 


OREGON -AMERICAN LUMBER CORPORATION. Vernonia, Oregon 
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GET TO KNOW AMERICA’S 
BIGGEST GARAGE DOOR VALUE 




















It costs you money to fuss around on the job, assem- 


bling and joining panels into a door. 


LOWER FIRST COST... You can give your cus- 
tomers big value—the result of standardization 


and big volume production concentrated in one 
plant. 


SAVES INSTALLATION TIME...STRAND'S one- 
piece door leaf does away with field assembly 
of single doors. Hardware is factory-assembled, 
and conveniently packaged—this is the quickest 
of all doors to install. Only ordinary tools 
needed. 


STRONGER, MORE DURABLE... The STRAND 
Door, with the rugged strength of steel, is built 
for a lifetime of trouble-free service. This door 
assures permanently easy operation. Welded 
construction adds to durability—no bolts or 
screws to work loose. Steel can’t ever shrink, 
swell, warp, rot, or sag. 


GALVANNEALED .... For rust protection, 


ALL-STEEL « GALVANNEALED «© OVERHEAD 


STRAND 


GARAGE DOORS. 











Strand one-piece door brings you low first cost plus 


BIG INSTALLATION SAVINGS. 


STRAND Doors are GALVANNEALED. This 
is a heavy galvanized zinc coat, beat treated at 
high temperature. Provides an cxcellent base 
for paint. No special priming coat needed. 


Strand Doors are available in these types and 
sizes: 8’ x 7’ Receding (track) and Canopy; 
9’ x 7’ Receding (track) and Canopy; 16’ x 7’ 
Receding (track) only. Order from your job- 
ber or mail coupon for information and jobber’s 
name. 


YOU'LL WANT THIS NEW BOOK! 


GARAGE PLANS AND IDEAS is a new 32-page 
book of information and illustrations. Helps you plan 
your garage for appearance, economy and ali-around 
usefulness. Includes 12 designs and floor plans by 
nationally known designers, how-to-build instructions, 
material lists, driveway sketches, etc. Also information 
about STRAND All-Steel Garage Doors. 


STRAND GARAGE DOOR DIVISION, 
Detroit Steel Products Co. 

Dept. AlL-5, 2244 E. Grand Blvd 
Detroit 11, Michigan 


Please send new 32-page book of Garage Plans ond Ideas, availuble free 
to building professionals, only if this coupon is used. Also Strand Door 


information and dealer's name 
tamo [) Builder () Dealer 0 


Nome 
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BuiLpING Propucts MERCHANDISER 


Address 


City _ State 
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WITH MANUFACTURERS AND WHOLESALERS___ 


F. L. BRUCE 


The Bader Corporation, Gary, 
Indiana, recent winners of the 
Brand Names Retailer of the Year 
award, received a plaque in recog- 
nition of its outstanding year- 
around presentation of manufac- 
turer’s brand names to the public. 
The plaque was presented to Ford 
Bruce, Bader sales manager, be- 
fore 2,000 business and civic lead- 


Bader Is Brand Names Winner 


Bruce accepts plaque at Waldorf, as Johnson Cash- 
way, Schroeder, Coutu and Sawyer are also honored for 


outstanding promotion efforts. 


ers at the 10th anniversary Brand 
Names Dinner at the Waldorf-As- 
toria in New York City, April 15. 

Bader’s award was also publi- 
cized in the Gary Post Tribune and 
announced over the local radio sta- 
tion, WWCA. Out of 20,000 en- 
trants, the news broadcast empha- 
sized, Bader’s presentaticn was 
chosen as outstanding. 

The Bader entry was a 20"x26”" 
book with stainless steel covers on 
which is reproduced the Brand 
Names Foundation letterhead, an 
etching of the Gary steel mills 
and the Bader Corp. logotype. In- 
side are samples of Bader ads, sales 


Ashton Leads May Meeting of NBMDA 


The spring convention of the Na- 
tional Building Material Dealers 
Association will be held at the Ho- 
tel Statler, Buffalo, N. Y., May 21- 
22. J. P. Ashton, president, an- 
nounced that this is the first of 
two national conventions to be held 
this year. The second is scheduled 
for November 12-13 in Chicago. 

Besides Ashton, top row fifth 
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from left, association officers in- 
clude the following, top row: W. T. 
Loefelmacher, Rockford, IIl., direc- 
tor; S. N. Havlick, Green Bay, Wis., 
director; R. W. Laird, Philadelphia, 
Pa., director; H. W. Sparks, St. 
Louis, Mo., director; H. M. Dol- 
ey, Saginaw, Mich., director; C. D. 
Williamson, St. Paul, Minn., direc- 
tor; M. L. McCreery, Jackson, 


_ manager; 


letters, welcome wagon letters, pho- 
tos of window displays, envelope 
enclosures, etc. Each section of 
the book is separated by paper- 
thin wood veneers. 

Also honored with certificates of 
distinction were the Johnson Cash- 
way Lumber Co., Omaha, Neb.; 
John Schroeder Lumber & Supply 
Co., Milwaukee, Wis.: Coutu Lum- 
ber Co., W. Warwick, R. I.; and 
the W. H. Sawyer Lumber Co., 
Worcester, Mass. 

Announcements of the award 
were made by Henry E. Abt, pres- 
ident of the Brand Names Founda- 
tion, Inc. 


Mich., director; E. E. 
Springfield, Ill., director. 

Bottom row: Charles Folsom, 
Hopkinsville, Ky., director; W. N. 
Fry, Memphis, Tenn., director; S. 
M. Van Kirk, Chicago, general 
R. R. Maylone, Syra- 
cuse, N.Y., director; W. L. Shea, 
Charlestown, Mass, director; and 
L. P. Klug, Cleveland, Ohio. 


Hively, 
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€ECO can help you make more money 


1. Cut Buying Cost 


vith Ce One $s urce, one 

ur metal building product purchases, 
ad advantages mix metal lath with 
iminum windows, roofing accessories, 


peed up turn-over cut buying and 


ts. Buy Ceco, the complete building line. 


2. Cut Selling Cost 


The hidden cost in selling is time. Shelf-lazy products 





pilter profits. Ceco metal lath sells faster because builders 
and plasterers know it's better engineered, better 
res a better job that can be done ever so much 


the complete metal lath line. cace) 


ta construction products 
CECO ENGINEERING 


makes the big diflerence 





CECO STEEL PRODUCTS CORPORATION 


ehouses and fabricating plants in principal cities 


5601 W. 26th St., Chicago 50, Illinois 





Insul-Wool Has Blow-It- 
Yourself Plan 


For the first time in years, deal- 
ers now have the opportunity of 
recapturing insulation business 
lost to applicators. Equipped with 
their own blowing equipment and 
door-to-door canvassers, these ap- 
plicators have been able to _ sell 
many an insulation job that would 
have otherwise gone to dealers. 

But that is all to be changed, 
now that the dealer can use Insul- 
Wool’s new plan for renting blow- 
ers to customers. 


The average cost of insulating 
a house 26’ x 36’ (sidewalls and 
attic) comes to about $325. With 
the Insul-Wool Insulation Corpor- 
ation’s new install-it-yourself plan, 
the cost is cut almost in half. 


Called the “Blow Your Own” 
insulation plan, it provides the 
dealer with a blowing machine for 
rental to the customer. It also in- 
cludes free counter literature, 
newspaper mats, wall posters, col- 
orful door decals and window 
streamers. 


For the customer there is an 
easy-to-follow manual showing him 
how to figure how much insulation 
he will need, with application de- 
tails clearly outlined. Most cus- 
tomers find they can complete the 
job over a single week-end. 

Insul-Wool has been manufac- 
tured for over 24 years. This qual- 
ity insulation is completely sani- 
tary, is made of fibers that do not 
scratch or irritate the skin—very 
important where amateur applica- 
tors are involved. It is also fire and 
vermin resistant and complies with 
government specifications. 
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Offers New Tip for 
Soldering Iron 

By adding a specially designed 
tile-cutting tip, the homeowner or 
tradesman can easily add to the 
versatility of his soldering gun. 
Manufactured by the Wen Prod- 
ucts Co., Chicago, the “‘Quick-Hot”’ 
gun is small enough to be carried 
from job to job, plugs into the 
nearest electrical outlet. 

The special tip supplied with the 
gun enables the user to cut all 
shapes and forms of plastic tile, 
eliminating all chipping and crack- 
ing. It also cuts asphalt, rubber 
and linoleum tile, leaving an edge 
that does not have to be smoothed. 
It is also handy for mitering and 
for cutting cap outcorner or curved 
hase pieces. 

The Wen “Quick-Hot’” gun is 
best known as a soldering device, 
having been marketed successfully 
over a year ago by some 50,000 re- 
tailers throughout the country. 

The addition of the new tip more 
than doubles the usage value of 
the Wen gun. 


Customer Peers in 3-D 
Viewers with New G-P Kit 


To enable dealers to sell more 
WedgeWood textured plywood, the 
Georgia-Pacific Plywood Co. is of- 
fering them a new promotional kit 
featuring 3-dimensional viewers 
and color slides. 

The viewers and slides are part 
of a counter display aimed at at- 
tracting customers to the beauties 
of rooms paneled with WedgeWood. 

Also included in Georgia-Pacific’s 
promotional kit are newspaper 
mats, radio scripts, news releases 
for local newspapers, brochures 
and wall posters. Salesmen may 
also obtain application data from 
specification sheets that come in 
standard notebook sizes. 

Any dealer equipped with G-P’s 
new kit, which also includes three 
sets of illustrated post cards for 
direct-mailing prospects, is reason- 
ably assured of more store traffic 
and greater profits. 


New Device for Nailing © 


In Nooks and Crannies 


The Pollock Engineering Co., 
Chicago, announces a new tool for 
those hard-to-get-into places 
around the home. It is the Nu- 
Nailer, which, in effect, lengthens 
the head of a nail so that it can be 
hammered successfully. 

Field-tested by tradesmen for the 
past four years, the Nu-Nailer is 
just being placed on the market. 

A combination groove and slot 
holds tke nail securely while it is 
being started, thus saving fingers. 

Of plated steel, Nu-Nailer holds 
both box and finishing type nails 
and also doubles as a nail set. 

It’s truly a handy gadget for the 
home, where there has long been 
a call for such a device to help 
drive nails in inaccessible places. 


Dealers Guests of 
Logan Clay 


Thirty-five lumber dealers and 
employes enrolled in the 13th an- 
nual Lumber and Building Mate- 
rials Marketing Course, sponsored 
by the Ohio Retail Lumber Deal- 
ers Association at Ohio State Uni- 
versity, were recent guests of The 
Logan Clay Products Company, 
Logan, Ohio. 

The group represented dealers 
from Ohio, Kentucky, West Vir- 
ginia. Maryland, and Pennsylvania. 

Arrangements for the tour were 
completed by Barton A. Holl, pres- 
ident. The tour was conducted by 
Barton A. Holl, Jr., vice president 
in charge of production; Amos 
Potts, chief engineer: and Lou Pal- 
mari, ceramic engineer. 

Charles Benson, field represen- 
tative of the Ohio Retail Lumber 
Dealers Association, and his group 
spent the day inspecting the Logan 
plant and familiarizing themselves 
with the production of clay prod- 
ucts. 

“We welcome the opportunity to 
familiarize owners and employees 
with actual working conditions and 
production procedures in the clay 
industry,’ President Holl said. 
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COWUME a DISPLAY BOARD 


Beautiful Die Cast Knobs with 
Brass or Bronze Backplates 





a fast-sellin g 
- addition to the 
NP Wale) ) Vue Rolo 4 


1 


attractive with all 
types of furnishings 





selection of sizes and | 
finishes from open stock 





ready for shipment 


order from your jobber 


For customers who demand the finest, the 

new N-60 Display Board offers a splendid 

selection of Concave Knobs with gracious 

bevel-edge styling, high-accent finishes and 

smooth comfortable feel. Available with equally attractive 
matching backplates. @ Choice of Bright Brass, Dull Brass, ‘ 
Dull Bronze, Bright Chrome and Dull Chrome finishes. eye-appealing natural 
Display Board, as illustrated, shows the three sizes of ; : 

knobs and two sizes of backplates in Bright and Dull birch display board . dis 
Brass, Dull Bronze and Bright Chrome. @ Board is de- only 11” wide .s » SAVES 
signed for dealer's convenience in displaying finishes most 

popular in his specific area. Board requires minimum counter valuable counter space 


space. Order knobs and backplates from open stock. 


11” board 


distinctive hardware... all from ] source 


IN National Lock Company 


ROCKFORD ¢ ILLINOIS MERCHANT SALES DIVISION 
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MODEL 1490-G 


Ya” ELECTRIC DRILL 


SAW-TYPE GRIP and a 
gear-type chuck. Identical 
with Model 1440-G in all 
other quality features. 


$2495 


retail 


movet 1440-6 %” ELECTRIC DRILL 


PISTOL-GRIP and gear-type 


chuck. Special-duty design for 

ample power. Ball thrust bearing 

AWWA takes drilling load. All others are 
$ oversize, oil-retaining bronze bear- 


ings. Forced ventilation. 


MODEL 1440-GDK Va = and SAW KIT 35 $2495 


RUGGED, POWERFUL pistol-grip drill with Adjustable for angles from 90° to 45°. _—retail 


gear-type chuck. Special-duty design for COMPLETE SET of attachments for grind- 


ample power. Ball thrust bearing takes jng, sanding, polishing, buffing, paint 
drilling load. Forced ventilation for cool mixing. 


Either drill with 
pet DURABLE “HIP-ROOF” TOOL CASE of <a hand-type chuck 
DRILL SAW attachment cuts upto1”’deep. high-quality, all-metal construction. $2195 retail 


moos si « New SANDER-POLISHER KIT! 


One of the biggest kit values you ever saw at this price! 
Perfect for use on furniture, woodwork, the car—every sand- 
ing, polishing and waxing job. It includes: powerful electric 
sander-polisher drive unit, with PET’s own high-grade motor, 
trigger switch, instant-release lock, side handle. Die-cast 
aluminum alloy housing for strength, light weight, conven- 
ience. Lamb’s wool polishing bonnet. 


Complete set of sanding discs 


Rubber backing pad and $ 
3-piece adapter set 
Drill chuck 
Two cans of Johnson’s Wax— 95 


liquid and paste, all for 

















om : al advertising, spearheaded by The 
PORTABLE ELECTRIC TOOLS, INC. fee beeping Pot. Order from your 
320 W. 83rd St., Chicago 20, Ill., Dept. AL-53 a4 ee 


in Canada: Portable Electric Tools, Ltd., 
425 Birchmount Rd., Toronto 13, Ont. 


ae ~~ 
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BILT-WELL 
Superior Windows 


give you TWICE the protection against air infiltration as required by 
American Wood Window Institute’s Specifications by Actual Tests, 
And, Superiors require only 1/10th the lifting effort of most other 
effectively weatherstripped windows. Yes,—Superior’s patented 
Jamb-liner is the secret. This exclusive feature provides flexibility 
which insures both finger-tip lift and snug-fitting windows. And 
*Superiors” are counter-balanced with guaranteed overhead spring 


balances. These fine features are permanent, no adjusting or servic- 
ing. NO OTHER WINDOW IS COMPARABLE! 


Superior Jamb-liner 


The Bilt-Well Line of Building Woodwork (everything for the home) is made 
of clear, kiln-dried Ponderosa Pine. Essentially all exterior products are 


toxic, water-repellent treated in accordance with National Woodwork 
Manufacturers Association Standards. 


HERE'S A LIST OF THE BILT-WELL LINE 


Superior Unit « Wood Windows « Nu-Style & Multiple-Use Cabinets « 

Carr-dor Garage Doors « Combination Doors « Screens & Storm Sash Base- 

ment Unit Windows ¢ Shutters ¢ Exterior Doors ¢ Interior Doors ¢ Entrances 

¢ Louvers & Gable Sash « Corner China Cabinets « lroning Board Cabinets « 
Mantels « Telephone Cabinets ¢ Stair Parts 
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WEATHERTIGHTNESS fo save fuel 
and EASY OPERATION fo save irritation make both 
BILTWELL SUPERIOR and BILTWELL CLOS-TITE 
the outstanding windows of each type 


petite 


MEDI 


BILT-WELL 
Clos-tite Casements 


are double weatherstripped to provide the twin features-——weather- 
tightness and ease of operation. Full *\-inch clearance between beveled 
edge of sash and frame insures bind-free operation. Both sash and 
frame are weather-stripped, plus the additional insulating feature of 
twin glass on all sash. Cadmium finish (weatherproofed) hardware in- 
cludes Extension Hinges (for easy cleaning) and a quiet, smooth 
Crank-type Operator. Locking handle is bronze plated. 





Double Weather Stripping 


manufactured by 


CARR, ADAMS & COLLIER CO. 


Dubuque, lowa 


Bi a 
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"T want 


to buy 
& this room!" 


ze 


ON’T blink if customers come in with a page torn from the 

May 30th Saturday Evening Post, and tell you, “I want to buy 

i this room!" Gold Bond's powerful, consistent “Add-A-Room” cam- 
You'll build. or paign is helping dealers to bigger and bigger sales every month. 

; remodel better with . In May, it’s Gold Bond's striking new Fun Room... made from an 

old sun porch with the help of Gold Bond Insulation Board, new 

Gold Bond Acoustamatic* ceiling tile, and a stapler. Make sure you've got a good 

stock of these popular, easy-to-handle remodeling materials..... See 


your Gold Bond representative soon / “TRADE MARK 


NATIONAL GYPSUM COMPANY e BUFFALO 2, NEW YORK 


Fireproof Wallboards, Decorative Insulation Boards, Lath, Plaster, Lime, Sheathing, Roofing, Sidings, Wall Paint, 
Textures, Rock Wool Insulation, Metal Lath and Sound Control Products. 
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INTERLANDI 


FREE! if you enjoyed laughing af Interlandi’s mirth-making cartoon 
this month, send for Hager’s new book containing 28 full-size popular 
“Everything Hinges on Hager” cartoons! It’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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AMONG THE DEALERS 


F. W. BORIN 


Nebraska 


F. W. Borin, head of the Borin 
Lumber Co., Bloomfield, Neb., was 
elected president of the Nebraska 
Lumber Merchants Association at 
its 62nd annual convention in 
Omaha, February 25-27. 

M. O. (John) Strand was elected 
vice-president. With the Mead Lum- 
ber Co. of York, Neb., Strand is 
one of the state’s most active lum- 
bermen. 

The convention broke all past 
records, both in attendance and in 
the number of exhibitors, accord- 
ing to Phil Runion, association sec- 
retary. 

Featured speakers and panel par- 
ticipants were Runion; W. A. Keit- 
ges, secretary - treasurer of the 
Midwest Lumbermen’s Inter-Insur- 
ance Exchange; John D. Gill, man- 
ager of Allied Building Credits, 
Omaha; Gordon Lawler, American 
Lumberman; Robin S. Williams, 
International Harvester; and A. J. 
Dailey, Weyerhauser Sales Co., St. 
Paul, Minn. 


Mississippians Hear 
Millwork Story 


Erle Racey, secretary-manager 
of the Wood Window Institute, was 
one of the featured speakers at 
the 27th annual meeting of the 
Mississippi Retail Lumber Dealers 
Association, March 11-12, in Jack- 
son, Miss. 


Racey told the story of the 
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HIGDON, SANDY, SIMMONS... 
newly elected. 


American Wood Window Institute, 
stressing the importance of mill- 
work to the lumber dealer in terms 
of dollar volume in the past, pres- 
ent and future. 

He said that the prestige once 
enjoyed by wood and then lost—is 
now regained. This turn of events 
is due in part to higher standards 
of millwork manufacture, especial- 
ly those recently set by the Wood 
Window Institute. 

Now, Racey advised, any wood 
window bearing the seal of ap- 
proval of the Institute is of the 
highest quality. He also pointed 
out that metal window manufac- 
turers have not gained the dealer 
distribution they.once envisaged. 

The business sessions of the 
meeting were well attended. The 
following officers were elected: 
president, T. A. Higdon, Builders 
Hardware & Supply Co., Forest, 
Miss.; first vice-president, M. L. 
Sandy, Corinth Planing Mill Co., 
Corinth, Miss.; and second vice- 
president Sam J. Simmons, City 
Lumber Co., Grenada, Miss. 


Californians Learn 
Estimating 


The Estimating Course spon- 
sored by the Lumber Merchants 
Association of Northern California 
was concluded with a banquet Fri- 
day, March 13, at the Whitcomb 
Hotel in San Francisco. 

Jack F. Pomeroy, executive vice- 
president of the association, pre- 
sented certificates of completion to 
33 men who attended the 5-day 
course March 9-13. 

Pomeroy and his assistant, Don 
Wilson, coordinator of this phase 
of the association’s activities, an- 
nounced that the course was s0 
well received that it will become a 
permanent part of the association’s 
employe training program, along 
with the previously proven 5-day 
products course. 


W. N. NEFF 


Virginia 

William N. Neff, new Virginia 
president, who replaces former 
president, Maurice R. Large. Neff 
heads the Vance Supply Co., Ab- 
ingdon, Va. 


Stein Takes Cab-Wall 
To Galveston 


Joe Stein of the Stein Lumber 
Co., Fredericksburg, Texas, took 
his famous cab-wall units to the 
67th annual convention of the 
Lumbermen’s Association of Texas, 
April 19-21. In company with other 
millwork houses and door manu- 
facturers, Stein occupied a_ sep- 
arate booth in one of Galveston’s 
smaller pier buildings. 

Stein’s cab-wall unit, together 
with his adjustable walls, were first 
used in Frank Robertson’s Flexa- 
bilt homes in San Antonio, later in 
the Southwest Research Institute’s 
Technometric house, also in San 
Antonio. 

The appearance of these units at 
the convention marks the 61st year 
that the Stein Lumber Company 
has been in business. 


“Can't Sit Back and Wait,” 
Roe Tells Carolinians 


“The time has passed when we 
can sit back at our desk and wait 
for business to come to us.”’ These 
are the words of Thomas A. Roe, 
speaking before the Carolina Lum- 
ber and Material Dealers Associa- 
tion in Asheville, March 17-19. 

Roe also called attention to the 
need for “more expert planning of 
our merchandising program, sound 
and timely advertising, better sal- 
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read the story of 









“The builder who put his head in the sand” 


The poor ostrich takes quite a kid- 
ding because he buries his head in 
the sand. As a matter of fact, he’s 
not so dumb. . . he’s looking for 
things that may be hidden under 


the surface. 


We know a builder who took a 
hint from the long-legged bird and 
discovered hidden costs under the 
surface covering he had been using 
for roofs. This particular builder had 
drifted into the habit of using 
“cheap”? covering material, but had 
failed to notice that, in order to use 
it, he was paying dearly for extra 
sheathing lumber to support the 


cheap roofing. 


When he looked at his facts and 
Sgures, he found that the solid roof 


lecking required for non-rigid ma- 





terials had been costing him more 
than he had “‘saved”’ by using in- 
ferior shingles. Here are the facts he 


uncovered by digging deep: 


Genuine CERTIGRADE cedar 
shingles are so strong that they can 
be applied on spaced roof sheathing 

you simply use about half as much 
sheathing lumber in building the roof 
deck. Naturally, it takes only about 
half as much labor cost to apply the 


sheathing. 


Well, when he figured up these 
savings that just come naturally with 
CERTIGRADE cedar shingles, he 
found that the so-called economy of 
cheap roof covering material is a 
false economy. Now he knows that 
he can give his home buyers the 


extra quality, extra long life of genu- 





ine cedar shingle roofs . . . at little or 


no extra cost. 


More and more builders are alert 
for quality in these days of increas- 
ing competition. And they are find- 
ing that cedar shingles, applied on 
spaced roof sheathing, provide much- 


needed sales quality at sensible cost. 


No wonder so many builders are 
“going back’’ to those tried and true 
CERTIGRADE red cedar shingles! 


If you would like to check the 
comparative costs of cedar shingles 
on spaced sheathing vs. competitive 
roofing on solid sheathing, in your 
community, write us for a free cost 
estimating form. Red Cedar Shingle 
Bureau, 5510 White Building, 
Seattle 1, Washington or 425 Howe 
Street, Vancouver, B. C. 
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esmanship, attractive displays .. . 
and keeping track of the things 
people want to purchase.”’ He said 
dealers should “scrutinize their 
operating costs more closely.” 
Elected president of the associa- 
tion, Roe heads the Citizens Lum- 
ber Co., Greenville, S. C. Also 
elected were W. M. Spurrier, Char- 
lotte, N. C., first vice-president; 
J. A. Kendall, Florence, S.C., sec- 
ond vice-president; Burke E. Wil- 
son, Rural Hill, N. C., third vice- 
president. W. V. Groome and E. M. 
Garner, both of Charlotte, N. C., 
were re-elected treasurer and sec 
retary-manager respectively. 


Montana Converges 
On Missoula 


April 13-14 were important dates 
for Montana lumbermen, They 
came to Missoula for their annual 
convention, only to find practically 
nothing in the way of accommo- 
dations except motel space. 

Aside from such well 
speakers as Art Hood, American 
Lumberman editor; economist Roy 
Wenzlick; Lawrence Vukelich, Uni- 
versity of British Columbia; and 
Phil Creeden, advertising manager 
for the Edward Hines Lumber Co., 
Chicago—the program included an 
FHA and plan service clinic and 
two slide films on “More Sales 
with Better Disnlays” and ‘“Me- 
chanize for Profit.” 


known 


Sioux Falls Site of 
South Dakota Meeting 


The 34th annual meeting of the 
South Dakota Retail Lumbhermen’s 
Association was held at the Coli- 
seum, Anril 15-16. The meeting was 
dedicated to Tex Anderhere. former 
general manager of the Thompson 
Yards, Aberdeen, S. D. 

Appearing on the program were 
the following speakers: James L. 
Strahan, technical director, Asphalt 
Roofing Industry Bureau, who 
spoke on “Asphalt and the Lumber 
Dealer’; Leo D. Jorgenson, repre- 
sentative for the Western Mineral 
Products, “What’s Happened to 
Creative Selling’; G. F. Hoppe, 
sales promotion manager, Insulite, 
“Lucky You - Four Leaves for 
Profit.”” Other speakers included 
Gene Flack, Gareth C. Moon and 
F. W. Manley. 

The business sessions were ter- 
minated with a Hoo-Hoo concatena- 
tion, a banquet and a_ colossal 
stage show in the Coliseum. 
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Plans for House of the Month 


The Oklahoma Lumbermen’s As- 
sociation is receiving favorable 
comments and state-wide publicity 
on their House of the Month Plans. 
These stock plans are issued by the 
association and distributed through 
lumber dealers. Many are being re- 
produced in local newspapers. 


Designed for Oklahoma's clima- 
tic conditions, the plans meet FHA 
requirements, are reasonably priced 
and do a good job of selling build- 
ing materials. Above plan is the 
Oklahoma Rambler (OLA Plan No. 
AA30) that features wide overhang 
to protect against summer sun. 


Woman Grad at Southwestern Institute 
Sixth annual graduating class of the Building Material Institute, South- 


western Lumbermen’s Association, Kansas City, Mo. 
Miss Caroline Favre, Hiegel Lumber Co., 
S. Stephenson, front row left, of Chickasaw, Okla., 


sociation. 


, included one woman, 
Conway, Ark. and 26 men. Fred 
is president of the as- 


Great Falls Lumberman Retires After 46 Years 


L. W. Wigley, purchasing man- 
ager of the Monarch Lumber Co., 
Great Falls, Montana, recently an- 
nounced his retirement. Wigley has 
been associated with the Great 
Falls firm for 46 years. 

He began his lumber career in 
1907, when he joined the Rogers 
Lumber Co., at Donnybrook, North 
Dakota. Two years later he trans- 
ferred to one of the company’s 
branch yards. In 1912 he went into 


partnership with the late G. H. 
Rogers at Fessenden. 

After merging with the Rogers 
Lumber Co., at Minot, N. D. in 1922, 
Wigley became associated with 
Monarch, taking the position which 
he held until his retirement. 

Recalling his long lumber career, 
Wigley said he can remember when 
yards sold nothing but boards; 
now, he confided, they sell nearly 
everything. 
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An Insulux Wall of Daylight will hide an unwelcome 
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This dining room, though near the entrance, has privacy and 
protection with plenty of light. Insulux interior partitions help 


you gain maximum utility from every square foot of area 


view gracefully, while letting in light, providing insula 


tion and protecting privacy. 
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BUILDINGS, PLANNED OR BUILT, 


ARE GOOD PROSPECTS FOR Daylight Engineering 


In on the planning of new building? 
Find out how Insulux Walls of Day- 
light add beauty and efficiency to any 
type of structure. 

Or if you wish to build a bigger vol- 
ume of modernization work, practi- 
cally every building—house, store, 
office or industrial is a good prospect 
for a Daylight Engineering job. 

Insulux Glass Blocks® have the in- 
sulating efficiency of an 8-inch brick 
wall. They're hard to break, can’t rust 
nor rot, never need to be painted or 
puttied. 


Applications around the house are prac 
tically limitless. Stairwell, 
basement, garage, to name just a few 
places—can use glass block panels to 
advantage. Plan now to push—and 
profit from—this versatile, practical 
building material. 


bathroom, 


For more information about how 
you can profit from the increasing use 
of Insulux—in home, school, factory, 
or commercial building—just write 
Insulux Glass Block Division, Kimble 
Glass Company, Dept. ALS, Box 1035, 


Toledo 1, Ohio. 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio—Subsidiary of Owens-Illinois Glass Company 





Oklahoma 


Oklahomans who graduated from the Association’s 
short course in farm and ranch building are shown 
below. Course included instruction in concrete, trussed 


rafters, lumber grades, pole frames, estimating and 
the use of farm building plans. It was held at Okla- 
homa A & M College, Stillwater, March 12-14. 





Open-End Mortgages Key 
To Remodeling—Northrup 


In an address before the Inde- 
pendent Lumber Dealers Associa- 
tion at Minneapolis, Minn., March 
26, H. R. Northrup, executive vice- 
president of the NRLDA, gave 
what he considers to be the answer 
to more repair and improvement 
business. 

“The volume of residential re- 
pairs and improvements can be in- 
creased considerably if the FHA 
will permit holders of FHA-insured 
loans to advance the necessary 
funds by open-ending outstanding 
mortgages. If that step is not tak- 
en, the best alternative is to per- 
mit home owners to borrow larger 
sums under FHA’s Title I program 
and to lengthen the maximum peri- 
od over which those loans can be 
repaid,” Northrup said. 


McKlveen for Gunn 
At lowa Convention 


J. L. McKlveen of the J. H. Mc- 
Klveen & Co., Prairie City, Ia., was 
elected president of the Iowa Re- 
tail Lumberman’s Association at 
the closing session of the 20th an- 
nual convention in Des Moines, 
March 11-13. He replaces Charles 
Gunn, Limback Lumber Co., Cedar 
Rapids, who served for two years. 

H. W. Denniston, Denniston & 
Partridge Co., Newton, Ia., was 
elected vice-president for southern 
Iowa, and Clarence Schori, Schori 
and Kuster Lumber Co., was named 
vice-president for northern Iowa. 
Gunn was made a trustee; other- 
wise there were no changes among 
the remaining trustees, all of whom 
were retained in office. 

With an attendance of over 3,000, 
this year’s convention was one of 
the most successful in the associa- 
tion’s history. The business ses- 
sions were well attended, as were 
the various panel discussions. 


86 


Louisiana 


Harry V. Balcom, second from 
right, was recently elected presi- 
dent of the Louisiana Building Ma- 
terial Dealers Association at its an- 
nual convention in New Orleans, 


Pine to Head Northwest 


Howard B. Pine, Cedar Falls, 
Iowa, was elected president of the 
Independent Retail Lumber Dealer 
Association at its recent meeting 
in Minneapolis, Minn. The associa- 
tion includes members from Minne- 
sota, northern Iowa, and both the 
Dakotas. 

Also named to office were Glen 
W. Ross, Minneapolis, vice-presi- 
dent; L. G. Morley, Sr., Morris, 
Minn., secretary; H. S. Keister, 
Coon Rapids, Iowa, treasurer; and 
E. W. Elmer, Minneapolis, execu- 
tive secretary. 


South River Man 
Leads New Jersey 


Arthur M, Mason. South River, 
was named president of the New 
Jersey Lumbermen’s Association, 
succeeding Adolph W. Jaeger of 
Union. 

Also chosen by delegates at the 
69th annual convention at Claridge, 
N. J., March 26-28 included Aren 
Kaslander, Verona, first vice-presi- 
dent; Fred W. Schantz, Long 


March 18-19. Also elected vice- 
presidents were, left to right, R. 
Needham Ball, Baton Rouge; Shel- 
by Hill, Monroe; and Ivan Foley, 
New Orleans. 


Branch, second vice-president; G. 
Bernard Roesler, Hackensack, 
treasurer, and Edward C. Frick, 
executive secretary. 

Elected for three years were the 
following trustees: Norman F. 
Ruhl, Ridgefield, John B. Grover, 
Princeton, Nicholas C. Schmidt, 
Springfield, Andrew Hibler, Hack- 
etstown, Frank F. Blaisdell, Red 
Bank, Floyd H. Jackson, Rockaway, 
and Kenneth M. Wray, Closter. 


N.C. State Offers 
Dry Kiln Course 


Latest techniques in kiln drying 
lumber and control of moisture 
content were taught and demon- 
strated in a seven-day course at 
North Carolina State College April 
22-29, Dr. R. J. Preston, dean of 
the college’s School of Forestry, 
announced recently. 

The course was arranged for kiln 
operators, their superintendents 
and other officials in furniture. 
plywood, lumber, millwork and re- 
lated industries. Practical experi- 
ence was not necessary. 
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WEED PROBLEM 


.. .ENDED WITH CMU 


Powerful Du Pont CMU kills weeds 
and grass and prevents regrowth 


‘= * End fire hazards caused by un- 
«4 > wanted vegetation and save labor 
Ean J > on weed control, too, with Du 
rat Pont CMU. As little as 1 or 1% 
pounds of CMU per 1000 square feet . . . 40 
to 60 pounds per acre . . . can get rid of weeds 
and grass for an entire growing season or 
longer. Use CMU around lumberyards, pulp 
piles, pole yards, sawmills and buildings. 


e Kills most kinds of weeds and grass and 
prevents regrowth. It works through the roots 
. just spray it on the ground. 


e Eliminates fire hazards caused by un- 


TO GET THIS BOOKLET 
SHOWING RESULTS WITH 
CMU, [ill in coupon at right. 


m0 GR 
tag i 
REG. us. eat OFF “ 


BETTER THINGS FOR BETTER LIVING 
.. THROUGH CHEMISTRY 


BurLtp1inc Propucts MERCHANDISER 


wanted vegetation. 


e Saves work. One spray with CMU takes the 
place of repeated hand cutting, mowing, or 
other less effective means. 


e Cuts maintenance. Prevents weeds from 
fouling up machinery and causing it to rust, 
keeps the way clear for outdoor work of any 
kind. Destroys cover for rodents and other 
vermin. 


e Non-flammable, non-volatile, non-corro- 


sive. Comes as a wettable powder to mix 
with water. 


E. I. du Pont de Nemours & Co. (Inc.) 
Grasselli Chemicals Department 
Wilmington, Delaware 


Name 





Firm 





Street 





State 





De 





THE LUMBER MARKET 


Tree Farms Grow 
In Douglas Fir Areas 


Seven new tree farms in western 
Oregon and Washington and addi- 
tions to existing tree farms, total- 
ing 52,918 acres, were certified in 
Portland at the annual meeting of 
the Industrial Forestry Associa- 
tion, official certifying agency. 

This brings to 4,201,427 acres the 
area now under tree farm certifica- 
tion in the Douglas fir region of 
western Oregon and Washington, 
according to E. P. Stamm, chair- 
man of the Industrial Forestry As- 
sociation. t 

Certificates for the largest tree 
farms were given the Fir-Tex In- 
sulating Board Company, St. Hel- 
ens, Ore., for the Franklin T. Grif- 
fith Tree Farm of 7,845 acres in 
Clatsop county, and the Fish Hawk 
Tree Farm of 2,349 acres in Colum- 
bia county. 

Only private taxpaying forest 
lands are eligible for certification 
as tree farms, Stamm pointed out. 
Owners desiring this recognition 
must submit long-range forest 
management plans with their appli- 
cation and this must be approved 
by a board of industrial foresters. 


NRLDA Lumber Survey 


Total retail lumber stocks on 
February 28, 1953, were estimated 
to be 5,216,000 board feet, an in- 
crease of 4.5°7 over the end of 
January, 1953, and 1.0% above 
February 29, 1952. Every region 
participated in the inventory in- 
crease over January, the largest 
occurring in the West North Cen- 
tral region (7.9°). Compared witb 
the end of February, 1952, seven 
of the nine retail regions indicated 
an increase in stocks, with the 
South Atlantic region showing the 
greatest gain (13.3%). There was 
an over-all decrease in stocks of 
14.4% from December 31, 1940. 

Total retail lumber sales, based 
on board foot volume, during Feb- 
ruary, 1953 were 7.0°% above Jan- 
ruary, 1953, but 2.2°% below Feb- 
ruary, 1952. Compared with the 
preceding month, February sales 
showed a gain in only three of the 
nine retail regions, with the Pacific 
region leading (20.59%). Five re- 
gions indicated a decline in lumber 
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| Pattern of Year's Building Not Yet Set 
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sales from February, 1952, the 
largest occurring in the West Cen- 
tral region (22.6%). 


Fir Plywood 
Output Rising 


Everything considered, fir ply- 
wood production is certainly not 
running “hog” wild. Since mid- 
January, it has slowly climbed at 
a rate of about three-quarters of a 
million feet a week. With a third of 
March gone, output was at a rate 
of 681% million feet a week. 


For the week ending March 7, 
production stood at 95.6% of rated 
capacity (calculated at 72 million 
square feet for a five-day week). 
This compares with a record of 
94.6% for the preceding week and 
93° for the week ending February 
21. 

Shipments of fir plywood have 
fluctuated much more than produc- 
tion. Most of the reasons are tem- 
porary and totally unimportant. 
Important is the fact that the 1953 
total shipments are only a million 
feet (0.2%) under production. Even 
this small deficit is meaningless, 
for, curiously, on the weeks of Jan- 
uary 31, February 7 and February 
28 the cumulative total of ship- 
ments exceed output by small 
amounts. In any event, any stocks 
at the mill level are definitely tem- 
porary accumulations awaiting 
committed shipment. 


Long-Bell Seeks 
Added Timber Holdings 


Long-Bell Lumber Co. now has 
about 3 billion feet of timber and 
negotiation are under way to add 
substantially to that amount, J. M. 
White, president, told the annual 
meeting recently at Kansas City, 
Mo. 

Long-Bell’s competitive — situa- 
tion in bidding for Government- 
owned timber is much better than 
other operators in its area in Cali- 
fornia and Oregon, he added: 

“Mills are hungry for logs and 
are bidding higher than appraised 
values,’’ Mr. White said. “‘Fortun- 
ately we are in a strong position.” 

Profits should be satsifactory 
this year, but the extent of their 
size will depend on the percentage 
of company-owned and Government 
owned timber processed. The real- 
ization of company-owned timber 
will be far greater than on timber 
eut and milled from Government 
service lands, Mr. White said. 


The wholesale lumber division’s 
sales for the first quarter were 2% 
ahead of year earlier and produc- 
tion was up 5%. Lumber prices 
are holding steady and many items 
are higher than a year ago, Mr. 
White said. 

The 112 retail yards had sales 
about even with the first quarter 
of 1952, but some encouragement is 
evidenced by a 6.6% gain in March 
from the like 1952 period, accord- 
ing to Mr. White. 
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RoLlinG DOOR 
HARDWARE 


soow(gnnigon Hommes - 
oe Gunnison VO 


for 


e smoothness ° durability 


e practicality 














With the nation’s finest to choose from, Gunnison Homes, 
Inc. uses Har-Vey as the best all-around hardware for 
rolling door installations. 


Har-Vey’s rust-free aluminum track, self-lubricating bear- 
ings, and other quality features offer home-owners a life- 


time of smooth rolling without maintenance. Practical Har-Vey design makes hanging of 


doors a simple task in a Gunnison Home 


Also, its practical design simplifies construction work 
and saves builders time and trouble on the site. 


Compare Har-Vey’'s quality features and its amazingly Low Cost! 
—Completely packaged set of hardware, track and accessories 
for 2' pocket door only $2.70 List— Fob Destination! 





A complete line for ail your needs 


CHALLENGER SERIES Self-lubricating Oilite bearings 


—for doors to 70 Ibs ' ... 0 maintenance, ever! 
: fa) Durable NYLON Rollers 
CHAMPION SERIES “\ sturdy ribbed-stee! hangers, 
—for doors to 100 Ibs. | yet plated 
JUSTABLE, for quick, 
HAR-VEY HEAVYWEIGHT » accurate hanging 


; RUSTPROOF ALUMINUM TRACK Owners enjoy extra space and convenience 
—for doors to 200 Ibs and a lifetime of smooth rolling 











Write for full details -- Address Hardware Division L Please send me your free folder on rolling doors & Har-Vey Hardware 
a 
NAME 


wean METAL PRODUCTS CORPORATION a. 


807 N. W. 20th Street Miami, Florida ; «STREET 
: CITY 





Western Div (Calmetco, inc.) «609 S. Anderson, Los Angeles 
Mid West Div. (Plymouth Metal Products) » 505 W Harrison, Plymouth, indiana 
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Douglas Fir Orders 
Drop Below Production 


Lack of orders to absorb pro- 
duction at Douglas fir sawmills has 
caused unfilled order files to drop 
and inventories to climb substan- 
tially this spring. 

According to Harris E. Smith, 
secretary, West Coast Lumber- 
men’s Association, lumber inven- 
tories stood at 1,106,421,000 feet 
at the end of March, compared to 


fell from 954,357,000 feet at the 
end of three months in 1952 to 
924,857,000 feet March 31, 1953. 

Shipments through March of 
2,604,351,000 feet, Smith said, 
were below both orders and pro- 
duction. 

The weekly average of West 
Coast lumber production in March 
was 223,325,000 b.f. or 117.6% of 
the 1948-1952 average. Orders av- 
eraged 218,030,000 b.f.; Shipments 
217,088,000 b.f.; Weekly averages 


966,521,000 feet for the same pe- 
riod last year. Unfilled order files 


for February were: 


214,446,000 b.f., 112.9% 


Production 
of the 
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AETWAPLY PRODUCTS 


More than 50 species of 
Foreign and Domestic 
Plywood and Veneers, 
in all sizes and grades 


Cupboard and 
Flush Doors 
Peg-Board 

+ 


24-hour 
shipping service 


\\\ 


Dotut out these NETNAPLY features! 


your PLYWOOD sates! 


Your profits will soar when you point out 
these AETNAPLY features to your customers: 
Widest possible choice of plywoods; full range 
of sizes and grades; uniform high quality stock; 
fast delivery. 

Each kind of plywood is engineered for a 
specific job: Waterproof plywood for exterior 
use, concrete forms, boats; Utility plywood for 
built-ins, cabinets, worktables, playrooms; 
Hardwood panels for wall finishing. 

AETNAPLY panels come in all standard sizes 
and many odd sizes. There’s an economical size 
to fit any job. This means less waste of material 
and a saving in man-hours, for the panels 
go up fast. 

Mr. Dealer, when you deal with AETNA your 
plywood sales increase fast, for the AETNA 
warehouse is your stockroom. You sell a wide 
range of plywoods, you select from numerous 
sizes, without keeping a large stock on hand, and 
you rely on AETNA’S 24-hour shipping service. 
Write for Aetna’s new Price Lists TODAY! 


AETNA PLYWOOD & VENEER COMPANY 
1732 N. Elston Avenue ¢ Chicago 22, Ill. 


ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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1948-1952 average; Orders 212,- 
760,000 b.f.; Shipments 204,461,000 
b.f. 


Mills Optimistic 
In Tacoma Area 


Despite the fact that inventories 
are accumulating at a substantial 
rate, lumber operators in the Ta- 
coma area maintain an optimistic 
attitude relative to market condi- 
tions. Although orders are slack, 
inquiries are fairly plentiful and 
the general belief appears to be 
that it is advisable to be prepared 
for a quick resumption of business 
when conditions warrant. Mean- 
while, mills are operating steadily 
and stocks are in excellent shape 
to meet any normal requirements. 

Plywood manufacturers likewise 
are anticipating an increased de- 
mard and to that end have just 
announced plans for an expanded 
sales promotion program. W. E. 
Difford, Douglas Fir Plywood As- 
sociation managing director said 
that Dan B. Sedgwick has been 
named to the newly created post of 
director of dealer merchandising. 
Sedgwick, a former assistant sales 
promotion manager for Remington- 
Rand, Inc., in New York City, will 
work directly with dealers in de- 
velopment of the program. 

The Anacortes Veneer, Inc. en- 
tered the highest of nine bids sub- 
mitted on 8,300,000 feet of timber 
in the Olympic National Forest of- 
fered for sale April 14. Their bid 
of $143,240 was $23,400 higher 
than the advertised minimum price. 
The timber is mostly Douglas fir 
and hemlock. The state board of 
land commissioners has decided to 
offer 11,000,000 feet of state owned 
timber for sale the first week in 
June to the person offering the 
highest bid on a thousand-board- 
foot basis. The offering, called a 
scale sale, will be the first time tim- 
ber has been offered on that basis 
since such sales were authorized by 
the 1951 legislature. 


Southern Pine 


Shipments of southern pine by 
the 128 mills reporting to the 
Southern Pine Association for the 
week ending April 11, totaled 19,- 
498,000 feet, 11.05% below produc- 
tion. Orders ran to 20,379,000 feet, 
7.03% below production. Produc- 
tion was 21,920,000 feet, .7% below 
the three year average. Orders on 
hand totaled 56,617,000 feet, a 
1.58% increase. 
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22.2% more payload capacity 
but only 5.8% more cost 


This 5'/2 yd. Jaeger may be a more profitable 


size for you than 41/2 yd. units. Can be 


loaded under the same height bins 


ey | 


&- 11,150 
; Ibs. 
here : 


‘31,980 
GBW (100 gals water, mixer Ib 
and 5% cv yds concrete) S. 


Truck: A-40S Mack, 183” wb. .12,800 here 
43,130 


These weights are achieved without resorting to short- a cee e 
lived construction or unacceptable non-standard drums. 


ey MIXER. 


AGITATOR 


& 


Jaeger “mix plus” model 5% HMD 


This latest 514 yd. Jaeger “Mix Plus” has 45 cu. 
ft. more drum volume (22 2% more rated capacity ) 
than a standard 414 yd. mixer, 45 gallons more 
water capacity when equipped with 2-compartment 
tank, and 3” higher discharge. 

Yet it is only 14” higher overall (loads under the 
same bins), weighs only a few hundred pounds 
more than a 414, mounts on the same class of trucks 


with only a slightly longer wheelbase, and costs 
only 5.8% more than a 41% yd. unit comparably 
equipped. 


In addition to the 20 latest “Plus” features that are 
standard in all 1953 “Mix Plus” models, 12 op- 
tional choices are available in equipment and at- 
tachments. See your Jaeger distributor for full 
details, or send for Specification TMH-3. 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


World's largest Builder of Truck Mixers, Agitators * Pumps * Compressors * Concrete Mixers ° Paving Machinery 
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Market Steady 
At Kansas City 


The southwestern lumber market 
held about steady in the last few 
weeks, with production about keep- 
ing even with shipments and de- 
mand. There was some price cut- 
ting by small mills on the east side 
of the Mississippi river, resulting 
in straight car orders for air-dried 
common boards selling at $80 or 
less for short-lengths. 

The better class of mills, how- 
ever, held their price lines, with 8” 
No. 2 boards bringing $85 to $87 


for air-dried stock, and $82 to $85 
for 6” lumber. On the west side 
of the river, the 8” boards were 
selling around $88 to $92 and the 
6” at $87 to $90. 

Most lumber still is selling a 
trifle under the former ceiling 
levels. 

On dimension stock, kiln-dried 
lumber on the west side ranged 
from $88 to $90 for 2 by 4’s; 2 by 
7's, $86 to $88, and 2 by 8’s at $87 
to $89. Air-dried lumber generally 
sold about $5 less. 

The oak market was very strong 
and stocks were short in supply. 





The best in 


J » 


against fire 
and weather 


FLAMEFOIL-TREATED 


TARPAULINS 


Flamefoil treated for extra protection against fire and 
weather damage! You can sell Webb tarpaulins to 
your customers. You can use them for your own 


stocks. Top quality canvas for long wear and safe, inexpensive 


storage. 


Strongly reinforced at points of strain. 
with bulldog-grip grommets. 


Equipped 


Webb line also offers wide variety of canvas fabricated items, 
canvas rolls or bales, and long wearing shower curtains of 


nylon, orlon, plastic, duck. 


WEBB MANUFACTURING CO. 


2902 N. 4th St. Phila. 33, Pa. 


Please send free folder listing complete line. 


COMPANY 
STREET 
CITY 





Gum also was scarce as box and 
furniture companies stepped up 
their ordering for the spring. 

No. 2 gum sold as high as $57.50 
last week, the highest in more than 
a year. Flooring mills report they 
have been caught in a price 
squeeze as they have to pay more 
for raw materials. 

Millis report that the labor sup- 
ply is inadequate and shortages 
are causing some operating diffi- 
culties. 

Retailers still are buying spar- 
ingly and when orders are placed, 
immediate delivery is requested. 

The Federal Reserve bank of 
Kansas City reported that sales of 
lumber this year, as reported by 
174 line yards in the Southwest, is 
running about 15% under a year 
ago. Residential contracts awarded 
are about a third less than a year 
ago, but a sharp increase has taken 
place in recent weeks. 


Nationally 


Lumber shipments of 498 mills 
reporting to the National Lumber 
Trade Barometer were 7.1% above 
production for the week ending 
April 11, 1953. In the same week 
new orders of these mills were 
6.0% above production. Unfilled 
orders of the reporting mills 
amounted to 45% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 25 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 53 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
3.7% above production; new orders 
were 7.7% above production. 

Compared to the average corres- 
ponding week in 1935-1939, pro- 
duction of reporting mills was 
70.9% above; shipments were 
79.8% above; new orders were 
73.8% above. Compared to the cor- 
responding week in 1952, produc- 
tion of reporting mills was 3.1% 
above; shipments were 9.2% above, 
and new orders were 3.6% above. 


Western Pine 


Production of western pine and 
associated woods by the 107 mills 
reporting to the Western Pine As- 
sociation for the week ending April 
11, totaled 62,176,000 feet. This 
compares with 5,079,000 feet for 
the same week a year ago. Ship- 
ments for the week ran to 66,695.,- 
000 feet, 7.3% above production. 
In the corresponding week a year 
ago shipments were 71,408,000 feet. 
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Yk More Paint From You 
bok’ ghd Me This twomas Pairit Roller! 


WHY? 

Because Thomas Paint Rollers make paint- 
ing sO easy .. . your Customers paint more, 
buy more paint from YOU! 


AND... 


Thomas Paint Rollers are FIRST in quilty 

. ask any dealer who sells them. There's 
more mileage, with perfect results, in a 
Thomas roller. 





The Thomas “Dealer’s Helper” makes it easy 
for your customers to buy. Ask your jobber 
to supply one with your order for Thomas 
Painter’s Tools. 


“KEEP ROLLING... 


HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 
market price changes since the last issue 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. Cc D 

4 (Cs ‘ : 165.00 155.00 105.00 

Flat Grain Flooring 

ee wees 135.00 

1x6 eee 155.00 


Drop Siding 
1x6 (Pat. #106).155.00 150.00 110.00 
1x6 (Pat. #116).155.00 1650.00 105.00 


Celling 
x4 . 125.00 123.00 80.00 
1x4 115-125 120.00 80.00 


Henrds and Shiplap and 2 (Green) 
1x6 1x8 1x10 1x12 
No, 1 .... 65.00 67.00 67.00 75,00 
No. 2. oe 58,00 F 69.00 68.00 
No. 3 soee Gee 51.00 60.00 


No. 1 Dimensto 


130,00 93.00 
160.00 105,00 


14 5 18 20" 
2x 4 74.50 74.50 74.50 74.50 
2x 6 TiO 71.50 74.50 72.50 
2x & T7050 71.50 71.50 71.50 
2x10 TIO 72.50 71.50 71.50 
2x12 71.50 69.50 71.50 71.50 

Ne, 2 Dimension 
2x 4 G6.50 66.50 68.50 
2x 6 65.50 65.50 Y 66.50 
2x & O7.50 87.50 66,50 
2x10 67.50 67.50 67.50 
v1” "FEO CF,°0 67.50 


2x 4 

2x 8 eeees ; 
2x10 . 40.00 
2x12 ; : 37.00 
(Add 10-15 dollars for dry lumber) 


RED CEDAR SHINGLES 


Royals 
in. 1 2 4 19.95 
No. 2 4 7.25 
No. 3 2 / 5.00 
Perfections 
No. 1 ' f A 10.98 
No, 2 4.05-4.75 
No, 3 4.50-4.75 
XNXXX 
No. 1 i §/2 8.75 


4.50 
3.75-4.00 


WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
cars, new bundling, @ to HW are: 
Re eled Stding. % Inch 
Clear pe (i “—B” 
%x4 inch . £0.00 76.00 50.00 
%x6 Inch ...... 85.00 80.00 
%x6 Inch 100.00 
x8 inch ‘135.00 130.00 
Clear Bungalow Siding, “4 Inch 
& inch .170.00 165.00 125.00 
10 inch .. 105.00 190.00 160.00 
12 inch ..195.00 190.00 150.00 
Fintsh Bo and Btr. $2 or 48, 
W to 18 or Rough 
ix 8 
1x10 
1x12 seen . 
Celling or Flooring, B and Btr, 9-10’ 
B&Btr. © Dd 
‘ 120.00 100.00 90.00 
> e€ 120.00 116.00 95.00 
Discount on mouldings 620° -20’ odd 
lengths, 
Series 8,000 
Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 
per cent. 
Clear Lattice, 5-10", 6-10 
rt 


Bold face listings denote 
the Editors. 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
Selects and 
S2 or 48 ‘ 6/4 RW 8/4 RW 
C&Btr RL . 5 255.00 265.00 
Shop, 828 No. 1 No, 2 
re wees sa -«++++42.00 110.00 
6/4 ... ; 142.00 110.00 
Commons, $2 or 48 
7&Btr. 
Ix 8 RL.......124.00 
1x12 tL 124.00 
Idaho White Pine 
Selects S2 or 48 
1x 1x6 1x8 1x10 
C&Btr. RL 27040 271.00 271.9@ 278.00 
D RL .....239.00 239.60 239.00 250.00 


Commons, 82 or 48 No. 1 No. 2 No. 3 
Ix 8 


Sugar Pine 
Selects 

S2 or 48 5/4 RW 8/4 RW 

9 280.00 285.00 

275.00 

245.00 


280.00 
246.00 
No. ? No. 3 
125.00 85.00 
125.00 85.00 


157.00 
157.00 





OAK FLOORING 


Clear Pin 4x2% Hx1% “x2 ‘zis 
White ..180.00 155.00 177.00 162.00 
Red ....185.00 160.00 177.00 162.00 

Sel. Piain 
White ..162,00 
Red ....172.00 

#1 Com, 

Pin. White 
& Red ..152.00 


135.00 
140.00 


167.00 152.00 
167.00 152.00 


123.00 135.00 120.00 


#2 Com. 

Pin. White 

& Red .. 95.00 
#1 Com, 

& Btr 

Shorts, 

1%” ...105.00 


60.00 82.00 77.00 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. Cc 
165.00 
Flat Grain Flooring 
1x4. > 
sae weve 


Drop Siding 


1x6 (Pat. #106).1 
1x6 (Pat. #116).1 


No 
ee ee et 
a @ ses 


No. 1 Dimension 
12 1 
2x 4 89.00 
2x 6 865.00 
2x 8 88.00 k 
2x10 98.00 99.00 
2x12 104.00 104.00 
No. 2 Dimension 
2x 4 82.00 838.00 85 95.00 
2x 6 78.00 9. 89.00 
2x 8 78.00 9. 80. 89.00 
2x10 82.00 3. 3. 89.00 
2x12 82.00 83.00 83. $9.00 
No. 3 Dimension R/L Only 
2x 4 58.00 eees seas 
57.00 
56.00 
50.00 
54.00 


115.00 


REDWOOD 


Bevel Siding 

YAx 4 V.G. Clear All Heart. 
%x 6 V.G. Clear All Heart 
%x 8 V.G. Clear All Heart 
%x 6 V.G. ear All Heart 
%x 8 V.G. Clear All Heart... 
%x10 V.G. Clear Heart.. 

x 6 V.G. Clear Heart... 
%x 8 V.G. Clear 
%x10 V.G. Clear 
%x12 V.G. Clear 


Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and ™% in above sizes. 
Anzae Siding 


1x10 V.G. Clear All Heart 240.00 
1x12 V.G. Clear All Heart 250.00 


Note: Deduct $15.00 for A Grade. 


Se 
Heart 


Fintsh 


1x 4 Clear Heart 
Ix 6 Clear Heart S 
1x $ Clear Heart 
1x10 Clear Heart 
1x12 Clear Heart 


Notes A Grade 1x4, 1x8 deduct $10, 
1x6, 1x10 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc D 

00 140.00 100.00 

Fiat Grain Flooring 

ee: wkeas 130.00 125.00 93.00 

1x6 ro 150.00 100.00 
Drop Siding 

1x6 (Pat. #106) 150.00 

1x6 (Pat. #116) 150.00 


145.00 
145.00 


105.00 
105.00 
Celling 
4x4 105.00 100.00 70.00 
110-120 105-115 
Boards and Shiplap and 
2” (Dry) 


1 Dimension 


12° 


No. 2 Dimension 
2x 4 9.00 69.0 


2x10 69.00 71.00 
2x12 69.00 69.00 


No. 3 Dimension R/L Only 





ENGLEMANN SPRUCE 


Boards and Shiplap 
(dry) 1x6 
No. 2&Btr..110.00 
No. 3&Btr.. 81.00 


No, 1 Dimension 


2x 4 80.00 
2x 6 177.50 
2x 8 177.50 
2x10 7750 
2x12 80.50 


No. 2 Dimension 
74.50 74.50 
t 74.50 
2x 8 74.50 74.50 
2x10 74.50 74,50 
2x12 74.50 74.50 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 
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Sell more Cabinet Hardware... 








ETD CLS eTOR Hon MAREE me faces | Samm OK 


Washington Display Demonstrator 
Ask your jobber for it. 

















New cabinet hardware ideas mean new 
business for you. Washington has the new 


ideas. You should have Washington. 


Ask your jobber or write to: 
WASHINGTON STEEL PRODUCTS, INC. 
Dept. AL-5, Tacoma 2, Washington 


WASHINGTON LINE 


Buttp1Inc Propucts MERCHANDISER 





YOUR PROFIT-MAKING FORUM 


Play to win 


In personal salesmanship, you wouldn’t think of 
politely stepping aside and letting the ear dealer or 
the appliance salesman get to your best prospects 
first. Nor would you merely remind people you can 
hold them with modernization or building, and let it 
go at that. Yet many dealers are making the mistake 
of running shy-violet ads that “merely remind” in- 
stead of doing a real selling job. 

Consider for a minute what would happen in per- 
sonal selling if you talked only in loose generalities, 
never mentioned specific monthly terms or the end 
uses of your products. Consider, too, what would 
happen to your sales quota if you never promised 
your prospects specific consumer benefits or backed 
your promises and claims with strong reasons why. 

Check your newspaper advertising against your 
most successful techniques of selling. Do your ads 
use the same techniques .. . really help your readers 
with their buying problems . . . make them want to 
come in to see your salesmen? With stiffening com- 
petition, this is no time to waste advertising dollars 
and space on low-impact reminder ads. Make every 
ad you run a real preview of the kind of help you 
can give your customers in person! 


top billing 


Here's one of the best ways to increase your profits 
in a buyer’s market. Regardless of what you are 
featuring, tell your prospects what they want to know 
most first—the average cost-per-month—right up in 
the top of each ad. Remember, the most profitable ads 
never read like a detective yarn. They spill the beans 
first. Never conceal, never hint mysteriously and 
above all, never withhold information. 

Take a good look at your ads right now. Are you 
burying your terms in the middle of your copy or 
hiding them in the fine print at the end? Do you 
hint mysteriously that you offer “easy monthly terms” 
which may mean anything, instead of giving your 
readers concrete figures they can go by? 

The faster you let your readers know where they 
stand on price, the faster you'll sell them on coming 
in for full details about your products, your services, 
your staff experts. Besides giving your monthly terms 
top billing, tell as much as you can about them. 

For instance, ads that merely announce “attic re- 
modeling—-handy terms,” convey little, and sell little 
in a tough, competitive buyers’ market. Make the most 
of your story, like the smart Illinois dealer who re- 
cently advertised that “waste attic space can be made 
into a money-producing apartment . .. a man’s den 
... or a boy’s or girl’s room — Terms As Low As 
$10.00 a Month Nothing Down.” 

Notice how many possibilities this copy suggests 
in a small space how quickly and easily it gets 
across the fact that all these improvements are within 
easier financial reach than most people realize. 


by Norm Advertising, Ine 
New York, N. ¥ 
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. . More spending customers 


What do the terms “modernization,” “home im- 
provements” and “convenience’”’ mean to prospects in 
your area? Permanent improvements like painting, 
remodeling and re-roofing? Or temporary mechani- 
cal improvements like a new washing machine, va- 
cuum cleaner or cake mixer? 

Most families cannot afford to buy permanent home 
improvements and expensive mechanical appliances 
at the same time. So the big question facing them is 
whether to modernize or mechanize! To get these 
customers to decide in your favor, it is essential first 
to know as much as possible about home-equipment 
competition from the outside. 


the real low-down 


Here are some of the facts every lumber dealer 
should consider carefully, in order to out-promote and 
outsell the home appliance retailer. First—-home-ap- 
pliance manufacturers are spending a lot more money 
this year to promote tougher-than-ever competition 
among their dealers. 

Second—these dealers are successfully selling many 
more expensive products today than they had to offer 
even 10 years ago. For example, electric blankets, 
clothes dryers, blenders, deep freeze units, dish wash- 
ing machines, air conditioners, and waste disposal 
units—not to mention the biggest news of the day, 
the combination clothes washer and dryer! 

Third—there are many more outlets for these prod- 
ucts than for building supplies, which means the lum- 
ber dealer has to make a much bigger splash in his 
newspaper advertising, his displays and other promo- 
tional material. 

Fourth—note the two points stressed in this state- 
ment recently issued by one of the most successful 
home appliance manufacturers, Alex D. Lewyt: “Not 
only is the appliance industry becoming more than 
even an advertising industry, but appliance dealers 
in greater and greater numbers are beginning to stay 
open evenings during the week in order to accommo- 
date the shopping habits of the public.” 


. . . big drawing cards 


Stores selling home appliances have two more com- 
petitive advantages every lumber dealer would do 
well to consider. Home appliances of all kinds are 
much more familiar to the average shopper than 
building products because of better and more fre 
quent advertising. Over and over again, home-appli- 
ance ads hammer home products’ advantages and 
uses in the most specific terms—make it clear that 
almost anyone can afford them. 

Particularly important, most ‘‘mechanized” home 
improvements have their greatest appeal for women. 
And it is women who do 85% of all retail buying in 
this country. The answer is obvious. If you want 
to channel more and more of those dollars into per- 
manent home improvements like remodeling, redecor- 
ating or insulating, slant more and more of your ad- 
vertising, window displays and specialized promo- 
tions towards women! And train your sales people 
in new and better ways to win over women shoppers. 
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See this Lupton advertisement in 
the April issue of Better Homes 
and Gardens — 


over 3,700,000 
circulation. 





ing more th 
. 








Lupton Windows ezine z 
Steel or ¢ 
Aluminum 


ck Lichty, 
ia the home of Ss. pe ry 
—— ‘Bryn Mawr, Pa., arch 


ARCHITECT'S CHOICE 


the 
7% yws add to 
Casement Winds new, modern 
f the gg be und Roto- 
ute é 
: to-reach fe un im 
rith their easy ’ and str 
— pyre no need to — They can be 
} sen operators 1 closing the yoo rage room. Theit 
ch et Tr o both sides from within ill never need 
» w 
cleaned of luminum frames <. or rattle. 
5 ed alum >. shrink, ¢ 
satin-finish vell, stick, WatP, ton 
; t swell, bout Lupte 
t, canno » ask abe 
paint, { modernize @ ~putation 
ild of 40-year repute 
When you — — backed by @ wo port . coast. 
yws ~ ‘ O86 
Metal 1 “3 They're available from 
for quality. 


COMPANY 
ACTURING 
NN MANUF 
ite Dept, MICHAEL FLY 
BH-43 for FREE 


older ia 24, Pa. 
f . Philadelph’a 24, 
asemen : angry ye y stitute and 
Lupton 700 East hong the Metal W a ap ow 
t on 7 i emiaom Window Manu 
u 
Windows. 


LUPTON 

















n Aluminum 

] om and efficiency © 

P hh \. » 
Why today § Z 


su 

















Wr 


TAL WI 
orceful : 


Advertising Support 


12 months in the year 
Over 18,000,000 ads, like the above, 
are part of the Lupton Metal Window 
Campaign that reaches building minded 
readers in every field of the industry — MICHAEL FLYNN MANUFACTURING CO. 
architects, contractors, builders and 


Manufacturers of Lupton Metal Windows 
P : 700 East Godfrey Avenue, Philadelphia 24, Pa 
home owners. Gives them ideas for new SALES OFFICES: Bond Bldg. 14th St. & New York 
" : R ais " Avenue, Washingtun 5, D. C.; 672 South Lafayette Park 
construction and remodeling. Plenty of Place, ios Ampeles 5, Cal: 4428 Blue Rok Ron, eu 
ee a : ee ; Ginnati 24, Ohio; $1 East 42nd St., New York 17. NV. Fa 
these potential sales are in your area. 2514 Burt Oak, Blue Island. Iii 


























There’s a distributor near you to help 
with full information, newspaper mats 
and promotional material. Write your 


nearest Lupton office for his name. 
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DEALERS get your share of 


lm, WE DO ALL THE WORK... 


All the: 
‘Articles in HOME 
SELL the 
readers for 





All the 
Building Products 
Advertising in 
HOME SELL 
the reader 
for you! 


The 
House-Plans in 
HOME PRE-SELL 

the reader 
for you! 


dO), | 
can be your 
Ace Salesman 


Year around 


7 
of dealers 
RENEWING THEIR 
CONTRACTS for 
second 
year! 





Let us show you how oasily and in- 
expensively you can increase your 
profits. Just llc each—your only cost 
for having us mail HOME Maintenance 
& Improvement magazine, with your 
company’s name on the cover, directly 
to your customers and prospects—this 
even includes our paying the postage. 
Then watch “HOME” go to work for 
you—giving the readers 101 ideas on 


How-To-Build or improve their homes— 
and—telling them to come in and see » 
you who are sending them HOME 


Maintenance & Improvement. 1,734 
dealers from coast to coast are happily 
reporting new sales of everything from 
house jobs to hammers as a result of 
our mailing HOME magazine to their 


customers and prospects. Get your 
share now—mail coupon today. 





the rich homeowner market! 


YOU GET BIG NEW (PROFITS) 
| — N 


T 134 Dealers like you now making money from 
this proven plan. 


They’re selling house jobs, lumber, tools, paint 
and hardware-all as a direct result of HOME. 


The ONLY magazine that covers ALL your 
products and services. 


WE DO ALL THE WORK 


1 We mail HOME 3 We pay all the 
quarterly to postage and 
your list. charges. 


2 We print your 4 We check your 
company’s name list against 
BIG on the front duplication and 
covers. protect your 
mailing area. 


your ONLY COST is He each 





Please rush me a copy of HOME Maintenance & Improvement — 
I am interested in increasing my sales and profits. There is no 
obligatian of coures. 


Our present mailing list contains approx. names 
COMPANY 

ADDRESS TELEPHONE 

CITY. STATE 


MY NAME IS TITLE 


MAIL TO: “HOME” Magazine, Box 4 
139 N. Clark Street, Chicago 2, Illinois. 





MERCHANDISING CLINIC 


Business Is People 


The best drawing card in any re- 
tail establishment are the PEOPLE 
that are in it... friendly people 
with a genuine desire to be of service. 

People like to do business with 
PEOPLE. No location or establish- 
ment or stock can be good enough in 
itself to overcome the lack of cour- 
teous attention at point of final sale. 

Whenever any place of business be- 
comes too impersonal, it operates un- 
der a handicap that is disastrous to 
profits. 

True, the mail order houses and 
the supermarkets have made great 
progress when it comes to mechan- 
izing their vast establishments, but 
the fact remains that a whale of a 
lot of shoppers still prefer to do 
their buying in stores where they 
are known by name. 


... Customers go where they are 
invited and remain where they 
are well treated. 


Needle in the Haystack 


Lumber dealers are thrice blessed 
when they are set up to make the 
most of friendliness. When such is 
the case, they have few fears of com- 
petitors . . . especially price. 

When a prospect decides to re- 
model his home, or repair it, he sel- 
dom understands how to go about it. 
He knows little about building ma- 
terials. Doesn't have a very good idea 
as to what can be done to his home 
or how much it will cost. In most 
cases, he doesn’t even know anyone 
he can get to do the work. Conse- 
quently, he needs plenty of compe- 
tent help and that, kind friends one 
and all, is something that is mighty 
hard to find. This is the consensus of 
several acquaintances who have been 
wanting to do things to their homes 
for some time but don’t know how 
to begin. Their conclusions: “It's a 
good deal like looking for a needle in 
the haystack.” 


“What did you have in 
mind?” is a hard question for the 
prospect to answer. 


“At Ease . . . My Friend” 


Actually a majority of those who 
would like to fix up their homes must 


100 





depend on someone else to tell them 
what they can do. That is where the 
lumber dealer comes in. He should be 
a source of good ideas. When he has 
on hand a stock of worthwhile sug- 
gestions, it won’t be long before he is 
in an enviable position as far as good 
customers are concerned. 


. . « You simply can’t beat ideas 
when they are backed up with 
friendly service. 


Where Lumber Yards Differ 


Stocks are pretty much alike in all 
lumber yards. Some locations are 
better than others—more convenient. 
Fronts are fancier on some of the new- 
er establishments. These variations 
are important, of course. However, 
they are not the all-essential factors 
in establishing the net profit at the 
end of the year. The size of that 
percentage is influenced greatly by 
the intangibles of friendliness, re- 
sourcefulness, special services, help- 
ful ideas .. . the attitudes of em- 
ployes toward customers and pros- 
pects. None of these things can be 
purchased. They can only be acqujred 
through a desire to serve. When this 
willingness becomes something close- 
ly akin to an obsession, it isn’t long 
before the lumber yard becomes 
known far and wide as the place to 
go for ideas. Materials come second 
since all sales begin with an idea. 


... A genuine desire to be of ser- 
vice is the keystone in the arch 
of successful selling. 


Prospect With a Problem 


The most discouraging situation a 
prospect encounters is trying to get 
someone interested in his problem. 
He goes to a lumber yard only to find 
the lumber dealer busy with his mail. 
The yard man ig concerned primarily 
with getting a car of lumber unloaded 
and put away. Employes, here and 
there, are busy waiting on customers. 
When one of them finally is avail- 
able, it becomes apparent to the 
prospect that his capabilities do not 
extend very far beyond the point of 
locating some item and wrapping it 
up. No one appears to be willing to 
tackle the prospect’s overall problem. 


. +. It takes good selling to make 
good customers. 


Where Friendliness 
Comes In 


The lumber dealer who is more in- 
terested in his mail than his custo- 
mers won’t find many orders in the 
envelopes he opens. That’s not where 
sales are made. On the other hand, 
if he is out front when the door opens, 
he will encounter many prospects who 
are wandering around in search of 
ideas. They may not always know it 
themselves, but the mere fact that 
they have come to the lumber yard 
is a long step in the direction of mak- 
ing a sale, 


..- More than half the battle has 
been won when the prospect steps 
into the lamber yard. 


The Man Who “Is Just 
Looking Around” 


The click of the latch in the front 
door announces the arrival of some 
one who is interested in something 
sold in the lumber yard. That welcome 
sound should alert the dealer and his 
organization, but in far too many 
cases it is regarded as something 
akin to an annoying interruption. 
Inadequate attention, under such cir- 
cumstances, has sent many a pros- 
pect on his way with “I was just 
looking around.” 


. « Ideas are behind all human 
activities. 


Unbeatable Combination 


All of which is intended to em- 
phasize the importance of friendly 
service plus plenty of good ideas... 
the unbeatable, all-important com- 
bination in the operation of a success- 
ful lumber yard. Friendliness doesn’t 
cost a dime. It can’t be purchased at 
any price. Yet a lumber yard can't 
expect to stay in business without it 
. .. Plus good ideas. Put them both 
at work and you'll be so busy making 
profitable sales you won't have time 
to worry about competition. 
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FOR REPLACEMENTS... 


PENNVERNON is ideal to sell to all 
your window glass customers. It is 
extremely popular with the contrac- 
tor who is responsible for glazing a 
large building like the one shown 
here... with the builder who is buy- 
ing glass for a single home . . . and 
with the home owner who wants to 
replace one or more broken panes 
himself. Pennvernon’s fine finish and 
high degree of clarity and _ trans- 
parency, its freedom from distorting 


PAINTS - GLASS 


G 


mPrVTVISSURG 


IN CANADA: 


Buttp1nc Propucts MERCHANDISER 


Pennver On @ 


CHEMICALS - 


, 


WH 
iad loaned 


Sell “Pennvernon’ 


not just window glass” 


defects and its smooth surface which 
is easy to clean and hard to scratch 
have won wide-spread acceptance 
for this quality glass. 

And to help you take advantage of 
this consumer acceptance for Penn- 
vernon Window Glass, Pittsburgh 
Plate Glass Company has made 
available to dealers a variety of on- 


Lnooow Crass 


BRUSHES - 


ee Be: 


PLASTICS 


GLASS 
CANADIAN PITTSBURGH 


the-spot, point-of-sale merchandis- 
ing helps. They include window de- 
calcomanias and streamers, countet 
easels, envelope stuffers and news- 
paper mats—all designed to keep the 
name “Pennvernon” foremost with 
your customers and to remind them 
that your store is headquarters for 
“window glass at tts best.” 


Window Glass 


FIBER GLASS 


COMPANY 
INDUSTRIES 


LIMITED 





JOBBERS TOLD US- 





Zarented tension catch 
at sill holds Keystone Screen secu- 
rely in place. Just turn knob to ad- 


just for proper permanent setting. 


Lrelusive free Hating oll bar 


assures snug fit at bottom ... adjusts 


screen to uneven or off-level sill. 
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ja spain ot . we 


“Don't change it! “ 


| Yea have the BLT and HUET catch 
on the Market /" 


Growing demand for 
Keystone Aluminum 
Tension Screens has re- 
sulted in thousands of installa- 
tions throughout the nation—and 
our jobbers tell us this means thou- 
sands of satisfied users! 

Recently—in trying to make our Tension Screens 
even better—we demonstrated some new experi- 
mental models to jobbers and their salesmen in a 
number of cities. These men who know what 
dealers want told us—‘Don't change the design of 
Keystone Tension Screens! You are now using the 
best and safest catch on the market!” 

Cash in now! Display and feature these popular 
screens—the smart, new way to Cut screening costs, 
reduce maintenance and add convenience to homes 
and apartments! Ideal for all double-hung windows. 
Easily installed—no heavy frames to cut or fit. No 
painting—no rust. Easily replaced screening. Low 
first cost, low upkeep, neat appearance. Investigate! 


K eystone 
Dept. © 


Firm 
Aun. of 


Sureet 





What's YOUR Answer? 


1. Lightweight rockwool insula- 
tion known as “Spun Blanket” is 
advertised by what manufacturer? 


2. “Flo-matic” is not the name 
of a fountain pen but a new what, 
as advertised by Rubberset? 


3. Put on a white cap, red tas- 
sel, and green tie—and you too 
can stage a demonstration like that 
of what California firm? 


4. A school for homeowners, 
with night sessions for 600 stu- 
dents, is the promotion idea of what 
N. Y. firm? 


5. What are appliance dealers 
doing to beat competition within 
and beyond their own ranks? 


6. How many Kwikset locks 
have been installed since 1946, ac- 
cording to the advertiser? 


7. A West Coast firm that treats 
its logs to a jet-spray bath before 
sawing them—and shows a picture 
of the process in its ad—is what? 


8. What effect will declining 
farm prices have on machine sheds 
and other farm buildings? 


9. Blindfold ads are normally 
associated with cigarette manufac- 
turers, but what building material 
firm is using one in this issue? 


10. Angelus is the name of a 
West Coast firm that can be of 
great help to you in selling what 
kind of metal product? 


Answers on Page 134 
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Swingin’ on the Gate 


2,400 pounds of Jeep and People hang from a 42 pound gate! IMPOSSIBLE?, NO!, 
WHY? It’s a tempered ALUMINUM “Life-Time” gate. Bull-strong, Light and Beautiful. 


Sizes four to sixteen feet ready to hang. Also made of galvanized Spring-steel. Guar- 
anteed for life against sagging. 


The Farmer is Ready to Buy! Be Ready to Sell! 
FOR COMPLETE DESCRIPTION AND Prices Write the Factory 
& Nearest You 


ALPRODCO, INC. 

MINERAL WELLS, TEXAS 
ALPRODCO, INC. 

KEMPTON, INDIANA 
ALPRODCO, INC. 

DUBLIN, GEORGIA 
ARMSTRONG PRODUCTS, INC. 

BOX 437, ONTARIO, CALIF. 
ATLANTIC ALUMINUM CO. 

WAYNESBORO, VA. 
CARTWRIGHT COMPANY 

COLLIERVILLE, TENN. 
DERING INDUSTRIES 

SCAPPOOSE, OREGON 
HENRY FIELD ALUMINUM 
PRODUCTS 

SHENANDOAH, IOWA 
WAYSIDE INDUSTRIES 

MENTOR, OHIO 
MARSHALL COMPANY 

4747 W. COLFAX, DENVER, COL. 
MARSHALL COMPANY 

ARLINTON, NEBRASKA 





you'll be glad you DID 


OVER 400,000 
ALREADY IN USE 
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WHAT’S NEW 





Products... . Sales Aids... 


New Films 





MASONITE’S PRESD WOOD 


So successful have four movie 
playlets been in helping lumber deal- 
ers sell the idea of home moderniza- 
tion with Presdwood to theater au- 
diences, that Masonite Corporation 
has added four more to its list. Each 
in color and running 29 seconds for 
the scene and 20 seconds for the 
dealer’s imprint, the new films show 
how the company’s products may be 
used effectively in covering cracked 
plaster walls, in a wardrobe serving 
as a room divider, for a garage work- 
bench and cabinets, and for creating 
a modern laundry room. More than 
800 dealers have used the first series 
of four films. Still available, the 
initial group shows a basement game 
room, a kitchen remodeling project, 
a new room in the attic and a bath- 
room remodeling. Write Masonite 
Corporation, Dept. AL, 111 West 
Washington St., Chicago 2, Il. 


STORY OF MAHOGANY 


Ideal Pictures Corporation has be- 
gun national distribution of “Mahog- 
any-—-Wood of the Ages” on a free 
loan basis. A 16 mm. sound film, in 
beautiful color, “Mahogany” traces 
the history of the wood from its dis- 
covery to today’s uses in the home 
and in industry. Much of the film 
is devoted to scenes shot in the track- 
less jungles of Central America, 
where the great care and time that 
goes into the selection and felling of 
the few fine trees deemed suitable 
for commercial use is presented. 
Write Ideal Pictures Corporation, 
Dept. AL, 65 E. South Water St., 
Chicago 1, Tl. 


MARLITE INSTALLATION METHODS 

Intended primarily for installation 
men and builders, this full color 
sound slide film is equally helpful 
to dealers and their salesmen. Titled 
“The ABC's of a Marlite Installa- 
tion,” the instruction film portrays 
the basic steps necessary to install 
Marlite plastic-finished wallpanels in 
every type of interior. Proper wall 
preparation, correct cutting and fit- 
ting methods, and proper application 
of the adhesive for a faster, better 
job are detailed. Write Marsh Wall 
Products, Inc., Dept. AL, Dover, 
Ohio, 


BARBER-GREENE LINE 


A new 16 mm. sound-color film de- 
scribes the entire broad line of Bar- 
ber-Greene equipment for material 
handling and processing. The film 
takes its title and keynote from the 
introductory remarks made by Paul 
Harvey, nationally known radio and 
TV news commentator of the Amer- 
ican Broadcasting Company, who 
narrates the film. Describing the 
Barber-Greene organization as an or- 
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ganization of specialists in design 
and manufacture, Harvey points out 
how Barber-Greene has designed all 
of its equipment to provide an easier, 
less costly and better way of per- 
forming the multitude of functions 
for which it is intended. Hence the 
title . . . “Specialty: The Better 
Way.” Write Wayne D. Adamson, 
Jr., Advertising Mgr., Barber-Greene 
Company, Dept. AL, Aurora, IIl. 


SYMONS FORMS 


-This film explains the basis of the 
Symons Forming System, the hard- 
ware required, suggestions as to how 
to best use the forms, a step-by-step, 
on the job, follow through of the 
form erection, pouring the concrete, 
and finally stripping the forms. The 
manufacturer states that this film 
is available on a loan basis if you 
prefer to run it yourself... or 
Symons will be glad to send a man 
and the equipment to run it for you. 
Write Symons Clamp & Mfg. Co., 
Dept. AL, 4249 Diversey Ave., Chi- 
eago 39, Tl. 


SEND FOR THESE: 


New panel heating booklet: The 
bugaboo for anyone involved in the 
layout or installation of residential 
radiant panel heating systems—te- 
dious and time-consuming heat loss 
calculations—has been ingeniously 
eliminated in a brand-new publica- 
tion entitled “A Simplified Design 
Procedure for Radiant Panel Heat- 
ing.” For copy write Revere Copper 
and Brass Inc., Dept. AL, 230, Park 
Ave., New York 17, N.Y. 





The Seng Decorule is a combina- 
tion color chart and room planning 
guide. The information it contains 
was supplied by two nationally known 
decorators and designers, Paul Mac- 
Alister and L. c. Aigoren of the 
LD.I. It is priced at 25c per copy. 
Write The Seng Company, Dept. A.L., 
1450 N. Dayton St., Chicago 22, Ml. 


How Trackmobile users are getting 
savings of as much as $11,500 per 
year plus a wide variety of tmportant 
additional benefits in freight car han- 
dling is told in “Reports From The 
Field on Trackmobile Savings and 
Advantages.” For copy write Whit- 
ing Corporation, Dept. AL, Harvey, 
Il 


Gypsum lath and gypsum sheatb- 
ing are covered in two new illustra- 
ted pamphlets prepared by the Gyp- 
sum Association. The pamphlets de- 
scribe uses, physical properties and 
recommended methods of installa- 
tion of these fireproof building mate- 
rials. Also included are detailed 
architectural specifications. For 
copies of the free pamphlets write 
the Gypsum Association, Dept. A.L., 
20 N. Wacker Dr., Chicago 6, I. 


New Armstrong Booklets 


Shown above are two new 5”x7” 
full-color booklets devoted to new 
home construction and remodeling 
which the Armstrong Cork Com- 
pany is making available to lumber 
dealers for distribution to custom- 
ers. The two booklets, entitled “A 
Package of Ideas for Your New 
Home” and “New Ways to Remodel 
Your Home,” contain information 
on each item in the Armstrong 
Lumber Dealer Line. Suitable quan- 
tities of the booklets may be ob- 
tained. Write Armstrong Cork 
Company, Dept. AL, 4704 Ocean 
Ave., Lancaster, Pa. 


© INSTALL THE 


tee 


LINOLEUM TILE « VINYLTILE « RUBBER THLE 
ASPHALT THE + CONGOWALL 


“U-Do-It” Booklet 


“Install the U-Do-It Line of Gold 
Seal Products,” a complete man- 
ual on consumer installation of 
smooth surface floors and walls is 
now available for homemakers. 
The 14-page booklet advises, “Only 
a few hours of your time adds 
sparkling beauty to any room in 
the house — at tremendous sav- 
ings.”” The booklet reflects the ex- 
perience and suggestions of mil- 
lions of men and women who have 
installed their own Gold Seal floors 
and walls over the years. The in- 
structions were tested by home- 
owners to assure that they would 
be easy to follow. The booklet cov- 
ers the preparation of the under- 
floor for installing Gold Seal lino- 
leum, vinyl, rubber and asphalt 
tile and for installing Gold Seal 
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Today’s discriminating buyers are not easily fooled. They shop care- 
fully, looking for the greatest value for their dollar. Those people buy Griffin 
products. When your customer is looking for quality, show him the Griffin 
line of fine builders’ hardware. He will quickly see the fine quality steel and 


excellent craftsmanship which have made Griffin a quality line for more than 
a half century. 


Griffin makes satisfied customers . . . and that means greater profit for YOU. 


RI FFIN , WL) Ewery oon NEEDS THREE 
MANUFACTURING COMPANY 
ERIE + PENNSYLVANIA 


REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, Illinois Son Francisco 3, Calif. Seattie, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS t. G. FULLER, me. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charies Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgie Jockson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY BD, RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dollas 5, Texas Kansos City, Missouri St. Louis 9, Missouri 





—— GRIFFIN PRODUCTS 
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Congowall. There is a section also 
on proper maintenance. Other fea- 
tures are suggestions for design- 
ing a floor and a handy chart for 
calculating the number of tiles 
needed for a given area. Write 
Congoleum-Nairn Inc., Dept. AL, 
179 Belgrove Drive, Kearney, N.J. 


Lightsteel Structural Sections 
Penmetal Lightsteel structural 
sections are described in a 12-page 
catalog No. SS-1. Lightsteel sec- 
tions are a brand new development 
making possible low-cost steel 


when you buy oak flooring... 


frameworks for smaller buildings—- 
residences, stores, schools, factor- 
ies and warehouses. The new cat- 
alog contains illustrations of Light- 
steel frameworks actually erected 
for residential and industrial build- 
ings. Pictures of the full range of 
products in the Lightsteel line— 
including single and double studs, 
joists, track and bridging — are 
shown. For the benefit of building 
designers, the catalog provides 
complete framing details for the 
assembly and welding of Lightsteel 
structural sections. It also gives 


PALLETIZED 
FLOORING 


Housewives will tell you that in food and drug items it pays to buy 


the “Large Economy Size” package. 

A HARCO Palletized Unit is the “Large Economy Size” 
comes to flooring — and it’s thrifty three ways . 
. and Economy of Space. 


«+ Economy of Labor. . 


The same is true with oak flooring. 
when it 
. . Economy of Time 


With a fork lift you cut handling time and labor as much as 75 


percent, and almost double floor space capacity. 


Many yards with only 


hand lift pallet trucks now buy HARCO Units as a means to reduce 


unloading and warchousing costs. 


It will pay you to check up on these modern packaged units that 
decrease overhead and increase profits for you. 


All flooring in HARCO Palletized Units is NOFMA 


grade-marked. 


Manufactured in the heart of 


the famous 


Appalachian hardwood region, it is uniform in texture and 


color. 
and perfect matching. 


Precise machine work assures satin-smooth surfaces 


\V EACH-MAY- WILSON, INC. 


, 


TEN N CE a 


ee: eT ee Oe 


the framing details for doors, win- 
dows, roofs and clear spans. In- 
cluded in the technical data pre- 
sented are tables of physical and 
structural properties, loading ta- 
bles and full specifications. For 
copy of catalog write Penn Metal 
Company, Inc., Dept. AL, 205 East 
42nd St., New York 17, N.Y. 


Display Rack for Tarpaulins 


The H. Wenzel Tent and Duck 
Company has announced a new 
Tarp Assortment Display Rack for 
its brand of Eagle Farm Tarps and 
Truck Tarps. The new display, 
valued at over $10, is free of extra 
cost to dealers buying an Eagle 
Tarp assortment of the five most 
widely used tarpaulins. With this 
new display, a dealer can set up a 
complete Tarpaulin department 
requiring only three square feet of 
floor space. The display comes 
completely assembled, tarps al- 
ready in place. Write H. Wenzel 
Tent and Duck Company, Dept. 
AL, 1035 Paul St., St. Louis 4, Mo. 


New Tylac Pattern 


A distinctive new pattern called 
Tyriple, has been added to the Ty- 
lac line of prefinished wall panels. 
In addition to having the same 
glossy finish as the other Tylac 
wall panels, the new pattern has a 
light and shadow effect that seems 
to ripple. This results from the use 
of a special metallic base paint. 
Tyriple is available in four deep 
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Use the Barrett I=2 punch 
for bigger shingle sales! 


1. Ingenious full-color ads sell Barrett Shingles 
brand new way! 


me 





MOST SEAUTIFUL BOOT In TOWR 


sz 


SARRETY Bivisrom 











High readership format means more of your prespects 
than ever will get the Barrett shingle story from these 
striking eye-catching Barrett ads appearing in Satur- 
day Evening Post starting May 9th. 


2. Stereo View-Master shows entire line in full 
colors! Lets prospect pick for himself! 


Sales are much easier to make when your client can see 
for himself just how his roof will look roofed with any 
one of Barrett’s sturdy, attractive shingles. Be sure to 
get your View-Master in time. 


GREATEST ALL-AROUND PROMOTION PROGRAM IN THE ROOFING INDUSTRY! 


Match this kind of backing ...if you can! Barrett sup- 
plies everything to help you sell more shingles this 
spring! 

National advertising to keep the Barrett story before 
.. the Stereo View-Master to help you 
hat else: 


your customers. 
sell—and look 

¢ Dramatic full-:olor counter and window displays. 

¢ Newspaper mats and electros. 

¢ Personalized business stationery and forms, 

¢ Permanent and portable samples 

e Mailing pieces, post cards, blotters. 

¢ Outdoor signs for your building and for job use. 


¢ Good-will novelties and reminders 
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And more, too! If you are not tied in with Barrett 

-ACT NOW! You get greater profits when 
you handle Barrett famous for fine building 
materials for almost a century. Write for full 


information. 


Building your business is the business of — 


BARRETT DIVISION 


Wi 7% ALLIED CHEMICAL & DYE CORPORATION 
ing 40 RECTOR STREET, NEW YORK6, N.Y. 
S tate : 

205 W. Wacker Drive, Chicago 6, II! 


36th St. & Gray's Ferry Ave., Philadeiphia 46, Pa. 
S. Pat. Of. 1327 Erie St Birmingham 8B, Ala 








WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's require- 
ments, the leading Western Wholesalers below 
can help you take the worry out of your lum- 
ber buying. Tell them your needs. Let them 


supply your complete requirements. 





Duncan Lumber Co., Inc. 


818 Securities Bidg., Seattle |, Wash 
Specializing in Fir Gutter, all sizes and patterns 





Morrill & Sturgeon 


Lumber Co. ag 
YEON 6LOG., PORTLAND, ORE. 





NORTH PACIFIC LUMBER CO. 
Only The Best Northwest Lumber 
P. O. Box 7764, Portiand 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 


WALES LUMBER COMPANY 
OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 








DY amet: 4 pam 4% ‘ q 
$04 Market St., San Freaciseo 4, Cal 
Joseph A. Adair Lumber Co. 


$20 $. W. Sixth Avenve 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., inc. 
1120 Old Net’! Bk. Bidg.. SPOKANE 8, WASH 
PINE SPECIALISTS 
Timple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephene: AT 657! Teletype: POS72 
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modern tones: bronze, silver, em- 
erald green, and amethyst blue. All 
four colors are available in three 
styles: with the special Tylac Con- 
tour Bevel Score Line painted 
white for the most realistic tile 
effect; in a smooth, unscored fin- 
ish; or horizontally scored with 
groups of three parallel lines at 16” 
intervals. Tyriple also has the same 
baked enamel finish as the other 
Tylac panels, and scored styles 
have the same “easy -to-match” 
edges. Tyriple is furnished in stan- 
dard stock sizes: 48”x48”, 48”x60”, 
48”x72” and 48”x96”. All Tylac 
metal moldings may be used with 
Tyriple. Write Tylac Company, 
Dept. AL, Monticello, Il. 


anize 
Color- ae HOUSE PAINTS 


FOR SIDE-WALLE, TRIM, AWS ACCENT! 


Color-Related House Paint 

Kyanize Paints, Inc., has just an- 
nounced a completely new line of 
house paint colors based on a “‘Col- 
or-Related” theme which uses the 
roof color of a home as the key- 
note of the color scheme. During 
the past few years, the importance 
of roof colors has been reflected in 
radically new color shades of roof- 
ing shingles. Now Kyanize presents 
a simplified system of choosing the 
side-wall color, trim color and ac- 
cent color, all in relation to the 
basic roof color. The new line of 
Kyanize Color - Related House 
Paints consists of 20 colors, includ- 
ing some of the old favorites, but 
particularly notable for gay new 
shades such as Cadet Blue, Sprout 
Green, Flame, Charcoal, Warm 
Sandy and Pink Cedar. Kyanize 
distributors carrying the new Col- 
or-Related House Paint line are 
provided with a very elaborate col- 
or-combination dial displav. The 
display shows 24 groups of actual 
color chips which are recommended 
color combinations for side-wall, 
trim and accent areas of a house. 
Write Kyanize Paints, Inc., Dept. 
AL, Everett 49, Mass. 


Gor m SECURITY 


~~ 


Sells Sargent “4500” Line 


A colorful eight-page booklet, 
“The Key to Beauty and Security 
in Your Home,” describes the Sar- 
gent “4500” Line of residential 
locks. It points out to prospective 
builders the importance of using 
top quality hardware and other ma- 
terials, and, with the aid of draw- 
ings, suggests the correct type of 
lock for every door. Photographs 
illustrate the simple method of in- 
stalling the “4500” Line. For copy, 
write Sargent and Co., Advertising 
Dept. AL, New Haven 9, Conn. 


this 
sword 
challenges 
CANCER 





nder the sign of the cancer 
U sword the American Cancer 
Society seeks to save lives by 
spreading vital facts to you, 
your neighbors, and your phy- 


sicians . 


search 


. . by supporting re- 
. . . by providing im- 
proved services for cancer 
patients. 

Only under the sign of this 
sword is there a three-fold, na- 
tional attack on cancer. Cancer 
Strikes One in Five. Your Dol- 
lars Will Strike Back. 

Mail Your Gift to “Cancer” 
Care of Your Local Postoffice 


AMERICAN 
CANCER SOCIETY 
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Exclusive for Lumber Yards 


Compo Miracle Products Com- 
pany announces complete satisfac- 
tion with lumber dealers’ accept- 
ance of its offer of supplying job- 
bers with an aluminum combina- 
tion storm door for exclusive re- 
tail sale by lumber yards. This 
combination door, named the Com- 
po Champion, has patented fea- 
tures said to make it a natural for 
over-the-counter “do it yourself”’ 
sales. The Compo Champion, the 
nationally - advertised aluminum 
storm door which utilizes a treated 
solid pine core, for insulating and 
sound deadening, is encased by 
aluminum for long-lasting trouble- 
free beauty. It adjusts four ways 
for easy fitting to door openings, 
comes complete with all hardware 
and installation instructions, plus 
a written factory guarantee. All 
doors are shipped in _ individual 
cartons which protect them in 
transit as well as in storage. Those 
dealers whose jobber may not as 
yet carry the Compo Champion are 
invited to write Compo Miracle 


Products Company, Dept. AL, 
15221 W. 11 Mile Rd., Berkley, 
Mich. 
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CELOTEX 
soon oF 
HOME REMODELING 
AND REPAIR 


How to Improve the Home 


This 32-page booklet, entitled “‘97 
Ways to Improve Your Home and 
Save Money,” is designed to stimu- 
late business for building materials 
dealers in the important home mod- 
ernization, remodeling and repair 
market. In simple, straightforward 
language it tells the homeowner 
what can be dore to bring his home 
up to date and how this can be ac- 
complished with remarkable econ- 
omy. Suggested improvements 
range from a modern breakfast 
nook to a smart sun-deck. Prac- 
tically every item the building ma- 
terials dealer stocks gets a plav. 
In picture-book style every remod- 
eling idea is illustrated informa- 
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KING COTTON CHALK LINE is a volume 
sales item and it has a variety of spring 
and summer uses. Check the above sug- 
gested applications and you'll realize 
what a GOOD sales item this can be. 
Our Chalk Line is packed in an attractive 
blue and yellow display box that is a 
real merchandiser. 


Why not write for the King Cotton 
Catalog? 


Ki 
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CORDAGE 


JOHN H. GRAHAM @& CO. 
NEW YORK 8, N. Y. 





Seed Planting 
Plant Staking 
Lawn Edging 
Masens’ Line 
Hedge Trimming 
Layout Lines 
Fishing Lines 
Net Repairs 


Tit 
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MAKE MORE MONEY SELLING 
AMAZING NEW CUPOLA VENTILATORS 
Pouble your money selling this fast moving 
item. Every sale brings in a dozen more cus 
tomers. Finest quality Mther windvane de 
signs if desired. Cools house, garage, etc. in 
summer. Authentic Colonial design 


Special Offer If You Act NOW! 


Amazing introductory offer to dealers only 
Standard size cupola, complete as shown (21x 
21x26") only $29.55. (We pay express if cast 
of Mississippi, otherwise add $2.) Sells like 
hotcakes for $50 to $60 

Deluxe eize for larger homes (31231x36”) 
Your price omly $45.45. Selle for $80 to $90. 
Special! One of each size, only $72.45. 


Money-Back Guarantee of Satisfaction 


Write for PREE Literature on Cupolas and 
on § ° tal tron Railings. 


WM. J. SAMCOE IRON COMPANY 
917 Military Road @ Kenmore 17, N. Y. 














( Here's the one that 
WON'T SURINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


wiLl NOT SHRINK SELLS BETTER because 








STICKS AND STAYS pir 
' 
a  ) 


it WORKS BETTER. 


Most dealers report: 

“Our sales of Dur- 
ham's Rock - Hard 

Water Putty keep 

doubling, year after 

year.” What's more, 

Jurham’s Rock- 

Hard Water Putty 

gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or dip off. Durham's Rock-Har 
Water Putty p ae not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
i-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 











tively and dramatically. Subject 
headings include: New Rooms from 
Unused Space; New Ceilings and 
Walls; Better Living Built In; 6 
Ways to Brighter Kitchens; Roofs 
and Their 3-Way Job; How to In- 
sulate; Permanent Beauty for Ex- 
terior Walls; Practical Financing 
for Your Home Improvements; and 
many others. Write The Celotex 
Corporation, Dept. AL, 120 South 
La Salle St., Chicago 3, IIl. 


New Display 


A new display showing 12 types 
of Weldwood hardwood plywood is 
presently being made available to 
dealers by United States Plywood 
Corporation. Measuring 18” in 
width and 30” in height, the display 
is equipped with both braeket and 
chain so that it can be stood on a 
counter or hung on a wall. Also 
available to dealers through U. S. 
Plywood are booklets which ex- 
plain the easy installation and fin- 
ishing of Weldwood plywood pan- 
els. Write United States Plywood 
Corporation, Dept. AL, 55 West 
44th St., New York 36, N. Y. 


Wallace Has New Literature 


To help dealers sell more baked- 
finish tile panels, Wallace Manu- 
facturing Co. has recently com- 
pleted an entire new line of sales 
literature. Covering the company’s 
three lines of baked finish tile 
board panels — Wal-lite, Satin-lite. 
and Grani-lite — these attractive 
color folders are available as fol- 
lows: Dealer hand-outs or mailing 
stuffers for each line of panels: 
larger hand-out folders for Wal- 
lite and Satin-lite lines with beau- 
tiful illustrations and color card 
showing entire range of colors. 
These are all available to Wallace 
dealers and jobbers. Write Wal- 
lace Manufacturing Co., Dept. AL, 
10th and Fayette, North Kansas 
City, Mo. 


Wood Screw Gauge Available 


To enable the trade and user to 
identify the size of wood screws, 
Southern Screw Co., a leading wood 
screw manufacturer, is_ distri- 
buting without charge an attractive 
wood screw gauge. This gauge is 
used to measure the screw when 
one wishes to determine the exact 
length and diameter. Southern 
Screw Co. manufactures a com- 
plete line of steel and brass wood 
screws in one-gross boxes and in 
bulk quantities. The firm special- 
izes in manufacturing wood screws, 
and makes a wide range of sizes 
from 3/16” No. 0 to 6” No. 30, 
with complete stocks on hand for 
prompt shipment. Southern Screw 
Co. will send one of its gauges 
to wholesalers and manufacturers 
who use wood screws when the re- 
quest is written on company letter- 
head. Write Southern Screw Co., 
Dept. AL, 125 Rickert St., States- 
ville, N. C. 


Lockwood’s New “C” Series 


A new, low-cost lockset designed 
to provide full security for low- 
cost housing and other light con- 
struction has been announced by 
Lockwood Hardware Manufactur- 
ing Company. “Four years of re- 
search and development work went 
into this new design,” a company 
official said, “and it’s priced to 
compete with the lowest-priced 
locksets on the market.” The 
Lockwood “C”’ Series, it was point- 
ed out, actually incorporates all the 
basic engineering features that 
have won Lockwood a national re- 
putation in such outstanding in- 
stallations as the United Nations 
buildings, the new Los Angeles 
Statler and others. All parts are 
made of time-tested brass or steel. 
A full-size, solid brass, 5-pin cylin- 
der lock provides maximum secur- 
ity. The company has alse devel- 
oped a new combination jig and 
boring tool which will reduce bor- 
ing time as much as 75% below 
other hand-tool methods. A com- 
plete kit of selHing aids, including 
direct-maiH material, bill stuffers 
and sample mounts, will be avail- 
able. Write Lockwood Hardware 
Mfg. Co., Dept. AL, Fitchburg, 
Mass. 
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The Bruce line puts you 
on the right track to greater profits 


Bruce Hardwood Floors 


Sell the flooring that outsells all others... 


For prices and complete information, write: 


E. L. Bruce Co., Memphis 1, Tenn 





MITCHEN-AIRE 


New Look in Ventilating Fans 

Stewart Kitchen-Aire installs in 
eye-appealing, weatherproof hous- 
ing outside home. Pulls moisture, 
grease, odors from kitchen, bath- 


BatéFroy Pine,Mill, Troy, Of@gan_ 


Bate as a lumber manufacturer-whole- 


room, playroom, basement. Re- 
quires only 6%” hole in wall or 
ceiling instead of the larger area 
generally used—less drilling, saw- 
ing, patching, plastering — ‘about 
4 hours less installation time per 
fan.” Saves material—standard 6” 
duct runs up to 30 feet are prac- 
tical. Safer—-no “grease drenched” 
motor as fire hazard in wall or ceil- 
ing. Cleaner —- complete operating 
mechanism is outside air stream. 
Quieter fan and blade noise is 
outside house. Convenient unit 
package. For literature write Stew- 
art Manufacturing Company, Dept. 
AL, 320-F East St. Joseph St., 
Indianapolis 2, Ind. 


Ponderosa Pine 


saler has facilities large enough to enable 


it to control quality, shipments and other 
service and is small enough so it can 
give individual attention to every cus- 
tomer. That’s why Bate customers know 
they can count on top quality, prompt 
shipments and special service when they 


need it. 


WPA ¢ SPA °@ 


J. HERBERT 


WCLA 


<tB. 
pose ——» 
BAT 





Douglas Fir 
Yellow Pine 


Spruce— 
East. and West 


Cedar— 
Siding, Shingtes 


Cypress 


Hardwood Flooring 





CO., INC. 





30 Church St., New York 8, N.Y. 
Western Office: The Bate Lumber Co., Public Service Bldg., Portland, Ore. 








W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
Oak Trim and Moulding 





New Tang Butt Chisel 


A new tang butt chisel featur- 
ing a thin, bevel-edged blade and 
piastic handle is being introduced 
by Greenlee Tool Co. This chisel 
is lightweight, and the carefully 
tempered high-carbon steel blade 
retains a keen edge over long pe- 
riods. The tang is firmly secured 
in handie and the blade and han- 
dle are carefully proportioned to 
give the entire chisel a fine balance. 
‘the handle is of green No. 2 Ten- 
ite plastic (safe from flash-fire) 
with contrasting yellow band at 
the tang end. Biade lengths of this 
Greenlee No. 403 chisel vary from 
21,” to 234” and over-all lengths 
range from 75.” to 8%”. Nine sizes 
are available, ranging from 1,” to 
2”. Write Greenlee Tool Co., Dept. 
AL, 2264 Twelfth St., Rockford, 
Ill. 


WedgeWood Promotion 
Package 


To help dealers sell more Wedge- 
Wood, the new textured plywood 
for wall paneling in homes and 
commercial buildings, a timely va- 
riety of sales stimulants is offered 
in a comprehensive promotional kit 
by the Georgia-Pacific Plywood 
Company, makers of WedgeWood. 
A giant-sized folder contains a 
wide variety of practical sales aids 
to help both large and small vol- 
ume dealers sell WedgeWood. In- 
cluded is ammunition for hard-hit- 
ting direct-mail campaigns, news- 
paper mats, radio scripts, eye- 
catching store display material for 
wall, counter and window. Two 
profusely illustrated brochures in- 
cluded in the package tell the 
WedgeWood story in dramatic 
fashion. In addition, the folder 
contains specially prepared news 
releases slanted to obtain publicity 
for both dealer and product in lo- 
cal newspapers. The WedgeWood 
package emphasizes the importance 
of weli-equipped salesmen by pro- 
viding product specification sheets 
of standard note-book size. As 
ready references they combine im- 
portant price information, sales 
features and technical data. Pic- 
torial evidence of the product’s de- 
sirability is provided for salesmen 
in two handsome sales brochures. 
Write Georgia - Pacific Plywood 
Company, Dept. D, 611 North Cap- 
itol Way, Olympia, Wash., or 270 
Park Ave., New York, N. Y. 
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“ALSTO OUTDOOR 
TRASH DISPOSAL 
UNITS 


As Consistently Advertised in Over 
35 National Magazines & 
Newspapers 


Consistent consumer advertising over the 
past three years in American Home, Better 
Homes & Gardens, House Beautiful, House 
& Garden and more than 30 other maga- 
zines and newspapers has built a profitable, 
ready-made home-owner market for Alsto 
Trash Disposal Units. These outdoor dis- 
posal units safely and quickly consume ail 
garbage and refuse—damp, green or dry in 
any weather. Scientific draft design elimi- 
nates fire hazard of flying ash, sparks, 
burning blowing bits of paper. Recom- 
mended by Bureaus of Fire Prevention. 
Available in standard or baked-on ceramic 
finishes in 3 models to retail at $12.95- 
$15.95 and $21.95. Liberal discounts, con- 
stant national advertising. Individually 
packaged. Jobbers, Dealers and Selling 
Agents Write for Details. 


Low Cost 
2-Wheel Utility Truck 


FOR HOMES * GARDENS 

COMMERCIAL USE 
A better made tool for the “hundred 
and one” bulk weight moving tasks 
around the home, store or shop such 
as moving trash, ashes, fertilizer, 
heavy boxes, furniture, beverage cases, 
etc. Provides maximum utility and 
rugged service at lowest cost. Weighs 
only 912 Ibs. yet carries over 200 Ibs. 
easily. Welded tubular steel con- 
struction with over-size rubber-tire 
wheels. Retails at only $4.95. Liberal 
discount. 


5) 
Os 
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Jobbers, Dealers and Selling Agents 
Write for Details 








ALSTO COMPANY 


Dept. AL-S 4007 DETROIT AVE.,CLEVELAND 13, OHIO 














BuriLp1Inc Propucts MERCHANDISER 


Get a Better Share of the 


PROFITABLE 


Stained Shake Business 


Dip 


Optional 
COLOR PLAN 


Under this plan you stock Creo- 
Dipt red cedar Pryme-Shakes 
factory stained in one prime 
color. You sell them on the basis 
of twenty modern finish colors. 
Creo-Dipt Fynal-Kolor for the 
finishing coat can be shipped 
on your order direct to custo- 
mer. This eliminates all color 
stocking problems, customer 
color match complaints and odd color lot returns. With just 
a small stock of Pryme-Shakes you can send starting quan- 
tities to many jobs, preventing job delays and possible lost 
sales. Savings in shake application, coupled with an unpar- 
alleied color selection, makes for more and easier sales to 
new home and re-siding prospects. 


Available FREE to 


Stoc Dealers 
All New 


1953 PROMOTIONAL 
Counter Gar ny On 


with the 


MATERIAL 





r 


CREO-DIPT CO., INC.—Dept. AL-53 


North Tonawanda, New York 

Please send me full information on the way | can increase 
my stained shake business with the Creo-Dipt Optional Kolor 
Plan. Also send name of my nearest Creo-Dipt Distributor. 








ADDRESS 





CITY ZONE STATE 
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Garden Tool Merchandiser 


This all-steel merchandising unit 
which displays over 100 garden 
tools plus packaged garden sup- 
plies in just 34”x48”, is called the 
Gardex Garden-Diser. It shows a 
related line of long handle and 
“Midget” Tools, hose, nozzles, cou- 
plings, etc., as well as packaged 
garden supplies all in one compact 
space. And the display needn't be 
confined to any one area... but 
can be moved around inside or 


outside the store. Write Gardex, 
Inc., Dept. AL, Michigan City, Ind. 


Gives Wood a Natural Finish 


Spee-D-Dry, the new product line 
for giving wood a natural finish, 
which recently made its bow on 
the painting scene, consists of two 
sealers, a Clear Sealer and Primer 
and Blonding Wood Sealer and two 
finishes, High Gloss and Dull. It 
is reported to “offer finishes so na- 
tural that the eye can hardly dis- 
tinguish between them and bare 
wood.” Or, for those who prefer a 
matching effect, the sealers can be 
tinted with oil colors to harmonize 
with any color scheme. Formulated 
to make things easier for the “do- 
it-yourself” home painter, Spee-D- 
Dry finishes dry in a hurry. The 
sealers can be applied to walls, 
woodwork, paneling or floors in no 
time. Spee-D-Dry finishes are all- 
alkyd products and can be used 
either indoors or out. “They seal 
and protect wood while enhancing 
its appearance.” Spee - D - Dry 
Blonding Wood Sealer needs no 
wiping, thereby greatly reducing 
time and labor. A special ‘‘How-to- 
use-it’”” booklet has been printed 
and will be given away to custom- 
ers. Write Acme Quality Paints, 
Inc., Dept. AL, Detroit 11, Mich. 





New Handle and New Finish 

Two innovations—a new finish 
and a new handle-and-latch unit 
—will shortly appear in the Ra- 
Tox folding door line. The new 
stipple finish provides an_ ex- 
tremely durable surface with a 
textured effect created by a fine, 
small-scale two-tone mottling. It 
is available in two color combina- 
tions—green on ivory and white 
on gray—at the same price as 
standard lacquer finishes. The 
new handle, designed by Walter 
Dorwin Teague Associates, brings 
the user’s thumb into play in 
opening the door. Natural posi- 
tion and movement of hand and 
arm produce a smooth, straight- 
line push that slides the door away 
with a minimum of effort and 
no balking or jamming. The 
thumb recess’ gives adequate 
clearance even for a single door 








J. NEILS LUMBER 
COMPANY 


Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 
FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 


@ WHITE PINE 
@ HEMLOCK 


Since 1895 


Manufacturers of Highest Quaiity 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE + DOUGLAS FIR 
LARCH » ENGELMANN SPRUCE 


MILLS: Libky and Trey, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 





DEFEND YOUR TRADE with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 





Air-dried Kiln-dried 


QUALITY LUMBER 
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| Some of the uses for NOYO 
) CONSTRUCTION HEART REDWOOD 


All Heart wood insures maximum durability—minimum shrinkage, warping or 
checking. Some of the many valuable uses for which it can serve your trade are: 
POSTS AND FENCE BOARDS + EXTERIOR BOARD & BATTEN 
FACIA AND CEILING * EXPOSED BEAMS 
LOG CABIN SIDING * RUSTIC AND DROPSIDING 
; MUDSILLS * BULKHEADS + CURBING * CULVERTS - ARBORS 
GARDEN BENCHES AND STEPS - SEPTIC TANKS * KNOTTY PANELING 


Construction Heart items may be included in mixed cars with Noyo Sidings 
Finish, Mouldings, Shop and all other Noyo products. 





write or phone nearest office 


TAEEI union LumBeR COMPANY 


Manufacturers 
Noro] REDwooD! fe 


620 Market Street, San Francisco 
Lt U 4 B Ec 2 NEW YORK CHICAGO 
MUTT PANY Mills at Fort Bragg, California 


2735 Grand Cent. Term. 228. La Salle St 
| MEMBER: CALIFORNIA REDWOOD ASSOCIATION : oo BENIN pete, | 
DEPENDABLE QUALITY* FRIENDLY SERVICE* UNIFORM GRADES 








LOS ANGELES 
. 117 W. 9th Street 




















DOUBLE PROFITS on Build Your Own” Furniture 


Tables — Book Shelves — Room Dividers 1. Profits On Our Metal Leg Sets. 
All made from lumber in YOUR YARD 2. Profits On Extra Lumber, Plywood, etc. 
PLUS Our Metal Leg Sets 

















Here is a big extra-profit business for you. 
Order now! All legs rustproofed. 
Modern dull black finish. 





Wts. Wts. 
pular Diameter Set of 4 ry" %" 
HAIRPIN LEGS of Iron Retails Lbs. Lbs. 
6" for sofa, couch ccocee SO oo He" $ 5.55 4 3% 
OY Te BRP, cccccevccvesuceze Ye" or Va" rd $ 5.75 5% 4 
12” for coffee table . re ° Ya" or Va" rd $ 5.95 6 44 
16” for cocktail table or endl. Ya" or Vo" rd $ 6.95 8 5% 
22” for TV, lamp or end table Va" or Vo" rd $ 8.95 10 7 
28’ for dining table or desk coe |«6V dl $13.45 15 
DIAGONAL LEGS — 54” rd big 
@ HAIRPIN LEGS © @ DIAGONAL LEGS @ A a : Teens gutece cabled to 


——s 





9 $5.45 4\% 40% dealer's discount 
12” v4 .. $5.65 51 F.0.B. Los Angeles. 
16" $5.95 7 Frt. Allowance $1.50 
20’ ee eee $6.75 812 per 100 Ibs. 
Write for Catalog of Book Shelves, Room Dividers, etc. 
Countercards and Window Streamers Available 
ANGELUS WROUGHT IRON «5 
2911 Whittier Blvd., Los Angeles 23, California 
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closed flush to the door jamb. Iden- 
tical units serve either single or 
double doors and will be standard 
equipment with all doors after 
April 1. The new handle, of mold- 
ed phenolic plastic, will be offered 
in a light neutral gray. Actual 
closure is effected without moving 
parts. Write The Hough Shade 
Corporation, Dept. AL, Janesville, 
Wis. 


New Corner Shower 

Spartan Shower Stall Company 
announces the introduction of an 
attractive new corner shower. This 
modern unit incorporates numer- 


z= ~~ — 


ous improvements in designing and 
engineering. It is available in su- 
per-gauge steel—-the Regency as 
well as super-gauge aluminum Cor- 
onet. Standard on all corner show- 
ers are luxurious terrazo receptors. 
For illustrated literature write 
Spartan Shower Stall Company, 
Dept. AL, 814 Meeker Ave., Brook- 
lyn 22, N.Y. 


New Primer Cuts Time on Jobs 


With the introduction of its new 
Kyanize Vinyltite Primer Sealer, 
Kyanize technicians have gone a 
long way to solve many of the 
problems resulting from the pres- 
sure for cutting labor costs, elimin- 
ating delays in jobs and yet pro- 
viding a better finished paint sur- 
face. This primer sealer is a brand 
new vinyl resin type emulsion cre- 
ated to give superior hold-out over 
a porous or non-uniform surface. 
It is said to have exceptional brush- 
ing qualities, good flow, and is eas- 
ily applied with a brush or roller- 
coater ...No painty odor. It isa 
primer of many uses. The combina- 
tion of very economical coverage 
with great speed of application 
makes it a primer ideally suited for 
dry-wall construction. It will not 
raise the fibers of the wallboard. It 
is excellent as a primer over plas- 





oO aw. 


ARKANSAS SOFT PINE 


DRESSES 
SMOOTH 


FINISH 


EASILY 


ter, masonry, sheetrock, spackling 
compounds, etc. Its drying time of 
2 to 3 hours, even under adverse 
drying conditions, is a real prac- 
tical advantage to the homeowner 
or painter. It means two coats in 
one day — the primer sealer coat 
and the finish coat. Write Kyanize 
Paints, Inc., Dept. AL, Everett 49, 
Mass. 


New Molded Construction 

The Bemis Molcor, a completely 
new bathroom seat, is a one-piece 
solid core of homogenous high- 
content plastic resin and cured 
hardwood fibers, molded under 
high temperatures with 150 tons 
of pressure. Both seats and cov- 
ers have the exclusive feature of 
two core-contained inserts im- 
bedded at all points of hinge con- 
tact for extra strength and resist- 


Reduce Delivery Costs 
and Speed up Deliveries 


with 


P ROLL-OFF 
TRUCK BODY 


WORKED Load or Unload a Load 


or Half Load ata Time 


Soft-textured Ozan Pine has been a 
favorite with builders for over 60 
years. 


Complete Beds Shipped KD 
Easy Assembly & Mounting 
Write, wire or phone for Cotalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MQ. 


KILN DRIED 


100% LOADED 
UNDER COVER 


OZAN LUMBER CO. 


Prescott, Arkansas 


Your requirements can be 
filled promptly and accurately — 
Direct your order to Ozan today! 
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EYRE READING THIS 
av IN YOUR TOWN | 


this advertisement in the May issve 
of American Home and Better wna 
. Gardens is just one of a series, pa 
of a big-time, consistent promotion a 
reaching hundreds of homes in your ; 
_..Get your share of Scrubable-Flat 
business this Spring | 


Roseburg’s Douglas 


Fir lumber and. Fir 

Plywood come from 

timber, in the heart 

of Douglas County, 
Douglas County has the 
largest stand of virgin timber in 
the U. S. today. You are assured 
superlative quality and that Rose 
burg products will satisfy 
roll Metelalehiilelars 


Ol s-Telelar 


Wialei=t¢ 


& WITH es 
~SCOURING 


POWDER 


(AND A BRUSH! ) 


) NONE 
IN SERVICE 


IT’S GUARANTEED! Scrubable. .. odorless... easily 


applied . . . self-priming — self-smoothing . . . dries over- 


night ... adheres to any surface... hides with one coat 
Roseburg’s adjoining 

ol WAAclole Ma oltolal mmm sT are! 

sawmill give the fast- 

est possible service 
Your exact requirements are load 
ed into your mixed car simultan 
cYolUrd ham daelan Mm ololiale ollelatttetelale Ml slot ia 
rola -Mmaalete(-1aaMmolalo MM -hag(4[-1al Maio] al ofa 
cision production. For better qual 
ity’and service, try us today... We 
know you'll be pleased! 


..an alkyd resin.. longer life...can be 
tinted ... for ceilings, walls, and woodwork! 


Made only sy Kyanize 


because only Kyanize makes the 


ROSEBURG Lumber Co. me 


General Offices and Sales 


CHOOSE FROM A WIDE 
Sawmill and Plywood Plant . . ; RANGE OF LOVELY COLORS 
ROSEBURG, OREGON DILLARD, OREGON DEALERS: » eon — Cote 
PHONE: 3-556] Write KYANIZE PAINTS, INC., your paint dealer's. 





(Boston Varnish Co.) Everett 49, Mass. 
A LS Ee Ce 
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ance to hinge screw-pull. Bemis 
Molcor is waterproof and non-ab- 
sorbent, will not crack. split or 
warp and is available in a choice 
of black, white and 50 fixture- 
matched colors. It is the newest 
development to be added to the 
regular Bemis line of bathroom 
seats, manufactured and national- 
ly sold for 54 years. Write Bemis 
Manufacturing Company, Dept. 
AL, Sheboygan Falls, Wis. 


Fire Extinguisher 


Originally designed to meet 
rigid industrial requirements, this 
automatic fire extinguisher has 
been restyled in  burn-resistant 
Plaskon plastic to make it suitably 
attractive for home use. Easily 
handled by women or children be- 


cause of its light weight, the unit 
can be operated manually or auto- 
matically. It can be set to go into 
action when the heat reaches 
160°F. whether someone is pres- 
ent to operate it or not. The 
automatic heat-sensitive fuse re- 
leases a smothering vapor which 
makes combustion impossible. The 
unit is available in vibrant red or 
a harmonizing ivory, in two sizes. 
Write Plaskon Division AL, Lib- 
bey-Owens-Ford Glass Company, 
Toledo 6, Ohio. 


Extra Bitumen Coating Added 


The Ruberoid Co. recently an- 
nounced a major improvement in 
its Dubl-Coverage Roll Roofing, 
facilitating installation and assur- 
ing longer life. A company spokes- 
man revealed that an extra coating 
of bitumen has been added to the 
entire selvage. The coating has 
been specially treated to ‘prevent 
sticking in the roil, thus assuring 
the elimination of wasted time and 
material. In addition, the extra 
hitumen insures tighter adhesion 
between underlap and overlap by 
increasing the bonding power when 
applied with cold cement or hot as- 
phalt. Also, the bitumen increases 
moisture repellency far beyond 





Dealers everywhere have found 
this to be true. Are you getting 


your share of this profitable business? Send 


Standard 


for literature and familiarize yourself with Size 


Stewart products. In addition to fence, 
there are scores of iron and wire products, 
and every item fits into the building field. 


Write for catalogs today. 


Chain 
Link 
Wire 
Fence 
m 
several 
types 





that of an uncoated selvage. Rub- 
eroid has added the coating right 
up to the slate line to prevent 
moisture seepage beyond the seams 
and protecting the felt against rot. 
The overlapping feature of Dubl- 
Coverage Roll Roofing, which pre- 
vents nails from rusting out, has 
been retained. Write the Ruberoid 
Co., Dept. AL, 500 Fifth Ave., New 
York 36, N. Y. 


New Large Radius Cove 
Newly designed ‘“‘stay-flat’’ back 
on large-radius cove results in 
time-saving factor in real clay 
tile installation. Previously, back 
of cove piece was rounded instead 
of “squared off.” The new cove 
design, which is adaptable for both 
mastic and mortar installations, 
makes it possible to install large- 
radius cove course before setting 
the wail surfaces. With the new 
90° back the tile setter can stack 


TAP the big ‘‘do-it-yourself’’ 
market with 
this profitable 
item 


KITCHEN CABINET COUNTER TOPS 


Fit into any homeowner's kitchen remodeling plans—a wide 
range of standard sizes for the individual need! Or install as a 
low-cost part of your own complete cabinet units! These tops are 
made of highest quality maple, are waterproof and warp-resisting, 
have a penetrating sealer finish. Guaranteed against any defects, 
they will be an excellent source of two-way profits for you. 


With or without 4” backsplash. 112” thick. 25” x 15’’- 


18-21-24"-27"-30"-36"-42".48" 








Picket Also WORK BENCH TOPS for factories, schools, laboratories, home 
Fence work shops. All types. 


in many styles 
OTHER PRODUCTS — 
Settees © Flagpoles 
Steel Folding Gates 
Bronze Plaques 
Wire Window Guards 
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THE STEWART IRON WORKS CO., Inc. 
2051 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 


Write today for full details and low price lists, discount 
structure. 


POLLAK INDUSTRIES CORPORATION 


Escanaba, Michigan 
# Fine Cabinet 
s Leading Kitch 


Tops ¢ the 
n Cobinet Manufacturers 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 
EBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 





PROMPT 
DEPENDABLE 
SERVICE 


4; oll points 


IGRISWOLDI 
DOUGLAS FIR 


and | straIGHT OR MIXED 
WEST COAST HEMLOCK = = CARS including Lum- 
ber, Plywood, Doors 
eae omen omemner ae ee a 
Stock Griswold and you stock the best. Quality lumber 
products for every need—prompt shipment and dependable 
values. 


Precision 100% 
Manufacture Kiln-Dried 


THE GRISWOLD LUMBER Go 


Wf f Wl Distribu 


FAILING BUILDING PORTLAND 4, OREGON 
s 
Telephone ATWATER 8319 


AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp 
ARLTON OREGON CARLTON OREGON 


MILL INTERESTS Million Fee 


Buttpinc Propucts MERCHANDISER 








If you‘re going to vacation in the South, stop in and visit 
our plant at Harriman, Tennessee. It’s conveniently located at 
the junction of U. $. Highways 27 and 70 on the main route 
to Florida and other points south. 


We welcome the oppertunity to become personally acquainted 
with you ... and will be happy to show both old and new 
friends Wells’ extensive facilities, and the methods of opera- 
tion and manufacture that have mode Wells Flooring ‘The 
Floor Layer’s Choice.” 


We believe you will find a tour through our plant an interest 
ing sidelight to your vacution. Coming or going, drop in on 
us; you're assured a friendly reception. 


J. W. WELLS LUMBER COMPANY 


RUIMA 
Montgomery, A S ean ‘ mae, Te 




















wall tiles on top of the cove. This 
new method eliminates shimming 
with wood. In addition, there is 
no slipping; the new “stay-flat”’ 
back stays in place. It is easy 
to cut, easy to align. This cove is 
used increasingly for drain and 
counter spaces, tile bath floors, 
and builders find that coved sur- 
faces in kitchen and bath add to 
sales appeal of the home. Write 
Pomona Tile Mfg. Co., Dept. AL, 
629-22 N. La Brea, Los Angeles 
36, Calif. 


Set of Bathroom Accessories 


A five-piece matched bathroom 
accessories set called “Gem-Glo,” 
is packaged in an attractive carton, 
and sold only as a set. To assist 
the retailer in selling the “Gem- 
Glo” set, an attractive display 
board for window or counter will 
be given to dealers. The board con- 





COUNTERBALANCED 


e lower cost 


ing 


Inexpensive 
make an excellent sell- 
point 


tains all five items. The “Gem- 
Glo” set, styled in modern fashion, 
is made of triple-plated high lus- 
trous chrome finish. All the fix- 
tures are one-piece solid cast, of 
the screw-on type, easily installed 
with a screwdriver. They are ex- 
tremely durable and are designed 
for simple, speedy cleaning. The 
packaged set consists of a soap 
dish, tumbler and toothbrush hold- 
er, paper holder with wood spring 
roller, 18” metal towel bar with 
pair of posts, 24” metal towel bar 
with pair of posts, and chromium 
plated screws for the entire set. 
A wall soap dish and grab bar 
combination is also available. For 
literature write Reliable Metal 
Novelty Company, Inc., Dept. AL, 
25 Elm Ave., Mount Vernon, N. Y. 


New Pocket-Type Door 


The Building Products Division 
of The American Welding and Man- 
ufacturing Company, announces the 
addition of a slide-away door and 
frame unit to its line of products 
for home builders. The new peck- 
et-type door, because it can be 
made to disappear at a finger 
touch into a wall recess, is offered 
as the most practical and econom- 
ical means of making available 


more of the wall and floor areas 
of small rooms for furniture and 
other living requirements. Essen- 
tially a standard 2’6” or 2’8” Am- 
weld steel door with hanger hard- 
ware added, plus frame of heavy 
gauge steel channel with wood core 
for easy installation, the new dis- 
appearing unit is reported to have 
the same quality and appearance 
as the regular flush and sliding 
closet types of door built by Amer- 
ican Welding. Doors and framing 
units are available with baked-on 
prime coat with a choice of finger 
pulls or latch sets and colors. Write 
American Welding and Manufactur- 
ing Company, Dept. AL, 320 Dietz 
Road, Warren, Ohio. 


Manufacturers and Wholesalers of 


windows 


when they're 


e installed faster 


hung with Pullman Sash 


WOODEN FENCES 


We manufacture and sell 
all types of wooden 
fences. Rusticraft Fences 
are the choice of discrim- 
inating home owners 
everywhere—this means 
more sales, better profits 
for you. Lumberyards all 
over the country buy 
wholesale direct from us. 


Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
homes, schools, hospitals 
—all kinds of commercial 


and industrial buildings. 
Never Needs The Pullman method per- 


Adjusting mits quick installation (10 
e to 15 minutes per window), 
uniform mortise size— 
wide scope in window de- 
sign, maximum light area. 
Write today for full specs: 
Pullman Manufacturing 
Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 





* for better styling 


Engineered Balancing Manvfacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 
FENCES 

@ WOVEN CzDAR 
PICKET FENCES 

@ ENGLISH HURDLE 
FENCES 

@ POST AND RAIL 
FENCES 


Now Nearing 70 Years 
of Like-New Performance 


LIFETIME GUARANTEE 


Pullman Sash Balances against 
taped coieaentipts ween to beth o 
the building in which they're installed. 


y | LI. 4 i \K Ar, a “Rusticratt FENCE CO 


DAVID TENDLER- Est. 1918: 12 KING RO, MALVERM, PA. 





Write for Booklet & Prices 
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WHOLESALE DISTRIBUTOR. 


OF 
His 


pee 24 ; 
Fumber Product 
SPECIALIZING IN 
“DOUGLAS FIR 
FOR DEALER PROFIT FEATURES 
> REDW 0 OD Quick turn-over through popular demand by architects, 
builders and consumers. Low inventory with just three sizes 
serving 75% of all requirements. Prompt delivery from a 
complete line of stock sizes and styles to fit every need. Low 


cost handling because each window is factory assembled 
for easy storage and one-delivery to the job. 















Send Coupon for Dealer Information. 


GATE CifY SASH & DOOR CO 








: < a : 
: ' “Wood Window Craftsmen Since 1910” AL-5 + 
P.O. Box 901, Fort Lauderdale, Florida | 
® ® Please send complete information for dealers in 1 
; Gate City Awning Windows i 
GENERAL OFFICE RN Gane eee je eae 
8 4a Michigan Ave., Chicago 3, Ill. a ‘ 1" ae a 4 
I 





Telephone RAndolph 6-0540 A ae ge gaia 


in Gib Ghk tes Ga ait ap am Gn ere anes ene én abel 
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CONSUMERS CRACK FILLER 


(COLO WATER PUTTY) 


‘ae For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement 
A “best seller” because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it's put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 





ded, ed, p or 

@ No waste—mix with water only as 
needed 

Packed in 1, 5 Ib. cartons; also 25, 50, and 
100 Ib. drums. 


Try it yourself. Find out why easier, faster re- 
pairs can mean easier, faster sales. Order from 
your wholesoler, or direct from us 


Another "Product of Merit’’’ by Consumers 








CONSUMERS GLUE CO 








ASBESTOS 
SIDING 





Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(.082) in 1”, 1%", 15s", 1%" lengths. 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. FF 


160 Clay Street & f 
Brooklyn 22, N. Y. Li: 
Established 1850 Lisseexeun 














New Radiai Arm Machine 


DeWalt Inc., subsidiary of Amer- 
ican Machine & Foundry Co., is 
now in production of a new DeWalt 
radial arm machine known as the 
model GA. This new member of the 
DeWalt radial arm line replaces a 
previous model, the GR, which is 
no longer being produced. Princi- 
pal changes in the new model are 
a radial arm which is 1144” longer 
and a roller head carriage, support- 
ing the overhead cutting member, 
which now rides on eight bearings 
as compared to only four in the 
earlier model. Four of the grease- 
packed, double row ball bearings 
are set at a 90° vertical plane to 
absorb the extra upward thrust 
from rafter notching, compound 
angle cutting, etc. The other four 
bearings are set at a 45° plane to 
absorb the side thrust created 
through normal sawing action. 
Each of the eight bearings has a 
full 11/16” wide surface contact 
with the carefully machined track 
on which it rides. All are pre- 
loaded double row type bearings to 
reduce rolling friction. Write De- 
Walt, Dept. AL, Lancaster, Penna. 








Luster Sealed Locks Available 

Luster Sealed aluminum locks 
are now available for delivery 
throughout the country, it is an- 





nounced by Schlage Lock Company. 
For the past few years, due to ma- 
terial shortages, these non-tarnish- 
ing, non-corroding locks have been 
made available only for use in lo- 
cations where severe weather con- 
ditions destroy the finish of other 
metals, such as on shipboard and 
in semi-tropic areas. Luster Seal- 
ing is not a _ plating process. 
Through electrolytic action the 
aluminum is given a_ glass-hard 
surface that will never tarnish or 
rust and never needs polishing. 
Schlage is announcing the avail- 
ability of these rugged locks to 
the trade through full page color 
advertisements in 10 national pub- 
lications. Schlage also has avail- 
able to dealers special displays and 
descriptive folders that will help 
sell this non-tarnishing lock. Write 
Schlage Lock Company, Dept. AL, 
2201 Bayshore Blvd., San Francis- 
co, Calif. 








Adds Colonial Door Hardware 


With the addition of a complete 
line of colonial door hardware in 
three beautiful finishes to match 
Amerock colonial cabinet hardware, 
Amerock announces a_ complete 
colonial line for any size cabinet or 
door installation. The new Amerock 
colonial door hardware line includes 
thumb latches, 14” and 18” strap 
hinges, butt hinges, hinge straps, 
and an extra large cupboard latch. 
All items carry out the authentic 
“heart” pattern which is the most 
popular of the Early American de- 
signs. The same three matching 
finishes are available in both the 
door hardware and cabinet hard- 
ware lines—colonial old weathered 
black, antique copper, and Swedish 
iron. -Actual mounted samples of 
the new colonial door hardware 
items in various finishes are shown 
on the Amerock No. 1645 DO Dis- 
play. A new catalog display card 
(No. 1646) shows prices and full 
size illustrations of the items 
against a natural wood background. 
Write American Cabinet Hardware 
Corp., Dept. AL, Rockford, Tl. 
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1. Removable Sash 
2. Invisible Balances 
3. Built-in Weatherstrip* 


Now youcan boost spring sales by promoting America’s 
best selling wood window unit—-MALT-A-MASTER. 

Here’s a unit with the RIGHT COMBINATION of fea- 
tures: removable sash... *aluminum and foam rubber 
weatherstrip ... invisible balances. Features every 
home buyer seeks. MALT-A-MASTER is a BEST SELLER for 
you because it’s a BEST BUY for your customers. Check 
your stock now so that you won't have to disappoint 
any of your customers during the busy building season 
just ahead. 


Makt-a-Mastar 


wood window units 
















Removable sash makes 


windows easy to wash 
- easy to paint. 






MANUFACTURING COMPANY 
MALTA, OHIO 


Supreme Quality Member of the 
Since 1901 Ponderosa Pine Woodwork Assn. and the N. WMA 
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IDAHO WHITE PINE 


SF 


of woods 


from the WESTERN 
PINE 
REGION 


Genuine White Pine. Straight-grained, soft 
and even-textured, cuts and works easily 
and accurately with hand or machine tools, ideal 
for exteriors and interior trim, siding, paneling, 
fine cabinetwork. Takes and holds paints, enam- 
els, other finishes beautifully. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, buiiders, 
architects and wood users have found them 
dependable and best for many construction uses. 


‘ THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free 

illustrated book about 
Idaho White Pine. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 
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“See It Saw” Campaign 


Substantial price reductions on 
its complete line of DO-101 chain 
saws have been announced by 
Henry Disston & Sons, Inc., 113- 
year-old manufacturer of saws, 
tools, and special alloy steels. An 
across-the-board reduction has 
been applied to each saw in the 
DO-101 line. Now dealers can 
show the DO-101 in operation and 
demonstrate its cutting qualities 
on the toughest timber in Diss- 
ton’s current “See It Saw’ cam- 
paign. Write Henry Disston & 
Sons, Inc., Dept. AL, Philadelphia, 


( My (hui 


COLOR < 


New Kem-Tone Color Inserts 


Color Companion Inserts featur- 
ing the four new colors recently 
added to the Super Kem-Tone line 
pf paints are now being supplied to 
every one who purchased the re- 
cently - issued Sherwin - Williams 
Style Guide and Color Companion. 
The inserts spotlight the following 
new colors: Flamingo, Sandalwood, 
Caprice Yellow and Ramonh Green. 
As with all colors in the Style 
Guide and Color Companion, four 
“go-together” colors are displayed 
with each of the new colors. This 
makes it possible for customers to 


see at a glance correctly styled 
color harmonies. Addition of the 
four new colors increases to 20 the 
number of ready-mixed colors (plus 
two whites) available in Super 
Kem-Tone. Matching shades of 
these new colors are also avaiiable 
in Kem-Glo, the companion enamel 
that is color-matched to Super 
Kem-Tone. Write The Sherwin-Wil- 
liams Co., Dept AL, Cleveland 1, 
Ohio. 


New Skil Homebuilders Saw 


Skil Corporation has announced 
a new heavy-duty portable electric 
saw at a low price. The new Skil 
Homebuilders 71/,” saw, Model 687, 
is a professional type saw designed 
for carpenters, contractors, home- 
owners, farmers, maintenance and 
repair men. The saw features a 
powerful universal motor, ball and 
needle roller bearing construction, 
overhead type handle for easy one- 
hand control, built-in rip fence, and 
automatic telescoping blade guard 
with retracting handle. It is com- 
pletely adjustable for depth of cut 
from 1/16” to 23%” and for bevel 
cutting up to 45°. Depth of cut is 
regulated at one point by use of a 
new lever-type clamp which per- 
mits quicker, more positive adjust- 
ment. Weighing only 1314 pounds, 
the Model 687 is ideal for all fram- 
ing on home construction. It cuts 
2” dressed lumber at 45° and cross 
cuts 2” rough lumber. The high 


speed of 5000 r.p.m. makes it suit- 
able for cutting and scoring con- 
crete, cement block, stone, metal 
and composition materials. Write 
Skil Corporation, Dept. AL, 5033 
Elston Ave., Chicago 30, Il. 


Carey stone 


CORRUGATED ASBESTOS-CEMENT 


ROOFING soo SIDING 


Philip Carey Manual 

The Philip Carey Mfg. Company 
has just completed an 82-page 
manual giving complete data and 
specifications for Careystone Cor- 
rugated Asbestos-Cement roofing 
and siding. Included are numerous 
drawings and photographs show- 
ing exact method of application 
and erection. Application recom- 
mendations, shipping and crating 
information, suggested specifica- 
tions and suggestions to users as 
well as information for estimating 
quantities are incorporated. A de- 
scription of the Carey estimating 
service and engineering service can 
also be found in this complete man- 
ual. Additions and changes in spec- 
ifications will be provided all hold- 
ers of the manual to keep the 
book up-to-date. A copy is avail- 
able to those concerned with speci- 
fying and erecting the product. The 
price is 50¢ each. Write The Philip 
Carey Mfg. Company, Dept. AL, 
Lockland, Cincinnati 15, Ohio. 








Twin HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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NAMES IN THE NEWS 
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DIVISION MANAGERS, SALESMEN and headquarters personnel who attend- 
ed the recent 1953 Marlite Sales Conference held at Dover, Ohio. 


Introduced to “Lucky Seven” Plan 


One of the highlights of the Marsh 
Wall Products conference was the 
introduction of the “Lucky Seven 
Profit Plan’—a new dealer-whole- 
saler sales promotion and merchan- 
dising package designed to tap the 
vast residential and commercial re- 
modeling market for Marlite plastic- 
finished wall and ceiling panels. 

Two sessions were devoted to the 
presentation of successful sales tech- 
niques using the new “Lucky Seven” 
plan. This promotion includes an 
installation sound slide film, “The 
A B C’s of a Marlite Installation”; 
point-of-sale material; four-color 
literature; the E-Z Quote Plan for 


Weyerhaeuser Cited for 
Distinguished Advertising 


Weyerhaeuser Timber Company. 
Tacoma, Wash., was named one of 
the top winners of the Saturday Re- 
view of Literature’s first annual 
awards for distinguished advertising 
in the public interest. 

Competing with more than 200 
campaigns, Weyerhaeuser's full-color 
advertisements depicting Pacific 
Northwest tree farms won fourth 
place. These timber company ads 
have been placed monthly in three 
nationally-circulated magazines for 
more than a year. 

Announcing the awards, the Satur- 
day Review explained: “It is our 
purpose to recognize, annually. those 
national advertisements which best 
serve the public interest, and which 
most searchingly document the con- 
tinuing miracle of America.” 

The Saturday Review's jury was 
made up of 27 leading educators, ed- 
itors, and publishers, public opinion 
analysts and advertising executives. 


Fire Levels Lumber Concern 


The James T. Young, Inc., lumber 
and millwork establishment in Wa- 
terviiet, N.Y., was practically leveled 
by fire March 11. The Young con- 
cern had 10 buildings on the site 
All but one, a display structure, 
were razed. Extent of the damage 
was not estimated immediately. 
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easy estimating; newspaper ad mats; 
radio and television spots; theater 
playlets, and the national advert 
ing and publicity program. 

A special showing at a downtown 
theater introduced the new Marlite 
movie playlets and TV spots. Skits, 
dramatizing the right and wrong 
way to use the material, presented 
the remainder of the advertising and 
sales promotion story. 

The Marsh salesmen are now pre- 
senting the new “Lucky Seven 
Profit Plan” to wholesalers and deal- 
ers throughout the U. S., to help 
them sell the spring remodeling 
market. 


Celotex Wins Each Year 
Since 1949 


For the fourth consecutive year, 
The Celotex Corporation was voted 
Best of Industry winner in the 1952 
competition of the Direct Mail Ad- 
vertising Association. 

Gates Ferguson (right), advertis- 
ing director of 'The Celotex Corpora- 
tion, and John Hash. assistant direc- 
tor, posed for the above photograph 
shortly after receiving the award for 
the all-around excellence of the Celo- 
tex direct-mail advertising campaign 
and results achieved. 

The prize-winning Celotex entry, 
including brochures, booklets, fold- 
ers and enclosures which have been 
widely acclaimed by architects, con- 
tractors, builders and building ma- 
terials dealers. are featured in a 
DMAA exhibit touring the United 
States and Canada. 


Formal Opening — Renuart 


Lumber Yards, Miami 


Renuart Lumber Yards, Inc., Mi- 
ami, Fla., recently held the formal 
opening of its new yard, hardware 
and paint store at 16160 Biscayne 
Boulevard. Lucien L. Renuart, vice- 
president, reported the company 
erected a temporary structure on 
the same site two years ago, but the 
overwhelming response from home- 
owners in North Dade County ne- 
cessitated larger quarters. Mr. 
Renuart said it was the company’s 
policy, ever since the start of the 
first yard in 1923, to give the best 
possible service. 

The yard and store, located on 
U.S. Highway 1, will be in charge 
of Elam E. Henderson, branch man- 
ager, with M. W. Daniels and George 
Holahan as salesmen. 


Martin Millwork in 25th Year 


The Martin Millwork Company of 
Raleigh, N.C., is in its 25th year 
of operations. The company occu- 
pies seven large buildings. covering 
land that normally would measure 
two city blocks. Martin Millwork 
specializes in what is called “fancy” 
millwork; that is. it does work made 
to order for special needs. Wood 
used comes from all parts of the 
United States. but some of the fan- 
cier woods are imported. Although a 
large part of the work is done on an 
assembly line and mass production 
basis, a great deal of the items man- 
ufactured must still be created by 
the hands of expert craftsmen. 

W. D. Martin. Sr., is president of 
Martin Millwork Company. Other 
officers of the firm are W. D. (Bill) 
Martin, Jr., vice-president and R. T. 
Newcome, who has been with the 
company 22 years. 


SSirco Opens New Warehouse 


Southern States Iron Roofing Com- 
pany’s plan to cover the South with 
convenient distribution points, neared 
completion with the recent open- 
ing of a new warehouse in Jackson- 
ville. This is the sixteenth in a 
series of wholesale warehouses es- 
tablished by that firm to serve the 
southern building material dealer. 
Leo D. Sheridan is manager of the 
new warehouse. 

In honor of the occasion, an all- 
day open house was held. Formal 
invitations were extended to lum- 
ber and building material dealers, 
roofing and sheet metal contractors 
architects, builders and business and 
civic leaders in the Jacksonville area. 
The company officials who came 
from the general offices in Savannah 
to attend the celebration included: 
Marvin Arnsdorff. advertising man- 
ager; Elmer S. Johnson, credit man- 
ager, and Jule E. Petris. products 
manager-building materials. A. J. 
Robertson. Orlando branch manager 
was also there. 

A special feature of the opening 
was a trade show, participated in by 
some 20 nationallv--nown manufac- 
turers who supply SSirco. 
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Evans’ policy will pay off for you whether you 
are a distributor, dealer, or user of Douglas Fir 
Plywood. Under this policy Evaneer sales are 
handled by recognized distributors — who can 
properly serve the specialized needs of dealers, 
and through them, the ultimate user. 


A SOLID BASE FOR 
PROFITS IN PLYWOOD 


1. Evans backs distributors ond dealers - 
aggresive merchandising and promotion material. 


i tvons, on Associate Member of the National 
Plywood Distributors Association, actively par- 


Ncipates in plans and programs to enhance th 
e 
eg the structure of the estab- 
ities 
: oo ban teoler method 





Evaneer from Evans’ own stands of timber, 
produced in Evans’ mills, shipped prompt 
ly and dependably has made “Evans” mean 
“a good source of supply” for all standard 
grades of Interior water-resistant and Ex- 
terior water-proof Douglas Fir Plywood. 
Evans Products Company, Western Divi- 
ston, Dept. S-5, Plymouth, Michigan 
Mills at Coos Bay, Ore.; Roseburg, Ore.; 
Vancouver, B.C. 
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DOUGLAS FIR PLYWOOD ond WOOD PRODUCTS Gia 
MEMBER + DOUGLAS FIR PLYWOOD ASSOCIATION m 
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Plexolite to Build New Plant 

Plexolite Corporation, manufactur- 
ers of translucent Fiberglas-Plastic 
decorative and structural panels, has 
announced plans to build a new fac- 
tory on a site recently purchased in 
the Los Angeles International Air- 
port district on Maple Avenue near 
Sepulveda Blvd., El Segundo, Calif. 

The new plant will have 30,000 
square feet of building, with rail- 
road siding and ample parking facil- 
ities. In addition to its present man- 
ufacturing process, Plexolite plans 
to produce its own Fiberglas mat as 
weil. The present home of Plexolite 
at 4223 W. Jefferson Blvd., Los An- 
geles, will be taken over by the 
Plexolite Sales Company, general 
distributors, providing greater facil- 
ities for warehousing, sales and tech- 
nical service 


Bruce Floorings at Kansas City 

Within three weeks after the Bruce 
warehouse at 25th and State Line, 
Kansas City, was destroyed by fire, 
District Sales Manager L. C. Myers 
announced resumption of business at 
a new address, E. L. Bruce Co., Inc., 
539 Westport Road, Kansas City Mo 

The new phorie number is LOgan 
3553 and the mail address remains 
P.O. Box 375. 

The customary line of Bruce 
Floorings is being handled at the 
new address which is even more 
convenient than the old 


Stereo Slides Show New Colors 


Melvin W. Searls (seated), assist- 
ant to the vice-president and staff 
manager of the building materials 
division of the Flintkote Company, 
looking over stereo slides of new 
colors in roofing shingles, being 
shown by Flintkote special represent- 
ative Russell Morrill. Three-dimen- 
sional color slides are in growing use 
in the building materials industry as 
a merchandising and sales tool. 


Barrett Acquires Quebec Plant 


The Barrett Division, Allied Chem- 
ical & Dye Corp., manufacturers of 
roofings, chemicals and road tars, 
announces that its subsidiary, The 
Barrett Company, Ltd., has acquired 
all the capital stock of Louiseville 
Pulp and Wallboard Mfg., Ltd., of 
Montreal and Louiseville, Quebec. 
The latter’s plant is located at 
Louiseville and produces insulation 
board for roofing and general build- 
ing purposes. 

R. L. Cammann, vice-president of 
Barrett Division, stated that having 
its own source of supply of insulation 
board will enable The Barrett Com- 
pany, Ltd., to improve its service to 
roofing customers. 


New Quaker State Metals 


Factory on Route 72 

The Quaker State Metals Com- 
pany of Mountville, Pa. (successor 
to New Holland Metals Company), 
manufacturer of aluminum sheeting 
and other building accessories, now 
has a new 20,900-square-foot factory 
on Route 72, Lancaster, Pa. 

The new plant consists of a main 
single-story building, with floor 
space. The structures have standard- 
ized Luria steel frames covered by 
corrugated aluminum sheeting. The 
main building is 200 feet long and 
has a clear span of 60 feet. There 
are no interior columns, thus per- 














your choice of a wood preservative. 


ree aoa information. 





Sealection Products Mfa. Co. 


KALAMAZOO T-7,"“MICHIGAN 


WOODLIFE 
WOOD PRESERVATION 


WOODLIFE...che original water repellent preservative... 
is making profits and friends for lumber dealers every- 
where. Because WOODLIFE protects against swelling, 
shrinking, warping and checking of wood, and guards 
against decay and termites, it pays big dividends in 
customer satisfaction. Paint lasts longer when applied 
over WOODLIFE - treated wood. Make WOODLIFE 


To better serve your customers, install 
ao WOODLIFE treating tank. See your 


nearest jobber or write us for complete 


y 





THE 


PREFERRED FOR OVER 50 YEARS 


Complete. 
quality saw logs from our 130,000 acres 
of choice timberland have combined to 
give Urania lumber and flooring a long- 
standing reputation for fine quality and 
manufacture. 

Put Uranio’s experience and continuous 
supply resources to work for you. You'll 
receive dependable lumber products and 
prompt, courteous service. 


Posts, Poles, Piling and Creosote 
Timbers Pressure Treated. 


URANIA LUMBER CO., 


Men 


modern facilities and good 





ny ay eS 


TD. 


Urania, Louisiana 


LUMBER MANUFACTURERS AND TREE FARMERS 
bers S.P.A P.1.B., S.H.P 
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For Your Own Use, and 
American Lumberman’s For Resale, insist on 


ADservice 


Gets Results! osass 
Here’s Proof... 2 CUTTERS 





"hee ADservice 
Go To Work For You, Too! 


ADservice is a practical plan of advertising aid for building prod 
ducts dealers that offers timely suggestions and a complete series 
of specially produced mat illustrations to help you prepare 
attractive, effective newspaper ads, direct mail, handbills and 
other printed material. 


Each ADservice features a home improvement project or seasonal 
dealer activity, such as a recreation room, attic expansion or a 
special drive on Spring merchandise. It can save you hundreds of 
dollars in ad preparation costs, permitting a larger share of your 
advertising budget to go into actual advertising space. 


Mats are readily used for any size advertisement, from one col- . 
umn to a full page. They are ideal for multi-item ads that are ] COUNTER 
now proving so successful with many dealers and may be com- ee 


bined easily with manufacturer’s materials. j pice ic 42 DISPLAY 


Put ADservice to work for you today. Fill in coupon below! 


Each dozen FLETCHER 
Glass Cutters is packed 


) in an. attracti ° 
AMERICAN LUMBERMAN ; ac -, four 
139 N. Clark St., Chicago 2, Il. ; color counter display. 


Please send me complete information on your ADservise mart series. 


‘iil Write for literature on the new FLETCHER Putty Knives 








and Wall Scrapers. They're Tops! 
COMPANY 


Hid ee te FLETCHER-TERRY CO. 


_ 647 South Street Forestville, Conn. 
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mitting maximum use of available 
space for production and storage 
‘Lhe eave height is 20 feet. 

Two of the lean-to buildings meas- 
ure 20x200 ft. each, while tne third 
measures 15x60 ft. 

A 25-foot-wide canopy extends for 
80 feet down one side of the main 
edifice. 


More Western White Spruce 


The Western White Spruce Lum- 
ber Company, shippers of Western 
White Spruce exclusively, recently 
acquired through government auc- 
tion a timber stand of 40 million 
feet of spruce. The Western White 


Spruce Lumber Company is a wholly 
owned subsidiary of the Inland Lum- 
ber Company of Chicago who also 

own and operate the David Wilson 
Reynolds Metals Announces Lumber Company at Burns Lake, 
Paint Market Assignments IP pe — 

Reynolds Metals Company, through 
its general sales office in Louisville, 
Ky., has announced the appointment 
of two men to head up the Paint 
Market division of the firm’s sales 
organization. 

Douglas McKellar has been named 
manager, Paint Market Sales, and 
Edward F. Reilly, assistant man- 
ager of the paint sales division. 
Among their duties will be national 
promotion of “Liquid Aluminum,” 
the aluminum paint being made by 
leading manufacturers with pig- 
ments supplied by Reynolds. “Liquid 
Aluminum” is being marketed with 
the greatest promotional and ad- 
vertising campaign ever put behind 
a single paint. 

Mr. McKellar was formerly em- 
ployed in chemical pigment sales by 
the Kentucky Color and Chemical 
Company, Louisville. Mr. Reilly 
joined Reynolds in 1940, and has 
been actively engaged in paint mar- 
ket sales work for the past several 
years. 


Simple Tools Used 

With Kimberly-Clark’s do-it-your- 
self “kit” within his reach, this home- 
owner finds it easy to insulate for 
year-round comfort. His materials 
are the reflective Kimsul fiber blan- 
ket with aluminum foil cover, and 
accompanying fiber strips for end 
attachment. His tools are a rapid- 
action stapler, replacing a hammer, 
and shears for cutting needed 
lengths. Note guide marks stamped 
on blanket edges Illustrated in- 


Garages! Garages! 


Be sure and see the special editorial 
section on garages in the next issue of 
structions tell the homeowner where American Lumberman. Special dealer 
and how to install the blanket be- articles will tell you about special ser- 
tween framing for protection against vices dealers are offering garage cus- 
temperature extremes and _ winter tomers; the pickup in the pre-packaged 
condensation damage. garage sales. 





PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


cnn 


rill 
E 











CALIFORNIA 




















Utilize those odds and ends of lumber. They'll pay their way 

with profits to boot if you make pickets out of them! The 

Schubert Picket Maker points 200 to 250 158” to 35” width pickets 

per hour with planer-smooth finish. No sanding required. Adjusts to cut any 

degree of sharpness or bluntness of picket point. Light enough to carry to 

stockpile—38 Ibs.—yet strong and durable for year after year use. 24” high. 

30” handle provides easy leverage. Anyone can operate. Seven day delivery. 
Send today for literature! 


SCHUBERT 


PICKET CUTTER 


Net Price only $52.50: f.0.b. Wilmette, Illinois 


H.A. SCHU BERT af o Machinists 


1212 Washington Ave. Wilmette, Illinois 
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HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE e BIRCH e 
STRIP e 

and 
HERRINGBONE 


FLOORING 


BEECH e 
BLOCK 


OAK 


® 
GRADED SAWDUST 
~ 
High Grade Northern Hardwoods 
° 
Custom Kiln Drying 
e 


Members: M. F.M. A. N. H.-L. A. N.H.& HMA 


OCONTO, WISCONSIN 

















McCloud Lumber C 


Executive Office 







900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 


The McCloud River Lumber Co, 
McCloud, Calif. 





WESTERN 
SOFTWOODS 


PONDEROSA PINE 
SUGAR (Genvine White) PINE 
DOUGLAS FIR, WHITE FIR 


- rr) 
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THEY’LL 


Cell 


IF YOU'LL 


Tell 


THESE 
FACTS... 


+ LEAD-SEAL sess more need on 


down the shank, When the nail is driven, the 
hole around the nail is plugged with lead 
and the break in the galvanizing is completely 
covered, to form a perfect double seal. 


: *TRIPLE-LOCK 
DRIVE SCREW SHANK — Se%3orsthéc 


through the sheet, the sheet 

springs back over the bump 

. makes the nail turn and hold like a —this effectively prevents 

screw, It holds with a powerful, unyielding the nail from working ovt, 
grip. Threads are deep and sharp be- 

couse they are formed after galvanizing. 


yy At * 











The nail, lead and sheet are 
solidly locked together. 


For Galvanized and Aluminum Roofing 


What an advantage it is to offer a nail thac has everything—a nail 
which sells itself on the strength of its own qualities—-a nail around 
which you can wrap a real sales story. 


You can’t lose when you offer Deniston Triple-Lock Lead-Seal 
Roofing Nails. Get the facts and tell the facts. 





The DENISTON COMPANY 

49th and So. Western Avenue, Chicago 9, Illinois 

Please send me without cost 

(_] Directions Booklet [—] Complete price information 
|_] Pallet and other type nails 








Name__ ee re eS 
| Address edocs . 
| City —_Lone_____State . 
| 
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E. B. Moline Opens Offices 

E. B. Moline has opened offices at 
945 Henry Building, Seattle 1, Wash. 
He is conducting a wholesale and 
commission lumber business under 
his own name. For the past 11 years 
Mr. Moline has been in the same busi- 
ness with the J. F. Sharp Lumber 
Co., Seattle. Before joining the Sharp 
organization, he was sales manager 
for eight and a half years at the 
Mumby Lumber & Shingle Co., Ma- 
lone, Wash. 


Weyler Joins Southern Pacific 

Herbert E. Weyler, formerly pres- 
ident of The Santa Barbara Mill and 
Lumber Co., recently announced his 
association with Southern Pacific 
Milling Company, Santa Barbara, 
Calif. The firm has been established 
since 1885. 


COMPANIES ANNOUNCE 


©. Hager & Sons Hinge Manufac- 
turing Company, St. Louis, Mo. has 
announced the addition of Gerard F. 
Sheehan to its expanding eastern 
sales staff. Mr. Sheehan now covers 
the states of Pennylvania and Dela- 
ware, as well as southern New Jersey. 
and gives all the Hager accounts in 
this territory greater personalized 
service. Mr. Sheehan makes his head- 
quarters at 4707 Windsor St., Phila- 
delphia. 

Edmond P. Severs, vice-president 
in charge of sales, Continental Steel 
Corporation, Kokomo, Ind., recently 


announced two new appointments in 
the sales department. Howard C. 
Williams, sales manager of the 
Sheet Division, is elevated to gen- 
eral sales manager. F. A. Lewis, 
sales manager of Chain Link and 
Ornamental Fenee Division, is ad- 
vanced to sales manager of the Mer- 
chant Trade Division. 


Protection Products Manufactur- 
ing Co., Kalamazoo, Mich., manu- 
facturers of Woodlife and other pre- 
servatives and water repellents, an- 
nounces the appointment of James 
S. Bradshaw as head of the engi- 
neering department. Mr. Bradshaw 
will direct the company’s expanded 
act vities in the Dri-Vac process of 
vacuum preservation of wood. The 
research staff of the company has 
also been enlarged by the addition 
of James S. Knauss, a graduate 
chemist. 


Clay Hendricks has been appointed 
to fill the position of district man- 
ager of the Chicago area for DeWalt 
Inc., subsidiary of American Machine 
& Foundry Co., and makers of a com- 
plete line of power cutting tools. In 
1950 Mr. Hendricks formed the Hen- 
dricks Equipment Co., in Bakersfield, 
Calif. This company handled all prin- 
cipal makes of power tools, with 
DeWalt as its main line. Early in 
1952 he sold the Hendricks Equip- 
ment Company to become assistant 
district manager to W. H. Dudley 
who covers southern California and 
Arizona for the DeWalt firm. Both 
Dudley and Hendricks are familiar 
figures on the west coast by virtue of 


eS tds see eer 


their popular television show “Make 
It Yourself,” in which Dudley plays 
the part of “Doc” and Hendricks the 
part of “Hobby Jim.” The 15-minute 
“live” show has over 100,000 viewers 
who watch the two men make furni- 
ture and other household items on the 
DeWalt “Power Shop.” Mr. Hen- 
dricks has replaced Truman Jones in 
the Chicago position. In the future 
Mr. Jones will devote his time ex- 
clusively to government sales of De- 
Walt products. 





Expense Items? 

What are your major expense items? 
Are they larger or smaller than last 
year? Check your cost of doing busi- 
ness against the experience of Tennes- 
see dealers as just revealed by the 
Tennessee Building Material Assn., 
Robert O. Brownlee, secretary-manager. 
Look for this feature in the May 18 
issue of American Lumberman. 








Simple to install 


for years to come 


that save in your own production. . 
ing retail profits. 





HANDEE 
| SASH 
j BALANCE 


Saber Pa 


TIME, MONEY, TROUBLE 


Sell for on-the-job installation in pre-fab windows 
or use in your own stock frames! 


HANDEE SASH BALANCE is a better, 18 ga. 
metal balance that assures you greater ease of in- 
stallation, more profits from reduced labor costs. 
-in your shop or on the job — 
it saves time and work and will perform efficiently 


Economical, sturdy and silent, HANDEE SASH 24", 
BALANCE provides fingertip control for Double 8". A real pre- 
Hung Windows of all sizes, wood or metal. Avail- 
able for either side or overhead installation at prices 
. or give pleas- 


Write for factory-to-you price list. 
Send for glass framed weight chart. 


Associated Metal Products Co. 


Greenville, Michigan 





n¢ 








BUSS No. 41 PLANER 





PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


Savee A MEDIUM size, wedge-adjusted planer 


which is widely used in nearly all 
phases of the wood-working industry. 
c 7 A wi 


ot 





rolls, instantaneous mi- 
crometer control of 
pressure bar, shearing 
bar and other 
highly desirable 
features. Sturdy, 
semi-steel cast 
frame. Capacity: 
26" of 30" x 


cision, production 
machine at mod- 
erate price. Write 
for descriptive 
bulletin—No. 54. 








quipp | feed roll, sec- 
tional chip-breaker and four driven 
rolis which permit planing pieces of 
varying thickness without danger of 
kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 
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No better door 
aft any price! 


Style King is the better value, all wood flush door that’s 
tailored for handsome profits. Its beautiful 3-ply Birch faces 
concee! the finest construction features and materials on the 
market — making it an outstanding buy for your customers 
and an ovtstanding seller for you. No ‘‘cut-rate’ quality. 
Style King is guaranteed against defects. It's distributed by 
recognized wholesalers everywhere. 





let us send you full profitable dteails. Inquire today. 


STYLE KING DOOR CO., Inc. 


Detroit Office 
9946 GREENFIELD ROAD (27) 
VErmont 8-7047 





Sales Office and Plant 
Box 71 — MANSFIELD, OHIO 
Phone J-1096 


P.O 








BRAZILIAN PINE 


AIR DRIED — KILN DRIED 
WELL MANUFACTURED — GOOD TEXTURED 
SHIPSIDE OR CARLOAD 


Scientifically and uniformly kiln dried, core 
and shell to below 8% moisture content. 


APPALACHIAN LUMBER COMPANY 
Importers & Dealers in Foreign Woods 


7 Industrial Ave. Ridgefield Park N. J. 
HUbbard 7-5055 N.Y. LOngacre 3-5260 














in the service of 


LUMBERMEN 
Lumbermens “Maui iu 


Operating in New York state as 
Lumbermen’s Mutual Casvalty Company of Ililinols 
James S$. Kemper, chairman « H. G. Kemper, president 

Chicago 40 














@ Specialists in protection for the 
lumber industry. 
@ professional safety engineers. 
@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substantial dividends have been returned to policyholders since organization in 1912 





Get in on the swing to: 


CLEAN, 


easy-to-handle, 
profitable 


4 


Know the reasons why 
genuine Pressure 
Treated Wolmanized 
Lumber outsells the 
field two to one. Write 
for this free 

booklet 


American Lumber 
& Treating Co. 
1673 Mc Cormick Bidg., Chicage 4, Ill. 


Branch Offices in Boston, New York, Baltimore, 
Jacksonville, Fle., Little Rock, Ark., Los Angeles, 
Son Francisco and Portiend, Ore. 


aA 
\ vA; Wolmonized is @ registered trademork of 
= American Lumber & Treating Co 


‘How to Offer 
Low-Cost Housing! 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


. The ORIGINAL disappearin 
stairway — made for over 4 


2 


* 
= 


* 


. A real stairway—not a ladder. 


Seven well-engineered models 
—for every need. 


. Safety-designed in every de 





or 





GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
| and 2 column sizes. Also 
350 tie-in copy suggestions. 





Cartoons will get you more 
readers per advertising $. 


Write today for FREE proofs 
and complete information te: 


LIL-AD FEATURES, 


RFD 3, Sante Ana, Calif. 





eee ee 
“It’s a little run down—but you can see 
for yourself that the FLOOR is in good 








tail for your protection. 


. Suitable fer the finest homes— 
old and new. 


. Decrates from above and be 
jow. 
Full width treads—SAFE 
everyone, 

. ALL steps are of equal height. 

. Treads and stringers are made 
of Sitka Spruce. 


. Full door width provides am- 
ple access for large objects. 
ay Full length SAFE hand rail. 


- Accurate architectural design 
assures SAFE 





Ivailable on 


New Catalog! quick notice all modets— 


no “orp 

Wlustrates and describes - Doors made of White Pine and Fir in twe- 
complete line of seven Bess- panel and flush types; hardwood doors in 
ler Disappearing Stoirway 


flush type only. 
Models to meet all your . Tailor-made for all heights—no short or tong 
needs. This new catalog steps. mS 
should be in your files for 17. Sanerede bd sd dally 
ready refezence — write for 18. IMMEDIATE DELIVERY! 
your copy now! 19. Meets all building eodes. 


The Bessler Disappearing Stairway Co. 
1900 East Market $t., Akron 5, Ohio 
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Answers to What's Your Answer? 

Stop! See questions on Page 102. 

1. Baldwin-Hill Co., Trenton, N. J. 
See ad p. 31. 

2. A new paint roller with a snap- 
on cover lock. See ad p. 38 

3. The Merner Lumber Co., Palo 
Alto. See their power tool demon- 
stration, p. 46-48. 
Nassau-Suffolk Lumber & Supply 
Co., p. 58. 
Spending still more money on ad- 
vertising and keeping night hours, 
etc. See Your Profit Making 
Forum, p. 96. 
Sixteen million. See ad p. 3. 
Tarter, Webster & Johnson Inc. 
See ad p. 8. 
Possibly no effect 
Briefs, p. 9. 
Libbey-Owens-Ford’s easy to cut 
window glass. See ad p. 28. 

. Wrought iron table legs for the 

do-it-yourself market. See ad 
p. 48. 


. But see News 





EVERY MEMBER OF THE FAMILY 
USES TOOLS 


(continued from page 39) 





as a stimulant for added tool sales. 

Manufacturers of building ma- 
terials are the silent salesmen who 
are working for you and creating 
expanded markets for tools. They 
help you with national advertising 


and new, step-by-step literature for 
“Do It Yourself’? home improve- 
ments. When a manufacturer sells 
a “project” idea to a home owner 
it almost always follows that ad- 
ditional tools are purchased. 

Selling tools is profitable in itself 
but the repeat business created by 
a well-equipped home workshop for 
all building materials is frequently 
overlooked. A newly purchased 
power saw, for example, may in- 
spire a handyman to tackle a com- 
plete attic expansion project which 
will require $400 or $500 worth of 
building materials. A new set of 
chisels, again, might suggest a 
modern, expandible dining room 
table and the bill of materials 
would call for quality woods that 
carry a high profit return. 

Selling building materials as a 
“package” is generally accepted as 
good dealer merchandising today. 
We sell the completed garage, 
amusement room or expanded attic 
and then follow through by men- 
tioning the products required to 
do the actual job. Tools, too, are 
readily sold in “packages” on the 
monthly payment plan. A tool 
chest complete with basic tools and 
a work bench, for example, makes 
a profitable unit sale. The new 
combination woodworking power 


tools are essentially ‘“pre-pack- 
aged” for the dealer and greatly 
expand the market for power tools 
because they are compact enough 
for even the smallest home. 





WHY | BELIEVE IN PROFIT SHARING 


(continued from page 56) 





exploit management. 

That is why I bring the profit 
on an oil lease and the rent from 
the store into the picture. If my 
employes hadn’t helped me, I 
wouldn’t have had the time or 
the original investment for these 
ventures. 

Again, some people may say 
that this is babying or pampering, 
but it isn’t. That thinking must 
be dispelled if one is to grasp the 
fundamental, basic philosophy of 
profit sharing. The theme is 
teamwork and working together. 
As they say, the proof of the pud- 
ding is in the eating. We have 
had a profitable business operat- 
ing with the profit-sharing plan 
and normally the atmosphere 
around our place of business and 
between employes and myself is 
pleasant and affable. 

Consequently, I am convinced 
that profit-sharing works. 








PROFITS fo for YOU! 


English Type 
RAIL and HURDLE 


FENCE 


"YOU SELL FENCE 
We Carry Inventory 


Will ship, in your name, from 
our Yards in Toledo and 
Jest Virginia 








“ROLLEZY"—Model 326 Overhead Door [illustrated above) is now 
to 16° x 7’, 
quality easy operating, low priced door that will win trade and hold 


made in 32 standard sizes from 8 x 6' 6" 


it for you. 

“GLIDEOVER"—Made in a wide range 
from 8' x 7’ to 24' x 24', which enables 
you to meet all residential and com 
mercial requirements. 


“AUTOMATIC DOORMAN” — The 


of overhead models and sizes 


®@ Sawhorse Trestles 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 





Here's a top 


_SUGAR & WESTERN 
PINE AGENCY, 


INC. 
#.] MONTGOMERY ST. 


SAN FRANCISCO, CALIFORNIA 
SUG 50° 


Shop 


California Ponderosa Pine 
Sn ant Cut Stock 


© Scaffold Brackets 

@ Roof Brackets 

@ Folding Ladder 
Brackets 

@ Farm Building 
Hardware and 
Specialties 

Ask for Bulletin ALG 53 

WAGNER MANUFACTURING COMPANY 


te oe eo oe) 1'OWA ui s.A 


magic push button electric operator for 
opening and closing ANY make or type 
of sectional overhead garage door and 
most makes and types of one-piece 
doors. 


Pattern 


Ask for Garage Door Bulletin 53 AL 
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KIRBY | 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose” 
HOUSTON, TEXAS 


KIRBY BUILDING 









“Is It as Good as Kirby's?” 




















TROWELS 
_ FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


“Quality with fconomy” 


CARPENTER SQUARES 
AMERICA’S FIRST 
with 
CRAFTSMEN 
FOR EVERY USE 









NICHOLLS MANUFACTURING CO.,, OTTUMWA, IOWA U.S.A 














| Ready Lowber & Plywood Co. 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. 


PLYWOOD 


ROTARY CUT MAHOGANY | 

RIBBON GRAIN MAHOGANY | 

SEN WOOD + SHINA «BIRCH | 
DOOR PANELS 


= . ee —_ -_ 


3 TANNEWITZ 


for Swing Saws 


SAVES : 


30 Days Free Trial 










































puter. V vais 
GA UGE 





$30 to $50 A MONTH 
IN LUMBER AND LABOR 




















QROER NOW OR’ SEND FOR 
CIRCULAR 





TANNEWITZ WORKS 
GRAND RAPIDS 
MICHIGAN 
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Lumber Department 


BONNER 
MONTANA 


ANACONDA 
COPPER 


MINING COMPANY 






















LEVELALL 


FASTER THAN $100 ENGINEER INSTRUMENTS 









A sturdy instrument that can 
be left on the job for any work- 
man to use. Cannot be put out 
of adjustment and even with 
the most casual handiing its 
principle is so simple anyone 
can level points quickly and 
accurately. 


For footings, forms, Latter 
boards, sills, lintels, floors, ceil- 
ings, roads, driveways, lawns, 


general construction work nor- 
mally needing an expensive in- 
strument. 

1 qt. extra Level-Flo Liquid 
shipped with Deluxe Model only. 





———_ 


The New Improved 
Water Level 
For Simplest 

One Man Operation 

Anything you need level 
Levelall does it 

Deaier inquiries Invited 


piping, farm contouring and all | 


Complete with instructions, high 
quolity vinal polechloride tubing 
filled with Level-Flo Liquid, mount- 
ing brackets, and metal case. 


LEVELALL, 97F Webster St., Rockland, Mass 
75’ DeLuxe Leveloli @ $12.95 
Mail me 50° Levelall instruments @ $ 6.95 
you guarantee satisfaction of money bock 
upon retura of Leveloll wittin ten days 


Mail me 


Name 
Address 
City State 
Send COD. | will pay postman full pur- 
chose pice plus delivery chorge on arrival 
Full purchase price is enclosed. Send 


Zone 


postpaid. (Postage prepaid on orders in 


| USA. only) 





| 

















— 














Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge 82.00 





1 Time —10c per word fo: each insertion. 
Minimum charge of SUc per line. 

3 Times —9c per word tor each insertion. 
Minimum charge of 45c per line. 

& Times — 8c per word tor each insertion. 
Minimum charge of @0c per line. 

26 Times — 7c per word tor each insertion. 
Minimum charge of 35¢ per line. 

Por advertisements b box number count 
hve extra words. There are approximately 
5 words to a line and when less ae 








HELP WANTED 





LUMBER SALESMAN 
To handle sales to retail yards fer long es- 
tablished Chicago ojfice of large well known 
West Coast firm. Profit sharing basis that of- 
fers favorable income to producers. Address 
Box H-37, American Lumberman, Inc. 





HELP WANTED 
Experienced salesman for retail lumber yard 
in Chicago. Address Box H-38, American 
Lumberman, Inc. 





WANTED — MANAGER 
WHOLESALE BUILDING MATERIAL WARE- 
HOUSE recently organized in Chicago vicin- 
it All lines of building material. Prefer 

illwork experience. With or without in- 





or used, reguiar line rate is charged. — 
When answerng box b or aili 
copy for ads address them to: 


AMERICAN LUMBERMAN, 
138 N. Clark St., Chicago ss Ti. 





Address Box H-39, American Lum- 
berman, 


SITUATIONS WANTED 


19 years experience in all phases of the retail 
lumber field and I am interested in repre- 











HELP WANTED 


yy Fy BR JILLs — 
t to ‘or wil Joveiop 
sat We either — 5 





your wants. Con: 


HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 38, Dlinols 





Wanted 
Young and experienced man, in retail lumber 
and millwork business, to call on builders and 
ards in North Milwaukee area. ‘uali- 
ications, experience and 


expec’ 
Thiensville Lumber Company, Thiensville. Wis. 





RETAIL LUMBERMAN 
Southern Dealer wants to employ a man ex- 
perienced in handling applications , Title I 
and also Title I FHA Loans and who is also 
experienced in the sale cf Lumber and Build- 
ing Materials. Address Box H-20, American 
Lumberman, Inc. 





Wanted: Salesman to travel Northwest section 
of Illinois by well established millwork con- 
cern. Mig. stock and special millwork. A 
fine opportunity to party . State 


qualifying 
qualifications and past connections in your 


reply. Address Box H-21, 


American Lumber- 
man, Inc. 





Ral hi, t for Good County Seat Town in the 
iver Valley of Mi by I 

dent Operator. Good salary and liberal profit 
sharing arrangement. In replying give ex- 
perience, age, references, marital status and 
when available. Address Box H-22, American 
Lumberman, Inc. 








Wanted—Man bookkeeper 30 to 50 years old, 
with knowledge of retail } 


ti a variety of lines that lend themselves 
to this field in Southern and Central Wiscon- 
- 2 ddress Box G-46, American Lumberman, 
ne. 


EXPERIENCED SALESMAN AVAILABLE 
Por Direct Mill or Wholesale Lumber Co. Has 
gece following in Michigan and No. Ohio. Has 

est Coast Mill contacts, and can do buying 
also. Eastern Michigan resident—not afraid to 
travel—use own car—have large industrial 
—- Write Box G-48, American Lumber- 
man, Ine. 








Lumberman, 21 years same location. Manager 
10 years. Good sales volume. Box H-41, Amer- 
ican Lumberman, Inc. 





Wanted—Position as Sawmill and Planing Mill 
Superintendent. 20 ee experience and can 
produce the best also 

Address Box G-24, American Lumberman Inc. 


First Class Hardwood and Hemlock and White 
Pine Inspector desires 
or Michigan. Address Box G-25, American 
Lumberman, Inc. 


EXPERIENCED MILLWORE & LUMBER Sales- 
man now covering large chains, independents 
and manufacturers States Iowa, Minn., Wisc 
& N. Ml. available May 1. Interested t 














SALES REPRESENTATION 
WANTED 





Wanted—Sales Representatives to sell line of 
corner china cabinets and drawer cases to re- 
tail lumber yards. Write giving territory de- 
sired—Harris Products, Inc., Amherst, N.H. 





Wanted — Sales Representatives who are 
familiar with windows and who have a fol- 
lowing among Sash & Door Jobbers and Lum- 
ber Yards. Selling our Sash Balance to Unit 
Manufacturers will be very lucrative for you. 
State territory now traveled. Address Box H-40, 
American Lumberman, Inc. 





Large Lumber wholesalers with National dis- 
tribution and with buying offices in every 
major lumber producing area of U. S. and 
Canada, will grant selling arrangement in va- 
riovs territories (on attractive commission 
basis) to experienced lumber sales repre- 
sentatives who would appreciate a profitable 
working arrangement with an excellent source 
of supply for all species of Western, Eastern 
and Southern lumber at competitive prices. 


Write fully: Box G-43, Amercan Lumberman, 
Inc. 





WANTED — RAILS 





RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bidg., St. Louis 1, Mo. 





STEEL RAILS 
Any Sam Goer bw 


MIDWEST ST ° 
$18 Dryden St., Chat ep hro oan Ye. 
RAILS 


New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 
M. K. FRANK 





480 gt sae 
New = 


Park Bidgq. 
Pittsburgh, Pa. 
S. Lake St.. Reno, Nev. 





ing Wholesaler or others who would consider 
importation of Brazilian ‘Parana’ Pine. Have 
excellent following this item areas above. 
Please write: Ralph L. Smith, 2716 Kimball 
Ave., Kansas City, 


SALES REPRESENTATIVES 
AVAILABLE 





LUMBER & DIMENSION 
WANTED 


We will buy your distressed or rejected cars 
of lumber, millwork, or plywood. We will also 
take them in on a consignment basis. We 
have ample closed storage. The Sanford Lum- 
ber Co., 2831 Woodhill Rd., Cleveland 4, Ohio. 








MR. MANUFACTURER—Do you have a dis- 
tribution problem? Field Representative se!l- 
ing limited line to Jobbers and Dealers in 
Middle West desires one additional line. If 
you have a worthy product I have organized 
sales ian that can make money for you. 
Write x H-34, American Lumberman, Inc. 





salary and bonus, state experience, and ref- 
erences in own handwriting. Location Michi- 
= -population 100,000. Address Box G-45, 
merican Lumberman, Inc. 





2 EXPERIENCED LUMBERMEN 
lob *1 — Counter Selling. 
Job *2 — Estimating & Other work. 
Ideal working conditions and plenty of op 
tunity to go ahead with a well established 
and aggressive Retail Lumber Concern. An 
opportunity to bring up your family in one 
of the best and fastest growing communities 
in Michigan. Write FINGERLE LUMBER CO.. 
LUMBER CO., 617-715 S. Fifth Avenue, Ann 
Arbor, Michigan. 





NATIONAL SALES MANAGER 
Leading manufacturer needs experienced sales 
manager to take full responsibility for sales 
of building products division. Must have na- 
tional selling experience; be qualified to di- 
rect sales force. Salary open. Address Box 
H.43, American Lumberman, Inc. 





Wanted — Young experienced hardwood in- 
spector to assist in handling hardwood in 
combination concentration and retail lumber 
ard. Must submit references in letter to 
©. Box 6706, Dallas, Texas. 





Old established Millwork Manufacturer wants 
representative to call on Wholesale Distribu- 
tors in Michigan, Ohio, Indiana territory. 
Address Box H-36, American Lumberman, Inc. 
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A twenty-five year old agency, operating as 
an exclusive distributor for a nationally ad- 
vertised product in Chicago Metropolitan area, 
since its opening—anxicus to obtair additional 
line suitable to the retail lumber outlets, and 
industrial trade—dignified representation—ot- 
fice and warehousing facilities available— 
financially responsible. Address Box H-26, 
American L rman, Inc. 





New Jobber of building materials desires to 
represent manufacturers of asphalt roofing, 
steel products, hardwood plywoods, birch 
doors, and otner associated products. Ad- 
dress Box H-44, American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 








rot th 
berman, 





Established manu: yy competitively 
priced and quality line of fireplace dampers, 
ash dumps, cleanout doors, foundation ventila- 
tors and related has 

available. 





=> & oo 
lines. Address Box G-55, Rmovioun Lumber- 
man, Inc. 


BUSINESSES FOR SALE 





For Sale 


One mere yeni yellow pine lumber plant. 
All electric machinery. 

One unloading device that takes lumber off 
of trucks. 

One two saw trimmer. 

One good circle resaw. 

Canveyor chain—100 feet long. 

Lumber taken off conveyor chain stacked di- 
rectly on kiln track with transfer car to put 
lumber direct into dry kiln with a capacity 
of 40M feet. 

Delivered out of kiln to Logan rollers that 
deliver the lumber to the planer. 

One No. 406 Ball bearing planing machine 
with double profile in first class condition. 
We have dual power to pull this machine. 
You can use either that you prefer. 

One 200 h.p. Climax Engine run with butane 
or natural gas. Alsc steam power connected 
with ample power to pull whole rig with 72x18 
steam boiler which is located far enough from 
the t where there isn’t any danger of fire 
to planing mills. Connected to this boiler is 
one good Cunningham belt feed sawmill with 
2500 capacity. 30 acres of land owned in fee 
with houses for labor. 

Plenty of small mills that lumber can be 
bought from at reasonable price. 

Lots of timber availabie for sawmill at plant. 
This plant is exceptionally well located at 
Linden, Texas, on Highway 59 in the edge 
of city limits. 

City water, also plenty of spring water on 
premises. h pressure gas line running 
thru the premises. Plenty high voltage elec- 
tricity available. 


J. M. Hampton, Naples, Texas 


May 4, 1953, AMerRIcAN LUMBERMAN &% 




















BUSINESSES FOR SALE 


PROMPT SHIPMENT 





RICH TEXAS GULF COAST 


Well established lumber and building mate 
tials yard located between Houston —_ 
Corpus Christi, Texas. Annual sales 
$360,000.00. Inventory about $45,000.00. ioe 
modern office and plenty of shed space. Ad 
merican Lumberman, inc. 





dress Box G-29, A 





Boy, Oh Boy,—I want OUT—BAD 
Lumber Yard Priced for Quick Sale 


Twe acres of land = me any located > 
rich farming 
the main street of ee town with 500 ft. re 
} ry Trunk siding. Buildings are as follows: 
No. 1 34'x54° Two story oftice and show room 
building with forced hot air heat and fluor- 
escent lighting, built in 1949. 
No. 2 Double deck open lumber shed 24’x72‘ 
No. 3 Single deck open lumber shed ote of 
No. 4 Closed Lumber Shed 8*x64 
No. 5 Closed Lumber Shed Prt ty 
This yard has been in operation since 1937 
and does approximately $100,600 gross, cen 
be increased 50 per cent if worked. I mean 
business—my price is $10,500. Come and get 
it before I change my mind. 


Reply P. O. Box 561, Pontiac Michigan 








For Sale—Excellent Colorado Lumber Yard for 
sale in important city (not Denver). Going 
concern. Buy inventory and equipment, lease 
plant. ——— Box H-29, American Lumber- 
man, Inc. 





Lumber Yard—retail—established 40 years. 
Fully equipped. Best Chicago Northwest side 
location. New salesroom, lumber sheds and 
signs. Handling lete line 1 mill- 
work and all allied lines. Approximate in- 
ventory $30,000. Will sell or lease property. 
Reason for selling, owner has two yards. 
Cannot handle both. Address Box H-30, Amer- 
ican Lumberman, Inc. 








For Sale—Lumber Yard — Land — Buildings— 
Equipment — Trucks — Inventory. Fronts on 
well traveled highway in fast growing Cleve- 
land, Ohio. suburb. Good profit record — 
well arranged for low cost handling. Address 
Bex H-31, American Lumberman, Inc. 





FOR SALE—Well established profitable retail 
lumber yard, 100 miles southwest of Chicago. 
Located on major highway, goes business 
center of prosperous city of 25.000, in rich 
farm area. New modern pulldings and show 
rooms. Exceptional opportunity for right man 
—$20,000 will handle land and buildings plus 
inventory. ing sold account partnership 
dissolution. See this before you buy anything 
sag Address Box H-32, American Lmberman, 
ne 





2 — LUMBER & BUILDER SUPPLY YARDS, 
Northern Michigan's fastest growing resort 
area, building $4000 to $30,000 cottages. 1952 
gross sales $260,000. Increasing yearly. Net 
profit 6.1%. Illness forces sale. Price $89.750 
plus inventory. $49,750 plus inven. down. 
Bal. 1% per mo. Busiest season fust ahead. 
a auickly. Write or ph. 2561. KINSEL REAL. 
Y CO., Hough Lake, 








Lumberyard—two acres land, large building, 
trucks, saws, etc. Comolete operation $35.- 
000 plus inventory. $20,000.00 down, bal- 
ance easy terms. Gross sales now over $100.- 
000.00. Unlimited possibilities if field is 
worked. In Illinois near St. Louis. Address 
Box G-27, American Lumberman, Inc. 





For Sale: Small retail lumber yard in qood 
wheat and oil territory, northern Oklahoma. 
Old established yard, low investment, ideal 
for an individual who wants to be his own 
boss. Address Box H-42, American Lumber- 
man, Inc. 





FOR SALE: Yard in qood community in South 
East Nebraska. Good sheds and clean dry 
stock. Owner wishe« to retire. Address Box 
G-56. American Lumberman, Inc. 





SOUTHERN CALIFORNIA LUMBER CO. for 
Sale—Established over 50 years ago: three 
yards. Best reasons for selling: price reduced 
to $67,500 for the three yards; or ane 


Twohy Lumber Co. (Brokers), 714 W. . Olym- 
pie, Los Angeles 15. 


BuiL_p1nc Propucts MERCHANDISER 


Building Paper (36"—S00 sq. ft.) 
King Nails Bags—(larger opening) 
Twine (for tying lumber) 

Siding Corners (including % in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 

Adjustable Shelf Supports 

Sliding Door Hardware 

Wall Ties 

Area Walls 


HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, 0. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 
Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 

Your inquiries answered promptly. 

Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 


TWX EG 049 Tele. 5-3317 





AHOSKIE 
FABRICATION CO., INC. 
P. O. Box 188 Phone 3183 
AHOSKIE, NORTH CAROLINA 


yf C & Btr. KD Yellow Pine ooeh. 
1,000,000 ft. 2x6 RL Air Dried No. 2 Com. & 

Btr. Cypress S4S or S2SCM at $94.00 M’ FOB 
Ahoskie, N. C. Ready tor immediate shipment. 





Wes; Coast Kiln Dned D. F. jpdustnai Clears 
in all standard rough sizes. a sie shippec 
om guaranteed weights with inspection 
certificate, 
GASCADIAN COMP IN 
Box i2. Lugene, Oregon. ore, 6312 





QUICK SERVICE TO DEALERS 
CL or LCL Shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





FOR meng PALLETS, industrial crating 
t skids and similar 
Corinth 





roducts as us your inquiries. 
ardwoed Co., Bristol, Tenn. 





FOR SALE—Truck load lots LUMBER delivered 
from nearby Saw Mills to Chicago Area at 
carload prices: Hardwood Car Bracing 1x6-10° 
2x4-10’ 4x4-10’ 4x6-10' and up; 6x8’x8’ Sawed 
Oak Cross Ties; 7x9°’-9 to 16° Oak switch ties; 
Heavy Hardwood and Oak Timbers up to 
6x8"’x28'. New stock—year round production. 
JOHN BRENNAN LUMBER YARD, 5859 W. 
OGDEN AVE., CHICAGO, ILL. 


BOOKS FOR SALE 


90% OF THE RETAIL LUMBER DEALERS 
who have purchased the K-Way price book 
like it. It is loose-leaf, with 32 subject tabs, 
plus a general index of over 700 items, with 
provisions for additions. Form sheets are 
8'\4xll. The price is $25.00 On receipt of 
your check, we will forward for 5 days 
examination, and if for any reason after in- 
spection, you do not like the system, we 
will promptly refund your money upon re- 
turn of the book in good condition. 
came K-Way oes Finder 
©. Box 1102 
c/o et Lumber Co. 
Lima, Ohio 











MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write tor pnces and inicormatioa. 


THE MINNESOTA SPECIALTY CO., Inc. 
apols, Minn. 








Aavertusing Yardstucks 
roe 5 eed, $:504@8- Dame price gs l-coler. 
"lous f P t 


R. J. DUMONT CO. 
491 Stevens 5t.. Geneva, Ill, 








3 days shipment, billheads, statements, let- 
ter heads, 5S'2x842, 2M—$8.95, 4M—$15.25, 
postpaid. Free samples. Community Press, 
East Aurora, N. Y. 


Coal Chutes 
32 - New standard size coal chutes, close out 
at $3.50 each, FOB Farmville, Va. 
FARMVILLE MFG. CO., Inc. 
Parmville, Va. 


USED MACHINERY FOR SALE 


WE ARE CHANGING TO A 60x60" CARRIER 

and Lift Truck package and have the follow- 

ing 54x54 equipment for sale: 
Two Series 70 Model 6657 Ross Straddle 
Carriers, 54x54°', each with operator's cab 
and steering wheei guards ana fF — Con- 
tinental motor and Two Model 1€ HT Ross 
Lift Trucks with 24° lift, 54° forks, adjust- 
able side-shifting carriage, operator's guard 
with all standard equipment otherwise 
added. Models 1948 to 1950. 

Machi i lendid shape—now being used 

regularly, available because of our pace Bw 

of stacking package standards, 


HUSS LUMBER COMPANY 
2301 N. Racine Avenue, Chicago 14, Illinols 

















hi 


Closing out mill taini m listed 
below. Will sell all or any part fer below 
cost: 


Wysong Miles hollow chisel mortiser 5 H.P., 
Seon crive, can Sa used 16, 30, or 45 min- 
utes, one your, Ae areca as pyeaes $1,100.00 

Lea Mortiser and re er . 

Belt GriWS .ccccccccccccssccccvevcces $350.00 

Lea Dependable gang type rip saw 





15 H.P. belt drive = food. isavesed $300.00 
Lea Multiples steel table P. 

Givect Erive ...cccccccccscssercrsees $350.00 
Lea Sash and door sticker belt driven 

3 heads, belt 7 pees masa’ $1,200.00 
Lea surfacer, 30" buss direct drive, 

BOM FOGG vcccé serevvetsesesneres $1,200.00 


12” — 7 tt. bed round head, direct..... 


WO GROUND coc cccvesccecses 
Dependable combination knife and head 
grinder 30”, one year old $300.00 
84° Womack air clamp 300 Ib. compressor 
QComls 2 WE. mete ccc cccccccccscoes 
OO GEE CBE ccc cevcsccvcccesces 
One 25 H.P. Phelps Blower 
One 20 H.P. Phelps Blower . 
One 40 H.P. Electric motor 


Write, wire or call Marvin Sears 2-2341, P.O. 
Box 116, Midland, Texas. 


REBUILT FORK LIFT TRUCKS 


Gerlinger 

Model PH 862- * 
Capacity 18,000 1 
Lift 17 ft. 6 in. 


Hyster 

Model RT 150 
Capacity 15,000 Ibs. 
Lift 12 ft. 








Model 15 SH 
Capacity 15,000 Ibs. 
Lift 15 ft. 

Slope Piler and cab 


Ross 

Model 16 HT 

Capacity 16,000 Ibs. 
Lift 14 ft. 

80 in. carriage and cab. 


HARVARD EQUIPMENT CO., INC. 
295 Cambridge St. 
Allston 34, Mass. 
Phone: Stadium 2-0826 





ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
pert Repair service. Send us your inquiries. 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 
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Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 

DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 


Under Roof. Assures you quick 
Shipment Regardless of Weather. 


THERE 1S NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 


The Ralph L. 


‘SMITH 


Lumber Company 


Mills at Anderson & Canby, Californio 
Soles Office: Anderson, California 











JM. 3. o> 
tile 
cutters 


cuts all 
resilient floor tile 





Tools of quality for 
quality workmanship. 
Each J.M.J. cutter is ex- 
pertly and exactingly 
designed for the types 
of tile designated. 


BLADE RESHARPEN- 
ING SERVICE 
cuts plastic wall tile 





DEALER RENTAL 
PROGRAM 
AVAILABI.E 


Write for bulletin AL-3 
and nearest distributor 


TODAY! 


).M.J. INDUSTRIES 


Incorporated 
Belleville, 11. 


cuts and 
bevels metal wall tile 
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Advertisers’ Index 


Acme Quality Paints, 
In -19, 62-63 


nc. 

Adair Lbr. Co., Joseph A.....108 
Aetna Plywood & Veneer Co. p.. 
Alprodco, Inc. . 03 
Alsto Co. 
Alsynite Co. of America . 
American Lbr. & Treating Co. 133 
American Machine & Foundry 

Co., The ssoe an 
American Stained Shingle 

Co., Th 1 
Anaconda Copper Mining Co.. 
Andersen Corporation .... "70. 71 
Angelus Wrought Iron 
Anthony Bros. Wood Co. 
Appalachian Hardwoods 
Appalachian Lbr. Co. 
ar age Metal Products 


PA Co., The 


Baldwin-Hill Co. . 
Barrett Div., Allied 

Chemical & Dye Corr. 
Bate Co., Inc., J. Herbert. 
Bemis Hardwood Lbr. Co..... 
Bessler Disappearing Stairway 


Brown-Graves Co. 

Bruce Co., 

Bunyan Lbr. Co., “Paul ‘ 
Buss Machine Works .. 


California Sugar & Western 

Pine Agency. Inc. ......... 134 
Canadian Forest Products, 

Ltd. 
Carr, Adams & Collier Co..... 
Ceco Steel Products Corp... 
Cherry River Boom & Lbr. Co. 24 
Chicopee Mills, Inc., 

Lumite Div. .. 
Christian Lbr. Co. 
Consumers Glue Co. 
Crawford Door Co. 
Creo-Dipt Co., Inc. 
Crisp Lbr. Co., M 
Curtis Lbr. Co. 


Deniston Co., The 

De Walt, Inc. 

Duncan Lbr. Co., Inc. 

du Pont de Nemours 6 
Co., Inc., E. 1. 

Durham Co., Donald 


Etling Window, The 
Evans Products Co. 


Farrin Lbr. Co., The M. B. 
Fenestra Building Products, 
(Detroit Steel Products 
Co.) .. ‘ : 
Ferguson Lbr. Co., W. T. 
Fletcher-Terry Co., The 
Flynn Miq. Co., Michael aed 
Ford Div. of = Motor Co... 
Fordyce Lhr. ; 
Frantz FA Co. 


Gate City Sash & Door Co. .121 
Georgia-Pacific Plywood Co. 26-27 
Graham & Co., Inc., John H.. .109 
Greenlee Tool Co. 4k 
Griffin Mfq. Co. 105 
Griswold Lbr. Co., The 119 


ae & Sons Hinge Mig. 

=| Sere 

Hamer Lbr. Co., J. P. 

Hassall, Inc., John . 

Hiagqins, Inc. 

Holt Hardwood Co. 

Home Maintenance & 
Improvement 


Industrial Lbr. Co. 
Infra Insulation, Inc. ‘ 
Inland Steel Products Co. 


laeaqer Machine Co., The 
].M.J. Industries, Inc. 


K-D Garage Door Sales 
Keasbey & Mattison Co. : 
Keystone Wire Cloth Co. 
Kimble Glass Co., Sub. of 
Owens-Illinois Glass Co. 


Kirby Lumber Corp. .. . 
Kwikset Sales & Service Co.. 
Kyanize Paints, Inc. 


Lawrence & Co., W. W. , 

Leland Flushwood Door Co.. 

Levelall 

Libbey-Owens-Ford ‘Glass Co.. 

Lil-Ad Features .... 

Lockwood Hardware Mig. Co. 23 

Lowe Brothers Co., The .... 

Lucas & Co., Inc., John ‘ 

Lumbermens Mutual Casualty ; 
Co. svi danke 


Macklanburg-Duncan Co. 
Malta Mig. Co., The .. 
Martin-Senour Co., The 
McCloud Lbr. Co. 

McCracken & McCall, 
Meadow River Lbr. Co., The.. 
Menominee Indian Mills 

Metal Products Corp. 

Morrill & Sturgeon Lbr. 
Mowbray & Robinson Lbr. ‘Co. = 
Mower Lbr. Co., The 


Nash Mfg. Co. . 
National Gypsum Co. 
National Lock Co. 
Neils Lbr. Co., J. 
Nicholls Mfq. Co. 
North Pacific Lbr. 


Oregon-American Lbr. a 
Ozan Lbr. Co. 
Ozark Oak Flooring Co., The.. 


Pack River Sales Co. 32 
Pittsburgh Plate Glass Co.. 34, ‘101 
Pollak Industries Corp 118 
Portable Electric Tools, Inc.. 
Prestile Mfg. Co. 

Protection Products “Mia. Co. 
Pullman Mfq. Corp. 


R-B Co., The 

Ready Lbr. & Plywood Co... 
Red Cedar Shingle Bureau. . 
Richards-Wilcox Mfq. Co. 
Richkraft Co., 

Rogers Paint Products, Inc. 
Roseburg Lbr. P 
R-O-W Sales Co. 

Rubberset Co., The 
Rusticraft Fence Co. 


Samcoe Iron Co., Wm. J. .. 
Schubert Co., H. A. , 
Sherwin-Williams Co., The.. 
Silbernagel, Geo. J. . eae 
Silent Hoist & Crane Co. 
Smith Lbr. Co., The 


Ralph L. 
duihare Lbr. Co., 
Carl E. 
Stanley Works, The 
Stewart Iron Works Co. eo 
Inc., The .. 
Strand Garage ‘Door Div.. 
Detroit Steel Products Co. 
Style King Door Co., Inc. 


Inc., 


Tannewitz Works . 
Tarter, Webster & Johnson, 


Inc. 

Thomas Products Co. 

Trinity Div., General Portland 
Cement Co. 

Twin Harbors Lbr. Co. 


Union Lbr. Co. 
Urania Lbr. Co., Ltd., : The 


Veach-May-Wilson, Inc. 


Wagner Mfg. Co. 

Wales Lbr. Co. 

Wallace Miq. Co. 

be ape Steel Products, 
ne 

Weather-Seal, Inc. 

Webb Mfg. Co. 

Wells Lbr. Co., J. W. 

Wendling-Nathan Co. 

Western Pine Assn. . 

Western Wholesalers ... 

Westwood Mia. Co. . 
Wood-Mosaic Co., Inc. 

Wood Products Co. . 

Wrape Stave Co., W. R. 





No special framing to build! Milcor Access Doors require 
no special framing, no cutting or fitting. Three types avail 
able for use with plaster, masonry or wallboard. 

One finish coat usually covers! Milcor Access Doors are 
furnished painted with rust-inhibitive gray primer. No 
sanding or filler coats needed before finishing. 

Good for the life of the building! Made of heavy-gauge 
steel, Milcor Access Doors cannot warp, crack, shrink, 
swell, or rot. Termite-proof and fire-safe. 

Gives fast, convenient service entry! Exclusive spring 
hinge lets door open 175°. Door may also be quickly re- 
moved by extracting hinge pin. Number of hinges and 
cam locks is determined by size of door. 

When you recommend Milcor Steel Access Doors to 
your customer, you make it easier for him to do a better, 
more attractive job. And — more important to you — you 
lay the groundwork for a steady volume of repeat business. 





Fvery home needs at least one access door, large build- 
ings need hundreds — for instant access to key service 
points in plumbing, heating, electrical, and refrigeration 
systems. 


Yes, sir, there’s an always-existing, profitable market 
for Milcor Steel Access Doors. Make the most of it—stock 
up on Milcor Access Doors now 





Write for Milcor Catalog No 





<INLAND>STEEL PRODUCTS COMPANY 





. * “ w” ” ” 
027 WEST BURNHAM STREET » MILWAUKEE 1, WISCONSIN 11 different sizes, from 8" x 8" to 24” x 36 
BALTIMORE 5, MD. — 5300 Pulaski Highway @© BUFFALO 11, N. Y. — — ready to install in plaster or non-plaster 
G4 Rapin St. @ CHICAGO 9, ILL. — 4301 S. Western Avenue Bivd. © * * 
CINCINNATI 25, OHIO — 5240 Spring Grove Ave. © CLEVELAND 14, walls. With or without expanded metal flanges. 
OHIO — 1541 E. 38th St. @ DETROIT 2, MICH. — 490 Amsterdom Ave. 
© KANSAS CITY 41, MO. — P. O. Box 918 @ LOS ANGELES 58, 
CALIF. — 4807 E. 49th St. @© NEW YORK 17, N. ¥. — 230 Pork Ave, 
@ ST. LOUIS 10, MO. — 4215 Clayton Ave. Reg. U. $. Pat. Off. 1988 





It’s in the bag 
for bigger Screen Cloth Sales! 


THESE LUMITE” SCREENING SALES AIDS 
ahtolutoly foo, TO ALL LUMITE DEALERS! 





1 
__ NEWSPAPER MAT SERVICE 


Ads | and 2 columns wide by 

1” to 7” deep to help you tie- 
in with the biggest campaign in 
the industry. 


PRICE CALCULATOR 
Quickly figures total selling 
price on any width or length 
of Lumite screening. Only 
958” x 10%”. 


3 
WINDOW DECAL 


2-color, 5” x 6” all-purpose 
decal to identify your store 
as headquarters for Lumite 
screening. 


These 6 free sales aids tie you in with 
the hardest-hitting advertising campaign 
behind any screen cloth! 


SEND FOR YOURS—TODAY! 


LUMITE’ 
*Registered Trade-mark sana seneth = | 


- > 
* Guaranteed by * 
Good Housekeeping 

* -” 


ee | 


4 
ENVELOPE STUFFER 


So fom 2-color, 3” x 6” folder for use as 
5, wwe, Dill stuffer or handout. Six pages 
1) Comme . : 
&) s=* of hard sell with space for your 
ke own name. 


% 


) 
RADIO COMMERCIALS 


Written by top radio writers, 
these 20 and 30-second an- 
nouncements come ready for 
delivery on your local station. 


SWATCH SAMPLES 
3” x 7” swatches let customers 
feel and handle Lumite screen- 
ing. Available in Chicopee 
green or Chicopee grey. 





ADVERTISING DEPT., LUMITE DIVISION 
Chicopee Mills, Inc., 47 Worth Street, N. Y. 13, N.Y. 
Gentlemen: Please send me free of charge the following LU MITE 
screening sales aids in the quantities indicated: 
.... Newspaper Mat Service ....- Envelope Stuffer 


Price Calculator .... Radice Commercials 
.... Window Decal .... Swatch Samples 


f \¢ hicopee Green [ |e hicopee Grey 
Your Name 


NT 
Store Name 


Address 
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